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H. Mead Norton (Buick), national chairman of the Authorized Dealer Survival Assn., 
opens the new organization's first meeting in Oklahoma City. At speaker's table, from 


left, are Thomas Bennett, attorney; R. T. 


Scott (Chevrolet), ADSA treasurer; Norton; 


Bert Horner, ADSA managing director, and Roy Tant, secretary-manager, Okichoma 


Automobile Dealers Assn. (See Story on 


Page Three.) 


Most Makers Offering 
Bonuses to Spur Sales 


By John K. Teahen Jr. 
Staff Writer 

ALES contests are the order of 

the day for eight of the 13 Big 
Three makes with bonuses for 
dealers ranging from $30 to more 
than $200 a car, an AUTOMOTIVE 
News survey disclosed. 

Another maker has a dealer- 
bonus plan that is not tied to a 
contest, and two other factories 
reportedly are considering some 
type of sales derby for the rest 
of the 1957 model season. 

The contest bonuses begin when 
a dealer reaches a factory-set per- 


No Autumn Lag 
For U.C. Market 


Demand Is 
And Prices Firm 


§ ATe-SHASON selling ills which 

are beginning to plague the 
new-car market—a market in a 
two-year convalescence since its 
binge of 1955—have thus far failed 
to infect used cars, field reports 
indicate. 





runs out, the used-car market 
rolls merrily on, near levels ap- 
proaching last year’s record per- 
formance. 


Never before have early-autumn 
prices:on used cars held as high as 
they have this year. Demand is 
brisk in most major marketing 
areas and wholesale operators re- 
port plenty of action. 

“ 


sare ae 


dealers have found 
weeks 


e business in recent 
dling what might be 
termed “semi-used” cars. These are 
the so-called “factory official” cars. 
While such units are by no 
means an innovation to auto re- 
tailing, dealers have found they 
are now playing a role of increas- 
ing importance. 


One Midwestern. dealer in a 
medium-priced line said he had ad- 
vised his factory that any orders 
for new ’57s from here on out would 

(Continued on Page 4, Col. 3) 


centage of his quota for a given 
period—40 percent or more, depend- 
ing on the make he handles. In 
most derbies, the payoff increases 
as the dealer comes closer to 100 
percent of his quota. 
> > = 

_ medium-priced class is the 

most fertile field for these pro- 
motions with all seven lines in the 
fray. Contests staged by Dodge, 
DeSoto, Chrysler and Pontiac will 
run until the end of the model sea- 
son. 

The Mercury contest is scheduled 
to die Sept. 10 and Oldsmobile’s 
ended last Saturday (Aug. 31). A 
Buick contest also ended Saturday, 
and a new competition for Buick 
dealers began yesterday (Sept. 1). 

Late last week, neither Mercury 
or Oldsmobile had announced a 
continuation or a new contest, 
but many dealers expressed hope 
that ways would be found to 
keep the bonus arrangements in 
operation until the end of the 
model year. 

In the low-priced field, a Plym- 
outh contest ended Aug. 31, and 
industry sources report that some- 
thing is brewing at Ford and 
Chevrolet. Plymouth has mentioned 
no plans for an exiension or any 
other type of bonus setup. 

- * * 


CARassc, Imperial and Lincoln 

have no contests nor do they 

plan any, but Lincoln for some 
(Continued on Page 4, Col. 1) 





*Group I Group II Group III Group IV Industry Average 
Pet. Total Sales Pct. Total Sales Pet. Total Sales Pct, Tetal Sales Pet. Total Sales 
6 Mos. 6 Mos. 6 Mos. €6Mos. @Mos. 6 Mos. 6 Mos. 6 Mos. 6 Mos. 6 Mos. 
1957 1956 1967 1966 1957 1956 1967 1966 1957 1956 
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the volume of 1: 
Group II, 150 to 399 units; Group III, 400 to 749 units, and 
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Dealers Increase Profit 


To 1.7 Percentfor Half; 
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Red-Ink Group Smaller 


By Robert M. Lienert 
Associate Editor 

EW-CAR dealer profits showed 

a general uptrend in the first 
half of this year but still fell short 
of the rate achieved in booming 
1955, according to figures detailed 
last week in NADA’s Business 
Management Survey. 

Dealers recorded an average 
before-tax operating profit of 1.7 
percent in the first six months 
of 1957, compared with 14 per- 
cent in the first quarter and 10 
percent in the first half of 1956. 
In the first half of 1955, how- 
ever, dealer profits amounted to 3.1 
percent. 

> > > 

INCE the six-month figures are 

cumulative, the rise from 1.4 
percent at the end of three months 
to 1.7 percent at the end of six 
months means that dealers showed 
a considerably better profit return 
in the second quarter of this year 
than they did in the 

In commenting on the profit 
figures, NADA said: 

“While there has been little in 
the recent profit experience of 
dealers to be happy about, there 





Top Cars 
New-car registrations for siz 
months, plus 25 states for July: 


1957 Pos. Make 1956 Pos. 
1— 804,176 Ford 702,970— 2 
2— 762,089 Chev. 846,094— 1 
3— 333,019 Plym. 270,090— 4 
4— 227438 Buick 307,453— 3 
5— 207,783 Olds. 249,082— 5 
6— 179,755 Pontiac 201,242— 6 
7— 151,214 Mercury 150,452— 7 
8— 148,182 Dodge 119,714— 8 
o9— 77,314 Cadillac 77,402— 9 

10— 59,974 Chrysler 60,315—10 

ll— 59,917 DeSoto 56,448—I1 

12— 47,277 Rambler 39,010—13 

13— 33,2389 Stude. 12 

14— 20,125 Lincoln 23,162—14 

15— 19,146 Imperial ~§5,529—18 

16— 6,364 Nash 15,373—16 

1j— 65,462 Met. 2,937—19 

18— 3,468 18,741—15 

1d 3,347 Hudson 7,457—17 

20— 506 Cont’l 970—20 

85,558 Misc. 44,541 
Total All Makes 


3,230,353 
Further details on Page 38. 





How Dealers Fared on Expenses, Pro. 3 


Eprror’s Note: The following figures are taken from the NADA bulletin, “Operating Aver 4 
the Automobile Retailing Industry.” 


FIRST SIX MONTHS, 1957-1956 
OPERATING PROFIT BEFORE TAXES 


130 12,7 


16 13 
956 retail deliveries of new 









an 
IV, 





138 WA 


14. 14 


d trucks as follows: Group I, 1 to 149: units; 
750 units ' 


is some encouragement in the 
general uptrend during the first 
| Six months.” 

| According to NADA, 13 percent of 
|all dealers surveyed reported an 
operating loss forthe first six 
months. This compares with 27 per- 
cent reported operating in the red 
in the first quarter and 30 percent 
| for all of 1956. 

A year ago, 28 percent were in 
|the red in the first half. 


= > > 


was noted that overall gross 
dollar profit per car was smaller 
for the full six months than for 
the first quarter. It. amounted to 
$730 for the half, or $24 less than 
the $754 compiled on first-quarter 
operations. 


Operating profit per new unit 
sold, however, rose $17, from $68 
in the first three months to $85 
for the half. 

A year ago in the first half, gross 
dollar profit per car was $674, and 
operating profit was $48. 

Operating profit went up during 
the second quarter as overhead 
expenses went down. Selling ex- 
pense averages showed little change 
—they were $184 in the first quar- 
ter and $185 for the full six months. 

> 7 > 
ERATING expense, however, 
which stood at $502 per car at 
the end of three months, was 
slashed $42 to level off at $460 per 
new unit retailed for the half. 

“This drop in operating expense 
ratios,” NADA pointed out, “re- 
sulted largely from increased 
volume im the second quarter, 





rather than from actual expense 
reductions.” 

The average washout gross per 
new unit in the six-months period 
was $423—off $10 from the first- 
quarter figure of $433, but $20 above 
the average last year. 

After deducting direct selling ex- 
pense, this washout gross from new 
and used-car sales covered 51.7 per- 
cent of all remaining expenses, in- 
cluding officers’ and owners’ sal- 
aries and bonuses to employes, 
NADA said. 

= . * 
‘JHIs highly important figure,” 
NADA said, “which expresses 
the ability of the dealer to cover 
a reasonable proportion of his fixed, 
or operating, overhead from new 
(See PROFITS, Page 43, Col. 3) 


Inside 
Auto News 


How truck registrations 
fared im first half. Page 17. 
Latest news on ADSA 
bonus plan. Page 3. 


Pontiac’s problems with 
Vauxhall. Turnings, Page 
18. 


Canadian dealer conven- 
tion. Page 3. 

GM dealers eye Rambler. 
Page 2. 








Lowest Level of Year Near... 





Changeovers Cut Output 


By Martin L. Whitmyer 
Staff Writer 
Ww most major car manufac- 
turers phasing out this month 
on 1957 models, U. S. auto output 
is expected to drop to the lowest 
level of the year. 


The changeov 
the Big Three began last 
DeSoto halted all ’57 model 
at its Detroit plant. Other 
ler Corp. units are expected 


er period among 
week as 
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and more. 






follow suit in the Detroit area 
this week, Cadillac, Oldsmobile, 
Pontiac, Buick and Mercury are 
scheduled for September. build- 
outs. 


Definite dates have not as yet 
been set for changeovers at Ford 
and Chevrolet, while all American 
Motors units, Lincoln, Edsel and 
Studebaker already have begun pro- 
duction of 1958 models. Packard is 
down for changeovers now and is 
expected to start output of its Hawk 
series Sept. 9. Production of other 
Packard lines, however, will not 
begin until later in the month. 

7 ” 


DeSoto slowdown plus 
month-end readjustment of out- 
put scheduler by other manufac- 
turers put a dent int, roduction op- 
erations last week as car assemblies 
declined from a seven-week high 
of 123,130 units the previous week 
to 117,201 last week. 
aan 117,201 unite turned out last 
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‘AMC Outlets Like Idea... 


Rambler Widens Bid 
For Big 3 Dealers 


MERICAN MOTORS’ program 
of giving Rambler franchises to 
selling cars produced by the 
Big Three has been welcomed by at 
least one long-time Rambler dealer. 
John Wilhelmey had the only 
Rambler outlet in the Louisville 
area until recent weeks when AMC 
signed two other dealers there. 
“I don’t think it’s going to hurt 
us,” was Wilhelmey’s reaction. 


He said some prospects show an 
interest in buying a Rambler but 
hold back due to rumors that AMC 
will fail and leave the car an or- 
phan. 

“When they see reputable 
dealers of established cars add- 
ing the Rambler they will get the 
idea that it is a good product and 
it is here to stay,” Wilhelmey 
said. 

One of Wilhelmey’s new com- 
petitors is Hannah Motors, Inc., 
an Oldsmobile dealership which 
will sell AMC’s Metropolitan and 
the German Lioyd as well as the 

Rambler. The other is Duncan 
Motors (DeSoto-Plymouth), which 
got a Nash-Rambler franchise. 
+ * > 


OBERT RIGGS, head of the 
Duncan dealership, was not 
available for comment but his 
brother, George, said they felt the 


New Court Test 
Of Arkansas Law 
Requested by GM 


LITTLE ROCK, Ark. — General 
Motors has filed suit in Pulaski 
Chancery Court here to test con- 
stitutionality of an act passed by 
the 1957 Arkansas Legislature to 
regulate the automobile industry. 

The suit petitions Chancellor 
Murray O. Reed to enter a declara- 
tory judgment on constitutionality 
of the act and to enjoin the Arkan- 
sas Motor Vehicle Commission from 
its enforcement. The complaint 
charges that the act is unconstitu- 
tional and cites technical and legal 
points on which the charge is 
based. 


The act requires auto manufac- 
turers and dealers to obtain state 
licenses to operate in Arkansas. 
Dealers’ licenses are subject to 
—— by the commission. 

similar act governing opera- 
uss of franchised car dealers was 
passed by the 1955 Legislature and 
was held unconstitutional by the 
Arkansas Supreme Court as class 
because used-car deal- 
ers were excluded. The current act 
was passed in an effort to elimi- 
nate this objection, and is drafted 
to include both new-car and used- 
car dealers. 

Six Arkansas automobile dealers 
who had been named by Gov. Orval 
Faubus as members of the hon- 
orary Arkansas Motor Vehicle Com- 
mission at the time the 1955 law 
went into effect were reappointed 
to similar posts last June and are 
conducting affairs of the agency 
under the current law. 

Another suit to enjoin the Motor 
Vehicle Commission from adminis- 
tering the 1957 law also was filed 
in Pulaski Chancery Court recently 
by several Arkansas automobile 
dealers who charged that the act is 
unconstitutional. 

Plaintiffs in the earlier suit are 
Hobbs Motor Co., White Motor 
Sales and Horton Motor Co., all of 
Fort Smith, Ark.; Twin City Mo- 
tors, of North Little Rock; Lindsey 
Brothers Motor Co., of Camden, 
and Bynum and Jones Motor Co., 
of Siloam Springs 

The suit was filed as a class ac- 
tion on behalf of other automobile 
dealers. 





Senators Kill Bill 
To Curb Billboards 
WASHINGTON.—By a vote of 






















Jury Upholds GM 


In Anderson Case 


Ex-Buick Distributor 
Loses $4 Million Plea 


SEATTLE —A JU. S. District 
Court jury last week returned a 
s| verdict in favor of General Motors 
in a $4-million-plus damage suit 
brought by M. O. Anderson, former 
Buick distributor and 1947 NADA 
president. 

derson had sued the corpora- 
tion for $4,164,290.84 as a result 
of the termination of his dis- 

tributorship in June, 1953. 

Before the case went to the jury, 
Federal Judge Sylvester J. Ryan 
had twice limited the scope of 
possible damage claims against GM. 

He first decreed that if Anderson 
was found to have suffered financial 
loss as a result of the termination, 
he should be entitled only to losses 
he actually incurred and not to 
any profits he might have realized 
if the franchise had been continued. 

In a later ruling, Judge Ryan 
said Anderson could not personally 
collect any damages. That left 
Anderson’s firm, A, B. C. Packard, 
Inc., as the only remaining plaintiff. 

Following the verdict, Judge 
Ryan notified the jury that its 
pon wn — in accord with his 
judgme 

He said foe would have granted a 
motion for dismissal of the case, 
which was made by GM earlier in 
the trial, and also would have 
granted a motion for a directed 
verdict in favor of the defendant 
made at the end of the case if the 
jury’s verdict had been in favor of 
the plaintiff. 

Judge Ryan asked Anderson if 
he planned an appeal, and Ander- 
son replied, “No, not at this time.” 

The exclusion of Anderson as a 
personal plaintiff followed defense 
arguments that Anderson “admit- 
tedly has not suffered any out-of- 
pocket loss in respect of the $500,- 
000: mortgage loan.” 

Anderson, in his suit, said he 
obtained a $500,000 loan on urging 
of GM officials to better his work- 
ing capital. However, Anderson’s 
personal-guarantee portion of the 
loan, $150,000, has been paid. 

Jerome B. Nash, former GM 
official whom Anderson has partic- 
ularly cited as one who urged him 
to expand his dealership capital 
and facilities, appeared on the wit- 
ness stand and acknowledged that 


Louisville area was large enough to 
support three Rambler outlets. 
George plans to keep the DeSoto- 
Plymouth dealership with Robert 
setting up the Nash-Rambler dealer- 
ship across the street. Just who will 
retain the Duncan name has not 
yet. been determined, George said. 
Hannah has a downtown loca- 
tion, Wilhelmey’s dealership is near 
the city limits and the Duncan out- 
let is in suburban St. Matthews. 

A spokesman for AMC said the 
program of dualling with dealers 
in other lines is aimed at getting 
greater representation in areas 
where there are few Rambler 
dealers. He said there were no 
plans to infringe on any existing 








Georgia Dealers Elect Officers— 


Officers and di-ectors elected at the annval convention of the Georgia Automobile 
Dealers Assn. are, from left, back row, L. L. Austin, executive vice-president; and 
directors Howard Threlkeld, James G. Pritchett, Thomas M. Callaway jr., F. W. DeLong, 
J. K. McDonald, C. B. Brannen and B. F. McClelland. Front row: R. C. Dunlap jr., 
retiring president; J. C. Lewis jr., president; Joe Westbrook, first vice-president; James 
C. Downing, second vice-president; Darrell Johnson, treasurer; John H. Lander, NADA 
director, and Frederick M. Sutter, NADA president, who was the guest speaker at 
the convention. Directors not pictured include Horace P. Goza, Leo Huckabee jr. 


and W. C. Dorsey. 


Ford to Boost ’58 Prices; 
22,000 Edsels for E-Day 


By Pete Wemhoff 

Editor, Automotive News 
EARBORN. — Confident that 
early sales of the Edsel will be 
brisk, Sales Manager J. C. Doyle 
told a national press preview here 
last week that more than 1,100 
Edsel dealers will 
be signed up by 
introduction date 
of the new car 
eee (Sept. 







dealer, 

He said the new dealers were the 
fruits of a dealer-recruiting pro- 
gram and that many of them agree 
to sell the Metropolitan as well as 
the Rambler. 

The AMC spokesman said the 
list of 45 new dealers carried in 
the Aug. 26 issue of Automotive 
News included 15 dealers who 
handle cars produced by the Big 

ree. 






















* am * 
SURVEY of other Rambler 
dealers showed mixed reaction 
to the program. 

One welcomed the move, saying 
“competition makes business.” He 
said giving Hudson dealers Ram- 
bler franchises was, at first, feared, 
and had worked out well. 

Another thought it would be dif- 
ficult to divide the efforts of the 
dealership between selling the 
Rambler and selling a much- 
— car such as the Oldsmo- 

e. 

A former Rambler dealer said 
it was the best thing that could 
be done to carry the Rambler 
into smaller cities and towns. 
The dealer in a relatively small 
area who can split his overhead 
between the Rambler and a 
medium-priced car “should be 
able to make a good thing of it,” 
he said. 

Spokesmen for the several Big 
Three divisions had little to say 
about the program. An Oldsmobile 
spokesman said, “In the first place, 
we can’t do anything about it but 





By Kenneth C. Kelley Jr. 
Staff Writer 

RNEST R. BREECH, Ford 

Motor Co, chairman, made it 
official last week—prices on 1958 
models will be higher than the price 
tags on the 1957s. 

Answering the first question at a 
press conference which closed the 
press preview for the Edsel, Breech 
said there is “no doubt there will 
be some price increases.” He did 
not say how much. 

He said the company would 
keep prices “as low as possible 
in the public interest,” keeping in 
mind the financial stability of the 



















— will have 
more than 22,000 
Edsels in. the 
hands of dealers 
on that date,” he 
said, 

About 250 news- 
men from across 









company. 
Breech’s comments were the first 
(Continued on Page 4, Col. 5) 


S-P Quarter Loss 
Put at $4 Million; 







J. C. Doyle 
the nation attended the two-day 






preview of the new car, 65 of 
them driving new Edsels home for 
delivery to their local dealers. 














we do expect our dealers to do a 
good job for Oldsmobile.” Economy Car Eyed The newsmen heard talks by {he had authority to advise West 
—Kennetu C. Kewey Jr. Ernest R. B chairman of | Coast Buick distributors to take 


such action. 

Anderson’s attorneys introduced 
a letter written by Nash in 1945 to 
distributors advising them ex- 
pansion of facilities would be in 
order. 

Nash said he had no authority 
to make long-range committments 
for his company but, when asked 
under cross-examination “Was it 

beyond your authority to write 

that letter?” he replied: “No, I 

don’t think it was.” 

Nash further testified that he did 
not know nor did he inform Ander- 
son of a GM policy of terminating 
distributorships. 


the board, Ford Motor Co.; Presi- 
dent Henry Ford Il; Richard E. 
Krafve, general manager of the 
Edsel division; George W. Walker, 
Ford styling director; J. Emmet 


SOUTH BEND. — Studebaker- 
Packard had net losses of $4,311,845 
for the second quarter and $6,810,- 
202 for the first six months of 1957, 
according to Harold E, Churchill, 
president. 

Churchill also reported that the 
company plans to add “a smaller; engineer. 
economy car of a new design in the| Doyle spoke to the newsmen on 
near future.” He said the success| Wednesday, declaring that at that 
=. me Scotsman prompted the de-|/time Edsel had already signed up 
cision. 1,112 dealers and that “we will ex- 

The 1957 loss figures compared 
with a second-quarter deficit of coed our original goal of 1,200 deal- 
$21,159,283 last year and a first-half | °™® by Sept. 7.” Plans call for 1,800 

. to 2,000 dealers by the end of the 


loss of $35,465,456. 

Sales slipped to $47,264,681 in the (Continued on Page 41, Col. 1) 
second quarter, compared with $74,- 
816,898 a year earlier. First-half |; 
sales were $105,086,040 this year,|;  _ 
compared with $181,612,336 in 1956.) — 

Despite the continued losses, 
Churchill said car sales in June 
and July were at the highest levels| ~~ 
of the year and that the company 
anticipated no inventory problem |’ 
when the '58 models are introduced. 

He said a portion of this year’s|: 
losses represented expenditures re- 
quired to implement programs for 
1958. These expenses included estab- 
lishment of a nationwide chain of 
Mercedes-Benz dealerships, 


NIADA to Hear 
Antitrust Chief 


WASHINGTON. — Victor R. 
Hansen, assistant attorney general 















Business 
Barometer 


Auto Production — 138,643 cars, 
trucks in week vs. 76,809 the year 
before. 

Business Failures—260 in week vs. 
215 the year before. 

Department Store Sales—Up 4 
percent from the year before. 

Freight Loadings — 750,640 cars 
in week, a decline of 19,004 cars from 
the year before. 

Gasoline Stocks — 172,136,000 
barrels, a decline of 837,000 barrels in 
week. 

Jobless Claims—190,900 in week 
vs. 182,400 the year before. 

New-Car Registrations—3,230,- 
353 in 1957 to date vs. 3,245,826 year 


ago. 
New-Truck Registrations—<éo,- 
009 in 1957 to date vs. 495,443 year 






















































ago. 

Oil Stocks — 286,618,000 barrels, 
an increase of 2,246,000 barrels in 
week. 

Steel Output — 83.3 percent of 
estimated capacity vs. 82.1 percent the 
week before. 

Used-Car Prices—$873 in Auguit 
vs. $891 in July. 

Wholesale Prices—118 percent of 
1947-49 index, unchanged from the 
week before. 















« + = 
in charge of the Justice Depart- 
Common Stocks sacuite caditresh Gbeislien, wilt be 4 
Aug. Aug. 1956-57 featured speaker at the 1lith an- 
28 21 High Low — ee gg ee we — == of the 
1 n ependen 
wee mt at wt eee t Automobile| Chrysier Records Driver Reaction Time— 
Ford 53% 53% 59% 53% The convention will be staged at Teamwork between Chrysler Corp. engineers and “Eeg" experts from Harper Hos- 
GM 424%, 43%, 47% 384% || the Hotel Statler here, with a| pital, Detroit, may be opening the way to solving the highway problem of driver 
S-P 5% 5% 8% 5% sizable turnout expected by Val T.| drowsiness. The “Eeg"—an electroencephalograph parked beside a motionless car 





Jones, NIADA executive secretary. 
Hansen will address-a luneheon 
meeting November 26. 


records a driver's brain wave pattern. Paul Loeber, head of Chrysler physics research 
and Dr. A. J. Derbyshire find a drop-off in alertness can occur after about 1% hours 
of steady “driving.” Recorded engine and traffic noise give needed realism to the test. 
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A LETTER from John Lehman, 
manager of the Akron Auto- 
mobile Dealers Assn. and past 
president of the Automobile Trade 
Assn. Managers, complains that 
something must be done to bring a 
dealer back to collecting 70 percent 
in the shop end. Lehman knows 
that labor won’t retrogress, and 
that most cities are now making 
50 percent of the labor charge. We 
will let John speak for himself: 


“I just got a good idea on a 
splendid article. The theme would 
be to anticipate the whole realm 
of ‘service responsibility.’ By this, 
I mean that dealers are seeming to 
rely upon sympathy from the pub- 
lic from the ‘service’ end of our 
business, at the very time ‘service 
satisfaction’ or ‘customer satisfac- 
tion’ in dealer service departments 
has reached a new low. 

“While dealers and factories are 
talking in general terms about 
cross-selling and bootlegging, they 
must also consider the fact that 
customers are not getting satisfac- 
tory treatment in dealer service 
departments; mainly because they 
are not making a profit in that de- 
partment. This lack of profit is due 
to two main reasons: 

“(A). The car is sold so low in 
price that there is not an adequate 
margin of profit to pay the service 
department for proper ‘follow up’ 
service. 

“(B). The dealers service depart- 
ment has such high overhead (in- 
cluding paying mechanics 50 per- 
cent of customer labor, plus fringe 
benefits, which really add up to 61 
percent of customer labor), that 
the dealer loses money in normal 
customer labor service, in spite of 
excessive charges in this depart- 
ment.” 

- > > 

EHMAN’S letter continues: “I 

quote a letter, which I have 
addressed to Herman Schaefer 
(Automobile Dealers Assn. of Indi- 
ana) and Carl Lane (Connecticut 
Automotive Trades Assn.) which 
might help you understand my 
point. 

“Dealers must begin to pay me- 
chanics less than 50 percent of cus- 
tomer labor for several reasons: 
The first reason, of course, is so 
the dealer can recover his loss 
and begin to break even. Let’s take 
our own case as an example. In 
Akron, we pay 50 percent of a $4.70 
customer labor rate. 

“In addition, we give mechanics 
six paid holidays at $18.80 per day, 
paid vacations at the rate of 4 per- 
cent of their annual earnings, and 
we pay 50 percent of a health and 
welfare program which runs $16 
for married with dependents and 
$8.30 for single fellows. When you 
include Social Security and work- 
men’s compensation, it figures out 
to be 11 percent. In other words, 
we are paying out 61 percent of 
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Dealers tell me 


By John 0. Munn 





customer labor. As you know, we 
have union shops and even the 
union agent agrees my calculations 
are correct. 

“Now, here is where the real 
problem begins which fs also a 
national problem. Let us say, 
mechanics want a 10-cent raise 
and a retirement plan like the 
Utah plan based on 2 percent. 
What must happen? Dealers 
must raise customer labor up 20 
cents and absorb the other 2 per- 
cent or raise customer labor 24 
cents, What is happening is that 
service rates to the customer are 
getting too high. At least, they 
are approaching the saturation 

(Continued on Page 41, Col. 2) 








Meetings Held in Missouri, Texas . . . 





ADSA Hits the Trail 


By L. H. Houck 
Staff Correspondent 


JOPLIN, Mo.—The Authorized 
Dealer Survival Assn. began spread- 
ing its roots outside of native 
Oklahoma last week. 

More than 80 percent of 125 
dealers attending an organizing 
meeting here signed up with 
ADSA, A “fourstate chapter” of 
ADSA was formed to cover Ar- 
kansas, Kansas, Missouri and 
Oklahoma, with officers to be 
elected later. 

The Joplin rally was followed up 
by two scheduled sessions in Texas 
—Thursday in Kilgore and Friday 
in Amarillo. 

Spreading the gospel of ADSA’s 
5 percent intra-territory sales bonus 
was H. Mead Norton (Buick), 
Oklahoma City, the NADA regional 
vice-president who has broken 


Lead Auto Dealers in Canada— 


New officers of the Federation of Automobile Dealers Assns. of Canada, pictured ot the group's annual convention in Toronto, 
are, front row, from left, C. R. Howell, Toronto, past president; Alex E. Ross, Moncton, N. B., vice-president; Clarke Simpkins, 
Vancouver, B. C., president; Alden R. Clark, Fredericton, N. B., immediate post president; William B. Ledingham, Regina, Sask., 
vice-president; and Phil Kimball, Three Rivers, Que., director. Standing: James 1. Cooke, Toronto, past president; Fred T. King, 
Lethbridge, Alta., past president; A. J. Cameron, Moose Jaw, Sask., past president; D. A. Amory, Montreal, past president; J. B. 


Forbes, Kitchener, Ont., director; H. B. Moore, Toronto, executive vice-president; 

Roblin, Winnipeg, Man., director; R. R. Coggan, Sudbury, Ont., vice-president. Directors not shown in photo are S. J. Parkinson, 

Calgary, Alta., secretary; A. E. Stedelbaver, Windsor, Ont.; W. R. Jenkins, Charlottetown; T. W. Marshall, St. John's, Nfid.; H. 

G. Gladwell, Victoria, B. C.; R. M. Everson, Montreal; and G.C. Robertson, Toronto. 
> > > 


with the national organization on 
which kind of plan is best to thwart 
cross-selling. 

Norton was introduced here by 
William Robertson, R & S Motor Co. 
(Chevrolet). Dan Stanley (Ford), 
Joplin, president of the Joplin New 
Car Dealers Assn., called on those 
present to join up if they met the 


Mexico Dealers to Meet 


At Vera Cruz Sept. 28-29 


MEXICO CITY.—Plans are being 
completed by Horacio G. Trigos, 
manager of the National Automo- 
bile Dealers Assn., for the organiza- 
tion’s 11th annual national conven- 
tion at Vera Cruz Sept. 28-29. 

Top movie, radio and television 
stars will entertain, and there will 
be a ladies’ fashion show. 











Russell Newell, Montreal, treasurer; Rod 


* * . 


Canadians Want Tax Collection Revision 


By James Montagnes 
Staff Correspondent 

TORONTO. — Canadian automo- 
bile dealers at their annual con- 
vention here went on record to ask 
the Canadian Government to re- 
vise the collection of sales and ex- 
cise taxes. 

More than 600 delegates of the 
Federation of Automobile Dealer 
Assns. of Canada (FADA) heard 
a report from Howard B. Moore, 
executive vice-president, that on 
Aug. 14 FADA and the repre- 
sentatives of the Canadian Auto- 
mobile Chamber of Commerce 

met at Ottawa with Finance Min- 
ister Donald Fleming. 

FADA in its brief asked “that 
with removal of the excise tax, pro- 
vision be made for adjustment of 
tax on new cars in dealer’s stocks 
at that time .. . The only appro- 
priate manner in which this prob- 
lem can be resolved is recognition 
of the right of the dealers to a re- 
fund of tax paid on floor stocks.” 

Excise and sales taxes in Canada 
are collected from dealers by manu- 
facturers and remitted to Ottawa. 
Dealers are left to pay the tax and 
insurance without markup when 
ear is sold. There is no protection 
in case of change in tax. 

An amendment to the excise tax 
arrangement was made by Ottawa 
last year, eliminating the payment 
of the tax on automobiles on deal- 
ers’ inventories as long as the cars 
remain the legal property of the 
manufacturers, Manufacturers ar- 
gue that this arrangement is not 
practical. 

Practically all resolutions passed 
at closing session of the 


convention dealt with excise and 
sales tax in some form. 

In western provinces, provincial 
governments are able to undersell 
dealers on used cars when they buy 
new cars without paying excise and 
sales tax, and put their one and 
two-year-old models on auction. 
Western dealers want to see the 
provincial governments pay excise 
and sales tax on cars auctioned off 
to the public. 

Panel discussion sessions at 
the convention. covered automo- 
bile financing, 
more and better 
salesmen and costs of selling cars. 

Clarke Simpkins, Vancouver, was 


Florida Dealers 
Meet Oct. 20-22 


MIAMI.—Walter C. Mallory, gen- 
eral manager of the Florida Auto- 
mobile Dealers Assn., attended the 
August meeting of the Miami new- 
car dealers and outlined plans for 
the state convention which will be 
held in Miami Beach Oct. 20-22. 

Mallory also gave a report on the 
1957 Florida legislative session 
which resulted in extension of the 
sales tax to automobile deals. 
Largely through the efforts of the 
new and used-car dealers this tax 
was held to one percent of the cash 
transaction rather than the three 
percent applying to other transac- 
tions. 

“Extension of the sales tax to 
automobiles was inevitable,” Mal- 
lory said, “and we were very for- 
tunate that only one percent was 
imposed.” 


elected president for 1957-58, suc- 
ceeding A. R. Clark, Fredericton, 
N. B. Russell Newell, Montreal, was 
elected treasurer; S. J. Parkinson, 
Calgary, secretary; and H. B. 
Moore, Toronto, was reelected ex- 
ecutive vice-president. Vice- 
presidents elected were A. E. 
Moncton, N. B.; R. R. Coggan, Sud- 
(Continued on Page 8, Col. 1) 





qualifications and liked the plan. 

A representative dealer from 
Fayetteville, Ark., pledged member- 
ship for all dealers in that city. 

Norton told Automotive News 
that the present plan is to obtain 
as many members as possible so 
that a large mass of the nation’s 

dealers will indicate to the fac- 

tories their stand on the ADSA 

5 percent sales bonus plan. A goal 

of 5,000 members in September 

has been set up and it is expected 
to be reached early in the month, 
he said. The goal for October is 

10,000 members. 

A question -and- answer session 
revealed that about 20 percent of 
those present were not inclined to 
go along with the plan at present. 
Various reasons were advanced, 
but some dealers said that their 
territories were not properly 
bounded by the factory and most 
of their sales were outside that 
territory. 

It was suggested that revisions 
and adjustments between dealers 
and their factories might correct 
some of these objections. 

Some dealers present evidently 
did not wish to be bound by the 

(Continued on Page 44, Col. 1) 


Bell, Makers Plan 
Parley This Week; 


Romney Replies 


WASHINGTON. — NADA Execu- 
tive Vice-President Frederick J. 
Bell will visit Detroit this week and 
is expected to confer with auto 
manufacturing executives on terri- 
tory sales bonus plans and other 
trade problems. 

Bell also will attend the annual 
NADA convention arrangements 
luncheon Wednesday in the Statler 
Hotel in Detroit. 

Meanwhile, American Motors dis- 
closed the contents of President 
George Romney’s reply to Bell’s 
proposal for an “area of service 
responsibility” plan. Romney said 
AMC dealers would be asked to 
express their views on cross-selling 
and warranty policy to dealer 
advisory boards. 

“American Motors management 
is importantly concerned about the 
moral climate in the automobile 
industry, and wants to do its utmost 
in helping to create the kind of 
environment in which progress can 
be made,” Romney wrote Bell. 

“We consider your proposals 
timely. While we may not fully 
agree with some of your sugges- 
tions, we think there is enough 
substance in them to warrant con- 
sideration by American Motors and 
its dealers.” 

Romney, fourth auto company 
president to answer Bell, also com- 
mended Bell’s proposal for an auto- 
motive retailing institute and asked 
the NADA officer to develop the 
idea further. 


On the House... 


late Edsel Ford 


his father: 





Wemheal. than any other 


A long-due and fitting tribute was made to the 


by his son, Henry Ford II, as the 


new Edsel car was born last week. It was a deftly- 
handled tribute to one swell guy, whom I had the 
honor of knowing—one whose abilities and ac- 
complishments long have been overlooked. Here 
are a few excerpts from a son’s fond tribute to 


“My father, more than any other person, set 
the stage for the new and revitalized Ford Motor 
Co. that has emerged since World War II... My 
father served as president for 24 years—longer 


person. His influence on the ulti- 


mate course of the company was fundamental ... My father was 
one of the first to bring the styling concept, as such, into a mass- 
production industry. He brought stylists into the company ... As 
an administrator, he was far-seeing. An organization plan he pre- 
pared in 1919 resembles in many respects the present-day Ford 
company organization. It would be difficult for me to visualize the 


Ford Motor Co. of today if there 


had not been an Edsel. Ford.” 


The press preview attracted about 250 newsmen from across the 
nation. It was a well-paced affair, favored by ideal weather condi- 
tions. Feature of the test track demonstration were hair-raising 
feats by a team of four daredevil drivers. Paraded before the news- 
men were the 65 Edsel Pacers—in Edsel green and white—which 
were driven home by auto writers for delivery to local dealers. 


—Perre Wemuorr, Editor, . 
Automotive News 














Dealers Like Bonus Prizes 


All ‘Medium’ Makes 


Stage Sales 


(Continued from Page 1) 


months has been paying its dealers 
$250 for each car delivered. There 
also is a $75 payment to salesmen 
for a “conquest” sale—one in which 
a car other than a Ford, Mercury 
or Lincoln is traded. 

Dealers are divided on the 
value of the factory contests. An 
oft-heard criticism is that they 

the dealer who has done 
a@ good job in the early months of 
the year. Such a dealer has a 
higher quota and finds it harder 
to break into the bonus class. 

Critics also point to the wild dis- 
counting and price-cutting some 
dealers indulge in once they, hit the 
bonus point. 

“With today’s shopping situation, 
it takes only one dealer in a metro- 
politan area to upset the price 
structuré,” a Mercury dealer re- 
marked last week. 


* * + 
A DODGE dealer suggested an- 
other type of plan whereby all 
retailers would share in the manu- 
facturer’s success and in the bonus 
payments after a certain factory 
sales goal was reached. 

He gave this example: “Sup- 
pose a factory figured that its 
eost-recovery point for the model 
year was 200,000 sales. After hit- 
ting that figure, the factory could 
pay its dealers a stated bonus for 
each delivery.” 

A DeSoto merchant defended the 
present factory contests, saying 
they are as fair as it is possible to 
make them. His position was that 


Contests 


cent, and $75 a car for deliveries in 
excess of 90 percent of quota. 
+ * * 


Chrysler 


EALERS receive $70 a car for 
deliveries from 61 to 80 percent 
of quota; $95 a car from 81 to 95 
percent, and $120 a car for 96 per- 
cent and above. Dealers must have 
hit 60 percent by the end of August 
to be eligible for bonus payments. 
* * * 


DeSoto 


A= reaching 40 percent of 
their quota, dealers receive a 
bonus of $30 a car until they hit 
75 percent. The payment is $50 a 
car from 76 to 90 percent and $75 
a car for deliveries in excess of 90 
percent of quota. 

In addition, DeSoto has cash 
awards for its regional, area and 
U. S. leader based on percentage 
of overquota sales. Dealers are 
grouped according to volume and 
compete with others in their 
group. 

The regional winner can collect 
from $500 to $2,000, depending upon 
his group, The area prize ranges | 
from $1,000 to $5,000, and the)| 
awards for the U. S. leaders run 
from $2,000 to $10,000. 

> * * 


Buick 
HE new Buick contest is similar 
to the one which ended Aug. 31.| 
In the previous event, dealers re- 
ceived $150 a car for each delivery | 
in excess of 50 percent of their 
quota, Salesmen received $50 for 
each sale over 70 percent of quota 
in the old contest, but there re- 





if a dealer does a good job for the 
first few months, he should keep on 
doing it. 

He added, “Take a dealer who 
had hard luck the first few months 
and then got hot, maybe added 
some new men or something. Such 
a dealer should be rewarded for 
bettering his sales.” 

Another dealer saluated his 
factory’s contest by commenting, 
“It’s just what is needed to make 
dealers really get out and work.” 

Summaries of the terms of the 


current contests appear below. 
= ° - 


Plymouth 
EALERS get a bonus of $30 a 
ear for deliveries from 81 to 90 
percent of quota; $45 a car for 91 
to 100 percent, and $60 a car for de- 
liveries in excess of 100 percent of 
quota. 


> 7 - 
Dodge 
bonus is $30 a car for de- 


liveries from 51 to 75 percent of 
quota; $50 a car for 76 to 90 per- 





Kentucky Dealers 
To Discuss Men, 


Money and Sales 


LOUISVILLE. — Money, men) 
and sales will hold the spotlight) 
when the Kentucky Automobile | 
Dealers Assn. convenes here Sept. | 
16 at the Sheraton-Seelbach Hotel. | 

Under the title, “Are You Mul-| 
tiplying Profits or Losses?” money 
will be discussed by William M. 
McCune, a Ford dealer in Kittan- 
ning, Pa. 

Dr. J. Donald Phillips, president 
of Michigan’s Hillsdale College and 
an authority on “brainstorming,” 
will discuss “Men: The No, 1 
Dealer-Manager Weakness.” 

The sales topic will be discussed 
from two angles. Sales and sales 
management will be covered by 
Frank Lane, general manager of 
Barry-Pate Co., Washington. 

Following his remarks, a discus- 
sion will cover salesman’s compen- 
sation, pricing of new cars, used- 
car selling and the proper use of 
records. 

Chairman of the morning session 
will be C. E. Brents, Lebanon, 
president of KADA. For the after- 
noon, he will yield the gavel to 
Orville R. Harrod, NADA director, 
from Frankfort. 





portedly is no payoff for salesmen 


in the new plan. 
* > > 


Oldsmobile 


FpoNvsEs to dealers begin after 
50 percent of quota is reached. 
The payment is $50 a car for sales 
from 51 to 70 percent of quota; $100 
a car for 71 to 80 percent; $175 a 
car for 81 to 90 percent, and $200 a 
car for sales in excess of 90 per- 
cent of quota. 

. * 


Pontiac 


EALERS receive a bonus of $50 
a car for sales from 51 to 70 
percent of quota; $100 a car for 71 
to 80 percent; $150 a car for 81 to 
90 percent, and $200 a car for sales 
in excess of 90 percent of quota. 
* > > 


Mercury 


HEN a dealer reaches his 

quota, he receives a large 
bonus for his next sale. The pay- 
ment may total several hundred 
dollars, depending upon the size of 
the quota. 

For each of the next nine sales, 
his bonus is about 10 percent of the 
first-car bonus, then the payoff 
rises. 

If a dealer reached 55 percent 
of his quota by Aug. 10, his pay- 
offs are 50 percent higher when 
he gets into the bonus class. 

For example, a dealer who hit 55 
percent by Aug. 10 might earn $300 
for his first bonus car and $30 for 
the next nine. Had he not made 55 
percent of quota by the stipulated 
date, his first-car bonus would be 
$200 and the next nine would be $20. 

* a * 








“Not another damn sales 
contest!” 
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Pontiac Observes Anniversary— 


Pontiac is observing its 50th anniversary of automobile production since the com- 
pany was first organized on August 28, 1907, as Oakland Motor Car Co. During that 
time seven million cars have been built and nearly 6.5 million of that number were 
Pontiacs, which were introduced in 1926. In 1931 the firm's name was changed to 
Pontiac Motor division when the Oakland car was discontinued. 


Used-Car Market Sails On 
With No Autumn Setbacks 


(Continued from Page 1) 


depend on how many “factory offi- 
cial” cars they would consign to 
him. 

The “factory official” cars, he 
said, were considerably easier to 
sell than new cars and in most 
cases turned a better profit. 

“I wish the plant would send 
every one of its new cars 100 laps 
around the test track and then bill 
them to dealers as factory official 
cars,” he said, “We'd all be in better 
shape.” 

* > > 
DEALER in the Southwest, 
reporting most of his sales 
action in used cars, admitted he 
might be giving the used cars “arti- 
ficial respiration” at the cost of 
possible new-car sales. 


He explained that the amount 


Credit Agencies 
More ‘Selective’ 
In Buffalo Area 


BUFFALO.—S ome financing in- 
stitutions in the Buffalo area have 
become a little more selective in 
the type of automobile paper they 
will accept. 

Bankers explained that, with costs 
of borrowing money on the rise, 
banks have had to tighten up a bit 
on their credit risks to help reduce 
losses. But persons with fairly good 
credit standing have little trouble 
borrowing money to buy cars. 
Marginal risks are the ones most 
affected by the tighter bank policy. 


Buffalo banks and finance com- 
panies right now aren't looking for 
a hike in car-financing rates. Most 
financing rates now are lower than 
ceilings set last year by New York 
State. 

It was reported that higher car 
prices have created a problem for 
many families trying to finance a 
new-car purchase. As a result, 36- 
month repayment plans here are 
more numerous than in recent 
years, 

It was estimated by one finance- 
company official that 40 percent of 
new cars purchased here are paid 
for over a 36-month period. Some 
are even being refinanced during 
this time. Some finance deals are 
allowing downpayments of as low 
as 15 or 20 percent even though 25 
percent is required in most cases. 





Oklahoma Dealers Spurn 
‘Made-in-Texas’ Label 


DALLAS.—The Dallas Ford as- 
sembly plant has been granted a 
trademark by the Texas Secre- 
tary of State on a “Built in Texas 
by Texans” label which the plant 
places on its cars and trucks. 

The label has been well received 
everywhere but in Oklahoma. 
Dealers there have asked that the 
— be left off the vehicles they 
order. 








of sales effort needed to move one 
new car could produce several 
used-car sales, with a resultant 
greater gross profit. 

Other dealers, annoyed by factory 
sales contests, admit their interest 
in new-car sales has narrowed down 
to working off their inventory. 
They are increasing emphasis on 
used-car operations. 

An interesting symptom of new- 
car sales difficulties was noted in 
the Midwest last week. A luxury- 


|ear dealer, operating on an order 


backlog ever since World War II, 
lined up 27 new cars in front of his 
dealership and advertised a special 
sale in the local newspaper. He re- 
ported little action. 
> = * 
aaaaas auction operators 
report that clean used cars are 
still in big demand and short sup- 
ply. Most weakness was found in 
"57s. This is understandable in view 
of the rapid approach of '58s, which 
will change the status of 57s from 
current models to year-old cars. 

An Eastern dealer, happy with 
his used-car lot’s showing thus 
far this year, said he anticipated 
further used-car gains after his 
new-car department starts trad- 
ing on '58s. 

He explained that new-car buyers 
who enter the market late in the 
model run usually are bargain 
hunters who trade in older or less- 
desirable units. 

Buyers who make their move 
early in the model year, on the 
other hand, tend to trade newer 
cars with added equipment. 

Overall average wholesale auction 
prices last week levelled off at $873. 
While this was down $6 from the 
previous week, it was still above 
the year’s low, established Aug. 12. 
Biggest losses were recorded for 
the newer models. 


GM Appoints 
New Managers 


For 3 Divisions 


DETROIT.—The appointment of 
new general managers for three 
General Motors divisions has been 
announced by Harlow H. Curtice, 
president. 

Donald L. Boyes, former general 
manager of Hyatt bearings division, 
Harrison, N. J., is the new general 
manager of Delco-Remy division, 
Anderson, Ind. 


Ford to Increase 
08 Prices, Push 
Import Program 


(Continued from Page 2) 


formal admission that price hikes 
were on the way, although indica- 
tions of increases have been noted 
for months. 

Henry Ford II, company presi- 
dent, and Breech teamed up to 
answer a series of questions about 
adding still other cars to the Ford 
line. 

They said no new “special prod- 
ucts division” is in sight, no German 
Fords are available to be imported 
and no small or economy car is 
planned now. The company does 
hope to increase sales of English 
Fords and add to the number of 
dealers handling them. 


* * * 


| meen called buying an econ- 
omy car “taking a cut in our 
standard of living as far as auto- 
mobiles are concerned.” 

He said relatively few Americans 
had shown an interest in “packing 
their wives and children into a 
four-seater.” 

On the contrary, he said, the cars 
with “zip” are the ones that attract 
customers in the U. S., adding that 
Ford will always be interested in 
making the type of cars most 
Americans want to buy. 

He cited the larger Fairlane 
500, introduced in the 1957 model 
series, and said it had been a 
“very good seller.” 

Ford took a question on estimated 
sales for 1957 and said he wanted 
to revise an earlier estimate of 5.8 
million sales. He now foresees six 
million sales for the industry this 
year. 

* * = 

a discussed where Edsel 

sales would come from and ad- 
mitted that some Mercury dealers 
might fear Edsel would cut into 
their sales. He said they would be 
reassured when plans for the ’58 
Mercury are announced. 

While some might feel that Mer- 
cury would lose a proportionate 
share of the sales that go to Edsel, 
Breech said that Ford did not look 
at it that way. 

Robert S. McNamara, group 
vice-president in charge of car 
and truck divisions, was asked 
about the large stock of new cars 
in dealers’ hands. 

He said sales were lost in 1956 
due to excessive production cut- 
backs. “We don’t anticipate any 
disorder” in the cleanup period 
where Ford sales are concerned, 


he said. 
* * : 


Auto Costs Up Sharply, 
Chrysler’s Quinn Says 

DETROIT. — Although 1958- 
model prices have not been set, 
E. C. Quinn, president of Chrysler 
division, told newsmen last week 
that the cost of doing business in 
the auto industry has increased 
substantially since last year. 

He declined to predict whether 
Chrysler divi- 
sion prices 
would be in- 
creased for 
1958. 

Quinn declared 
that he expects 
the industry’s 
1958 auto sales 
“to be at least as 
good as in 1957” 
(between 5.8 and 
6 million cars) 
and said his divi- 
sion was in a position to boost pro- 
duction of Chrysler and Imperial 
cars simply by adding a second or 
third shift in the plants. 

Retail deliveries of Chrysler divi- 
sion cars are up 14.9 percent over 
the last calendar year, Quinn said, 
adding that Imperial sales are run- 





E. C. Quinn 


Boyes, who joined GM in 1932,| ning 259 percent over 1956. 


replaced H. D. Dawson, who re- 
tired after 32 years’ service. 

Warren E. Milner, who was man- 
ager of AC Spark Plug operations 
in Milwaukee, was named to suc- 
ceed Boyes at Hyatt. Milner joined 
GM in 1929 and had held his Mil- 
waukee position since 1956. 

Albert F. .Davis, former engi- 
neering and manufacturing director 
for the diesel equipment division, 
Grand Rapids, Mich., is now general 
manager of that division. 

Davis succeeds C, F. Runchey, 
who retired after 38 years’ service. 


Cc. E. Briggs, sales vice- 
president, reported that dealer 
profits this year are “way up” 
over a year ago, exceeding “any 
division of Ford or General Mo- 
tors, except perhaps Cadillac.” 
He expects no cleanup problem 
for Chrysler division dealers this 
year. 

Briggs reported that 1,750 dealers 
have separate contracts to sell the 
Imperial and that the program to 
sign dealers to separate Chrysler 
— Imperial contracts is continu- 
ng. 


< 
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It’s roaring into tomorrow with new 
plans...new energy...aill on top of 
what the Brockway name has come to 
mean...a proven truck, custom-built 
to meet individual requirements. 


BROCKWAY 
TRUCKS 


BROCKWAY MOTOR TRUCKS, CORTLAND, N 


DIVISION OF MACK TRUCKS INC 
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In Rejecting His Proposed Price Cut... 


Big Three Take Reuther to Task 


By Frank Gawronski 
Staff Writer 


. auto industry’s Big Three 
have rejected the United Auto 
Workers proposal that they cut 
prices on 1958 models by $100 a car 


as an anti-inflationary measure. 


Instead, General Motors, Chrysler 
Corp. and Ford Motor Co. coun- 
tered with stabilizing suggestions 


of their own. 


Harlow H. Curtice, 
GM president, in a 


letter to Walter P. 
Reuther, UAW pres- 


ident, suggested that 
the union extend its 


present contract with the company 
for two years beyond the expira- 
tion date of May 29, 1958, as a “real 
contribution to the economic sta- 


bility in our country.” 

L. L. Colbert, Chrysler presi- 
dent, agreed with Reuther that 
“inflation is a matter of concern 
to all thoughtful persons” but 
said the UAW proposal was not 
the way “to combat the forces of 
inflation.” 

Noting that auto workers’ wages 


have risen 70 percent since 1948 


while car prices have risen 30 per- 
cent, Henry Ford II, Ford presi- 
dent, accused the union of side- 


stepping its “primary responsibility 
for the rising cost-price spiral.” 
+ * * 
EUTHER said that he “regret- 
ted” the position of the auto 
firms. 

In a letter to President Eisen- 
hower following the Big Three’s 
rejection of his proposal, Reuther 
urged him to “expedite the prom- 
ised study of the union’s proposal 
and to obtain from his economic 
advisors their opinion as to its 
practicality and effectiveness in 
combating inflation.” 

In a letter Aug. 17 to the auto 
firms, Reuther proposed they cut 
prices $100 on 1958 models. In turn, 
he said, the union would take into 
account the companies’ financial 
position next spring in negotiations 
over the 1958 contracts. 

The only point upon which the 
auto company presidents agreed 
with Reuther was that inflation 
poses a threat to the American 
economy. 

In his letter, Curtice said a UAW 
contract extension would “have a 
most constructive effect, even be- 
yond our industry.” 

“It would allay fears of costly 
strikes,” he said. “It would encour- 
age personal savings. It would 





Renault Moves to Upgrade 
Its Dealers’ Service in U.S. 


NEW YORK. — A step toward| Renault’s French plants by Ameri- 
raising the standards of service to|can distributors and dealers for 


foreign-car owners in America has 
been announced by Renault of 
France. 

In line with increased Renault 
sales this year, a five-point pro- 
gram called “Apres-Vente Serv- 
ice” has been established to 
streamline service to Renault 
owners. Renault claims Apres- 
Vente (after-sales) in effect 
makes Renault service compara- 
ble to that of American manu- 
facturers. 

According to Robert L. Lamaison, 
general manager of Renault, Apres- 
Vente consists of: 

1. A substantial increase in the 
availability of parts, in proportion 
to the rise in sales. 

2. Rigidly enforced support of 
service guarantees to owners. 

3. A field inspection network to 
check distributor and dealer per- 
formance. 

4. A group of travelling instruc- 
tion teams to aid Renault dealers 
in serving owners. 

5. Regularly scheduled visits to 


5,000 N. Y. Cars 
Turned Down 


In Safety Check 


ALBANY. — More than 5,000 
vehicles were ordered off the road 
for failing to pass safety checks 
during the first six months of the 
state’s compulsory inspection pro- 
gram, the Motor Vehicle Bureau 
reported. 

Ninety-five of the 5,160 vehicles 
were exiled to the junkyards as un- 
repairable, and the remaining 2,509 
regained their registration plates 
after repairs were made. 

Registrations of all but 11 of the 
total number were suspended be- 
cause repairs were not made with- 
in 10 days after the cars were 
inspected. The other 11 were sus- 
pended because police reported the 
ears travelling without inspection 
stickers. 

The bureau said that, during the 
February-July period, motorists 
had filed 101 complaints against 
safety-inspection stations. Most of 
the complaints involved disputes 
over repairs. As a result of com- 
plaints, one station operator lost 
his license and several others were 
suspended for periods from 30 to 
90 days, 

Commissioner Joseph P. Kelly 
said inspection station operators 
who did not comply with laws and 
regulations governing the program 
would be put out of business 
‘promptly. 


courses on service techniques. 
The entire program will be 

handled by the newly created 
Apres- Vente Department with 
headquarters in New York and 
staffed by specialists factor y- 
trained in France. It is headed 
by Jacques Berengier, who came 
to the U. S. last April from Re- 
nault’s main headquarters in 
Billancourt, France. 

Renault cars are sold by over 300 
dealers in 46 states and the District 
of Columbia. Under Apres-Vente, 
each dealer is now required upon 
his enfranchisement to purchase 
and maintain a three-month supply 
of parts as minimum inventory. To 
further facilitate parts availability, 
a central 50,000-square-foot ware- 
house in Brooklyn permanently 
stocks a million-dollar inventory. 


At the direction of Apres-Vente, | 
a rigid enforcement of Renault’s! 
owners’ service policy has been >| 


stituted by the 15 distributors who 
buy from Renault and sell to its 
dealers. The policy offers a six- 
month warranty on parts and three 
free inspections — before delivery, 
at 600 miles and at 1,500 miles. 
These guarantees cover owners! 
who move from the area of original 
purchase and those who purchase 
their cars abroad. 

The permanent network of field 
inspectors is now comprised of 16 
senior and junior inspectors and 
will shortly be enlarged. Supervised 
by the Apres-Vente Department, 
they will check dealers on their 
maintenance of minimum stocks of | 
parts, fulfillment of service Policy | 
obligations, servicing of owners 
who purchased their cars else- 
where and the maintenance of fac- 
tory-established standards of serv- 
ice to owners beyond the six-month 
guarantee period. 

The travelling technical in- 
struction teams will help dealers 
meet these standards. Five teams 
of three instructors each, all fac- 
tory-trained, will tour the country 
simultaneously, beginning Sept. 1. 

Their purpose will be to improve 
the technical knowledge of dealers 
and their employes through a series 
of courses on the two Renault cars 
sold in America, the 4CV and the 
Dauphine. They will also conduct 
courses for distributors to enable 
the latter to instruct new dealers 
and their employes. 

The first junket of American rep- 
resentatives to Renault’s French 
factories is scheduled for October. 
Some 114 distributors ‘and dealers 
are expected to make the trip. 

Lamaison said that over 25,000 
Renault Dauphines will be sold in 
the U. S. in 1957. 


enable your members and our 


employes to plan with greater cer- 
tainty for the future. 
+ + + 


7 ESE are the elements of sta- 
bility which would help counter 
inflationary pressures. For our part, 
we would continue to do all in our 
power to resist inflationary pres- 
sures and promote stability.” 

In addition, he said, the UAW 
should announce “a sound policy 
regarding 1958 collective bargain- 
ing objectives instead of publiciz- 
ing excessive demands, which, if 
agreed to, could not fail to feed 
the fires of inflation.” 

In his reply, Curtice accused the 
UAW president of making “another 
publicity maneuver designed to di- 
vert public attention from the in- 
flationary implications of your 
announced 1958 bargaining objec- 
tives.” 

Curtice said he found it difficult 
to reconcile Reuther’s “professed 
concern over inflation” with those 
objectives which, he declared, in- 
clude the “biggest wage increase in 
the history of the union,” a shorter 
work week with increased take- 
home pay and many other fringe 
benefits. 

Colbert rejected the UAW pro- 
posal with these words: 

“In a nutshell, you are proposing 
that management abdicate its re- 


sponsibilities — and months after | 


sustaining a drastically reduced 

income, a company would go before 

the UAW or before a three-man 

panel to attempt to justify its needs 

for partial relief.” 
* . * 

OLBERT said Chrysler’s 1958 

cars “will be priced as low as 
possible, consistent with the costs 
of our labor, materials and services, 

the good health of our business, 
and with full consideration for the 
buying public.” 

Citing cost pressures in the 
auto industry, as did Curtice and 
Ford, Colbert said, “since our 
1957 cars were priced, wages in 
our plants have gone up 11 cents 
an hour, with an additional three 
cents an hour cost-of-living in- 
crease becoming effective in Sep- 
tember.” 

Colbert said it was his opinion 
that business and labor can make 
an effective contribution to halting 
inflation “by striving in every way 
possible to increase the efficiency 
of production.” 

He referred to a rash of walk- 
outs that have at intervals inter- 
rupted Chrysler's production in re- 
cent months. 

Commenting on Reuther’s prom- 
ise to modify contract demands, 
Colbert asked, “Would it not be 


just as logical for the automobile 
industry to ask the members of the 
UAW to take an immediate wage 
cut, which the companies would 
(Continued on Page 44, Col. 4) 
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Setting Speed Records— 


Dave Ash of New York is congratulated by Capt. George Eyston of England after 
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Used-Car Bulletin from Detroit... 


Latest Auction Prices 


(Copyright, 1957, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


Aug. 28 
(Sold 135 cars out of 272 consign- 
ments.) 
BUICK—’56 Century Hardtop, $1,770*. 
’55 Century Hardtop, $1,350* (ps); 2- 


dr., $1,225*; Special conv., $1,290; 
Hardtop, $1,210*; 2-dr., $1,140*; 
sedan, $940; Super 2-dr., $1,110* 





(ps). '54 Super Hardtop, $1,025*. '53 
Super coupe, $580*, RM sedan, $410°*. 

CADILLAC—’ 56 coupe de Ville, $3,100* 
(ps). °55 (62) sedan, $2,050* (ps). 
‘53 Fleetwood sedan, $1,000* (ps); 
coupe de Ville, $975* (ps). ’52 (62) 
Hardtop, $700*. 

CHEVROLET—’57 Bel Air (8) Hard- 
top, $1,910*; 2-dr., $1,720*; Two-ten 
(6) 2-dr., $1,650*. 56 Bel Air (8) 2- 
dr., $1,430°. °55 Bel Air (8) Hard- 
top, $1,300; sedan, $1,300; station 
wagon, $1,160; 2-dr., $1,050; Two-ten 
(8) sedan, $1,070; 2-dr., $920; Two- 
ten (6) 2-dr., $790; One-fifty (6) 2- 
dr., $750. '54 Bel Air 2-dr., $785*; 
conv., $765*; sedan, $725; Two-ten 
2-dr., $635. 53 Two-ten 2-dr., $365. 

CHRYSLER—’55 Windsor sedan, $1,- 
325*, $1,230° (ps). °54 club coupe, 
$800*, 

DeSOTO—’57 Firesweep Hardtop, $2,- 
410* (ps); Firedome Hardtop, $2,- 
350° (ps). '54 Firedome 2-dr., $600*. 
’53 Firedome sedan, $320*. 

DODGE—’57 Royal Lancer sedan, §$2,- 
200* (ps). '55 Royal sedan, $1,200*; 
Coronet Hardtop, $1,110*, $1,065°*. 
'54 Royal sedan, $630; Coronet Hard- 
top, $550. 

FORD— 57 Thunderbird, $3,100*; Fair- 
lane (8) conv., $1,855°. °56 Country 
sedan station wagon, $1,445, $1,400*, 


$1,380, $1,350; Fairlane (8) 2-dr., 
$1,205. ‘55 Country sedan _ station 
wagon, $1,450°; Custom (8) 2-dr., 
$1,195*; sedan, $900; 2-dr., $850; 
Fairlane (8) Victoria, $1,175*, $1,- 
110°; sedan, $1,050*, $920°, $760. 
"54 Custom (8) 2-dr., $650; Custom 
(6) 2-dr., $475°. °53 Custom (6) 2- 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions on Pages 34, 35 and 36 












dr., $300*, '52 Custom conv., $550°*. 
HUDSON—’56 Hornet sedan, $1,375* 
(ps). 
IMPERIAL—’52 sedan, $265* (ps). 
LINCOLN—’54 Capri Hardtop, $600*. 
MERCURY—’57 Monterey 2-dr., $2,- 
250*. ’56 Montclair Hardtop, $1,710* 
(ps); Monterey 2-dr., $1,660*°. °55 
Montclair 2-dr., $1,340*; Monterey 2- 
dr., $1,270* (ps), $1,260°. °54 Mon- 
terey coupe, $900*; sedan, $750. ’53 
Hardtop, $645*, $590*. 
OLDSMOBILE—’57 (88) Super Hard- 
top, $2,750* (ps); (88) 2-dr., $2,460* 
"56 Star Fire conv., $2,005* 
(ps); (88) Super Hardtop, $2,110*, 
$1,775*; 4-dr., $1,660*%; 2-dr., $1,- 
650°. °55 (88) 2-dr., $1,540°, '54 (88) 
Hardtop, $1,230*; 2-dr., $1,110*; 
sedan, $875*. °53 (88) Hardtop, 
$840*; sedan, $685; (98) Hardtop, 
$825*; sedan, $700. ’52 sedan, $250*. 


PACKARD—’54 Clipper 2-dr., $450°*. 
’52 Clipper 2-dr., $185*. 

PLYMOUTH—’57 Belvedere (8) Hard- 
top, $2,080*; Savoy (8) sedan, $1,- 
660°. °56 Custom Suburban, $1,595°*, 
$1,530*; Belvedere Hardtop, $1,510*; 
Savoy (8) 2-dr., $1,100; Plaza sedan, 
$925. °55 Suburban, $975; Savoy 2- 
dr., $830; Plaza 2-dr., $715, $575. '54 
Suburban, $775; Belvedere sedan, 
$580*, $525°, $500. ‘53 Belvedere 
Hardtop, $435, $300; Cranbrook 
sedan, 2 at $300, $260. 

PONTIAC—’ 56 Star Chief Hardtop, $1,- 
710* (ps); Chieftain Hardtop, $1,- 
550°. °55 Star Chief sedan, $1,225°*; 
Hardtop, $1,060*; 2-dr., $930*; Chief- 
















(ps). 





















tain Hardtop, $1,030*; sedan, $980; 
2-dr., $870. '54 2-dr., $625°. ’53 2- 
dr., $500. 






RAMBLER—’55 Handyman, $930°. '54 
Custom, $800*. 

STUDEBAKER—’'55 Commander sta- 
tion wagon, $975. 

MISCELLANEOUS—'56 Chevrolet \%- 
ton pickup, $1,075. "53 Ford %-ton 
pickup, $455. 












Poser for Auto Shows... 
When Is a Foreign Car? 


DETROIT.—A question which 
may be debated in several upcom- 
ing auto show conclaves arose last 
week as dealers and factory men 
met to select space for next Jan- 
uary’s 45th annual Detroit Automo- 
bile Show. 

The question: Will U. S. makers 
be allowed to show their foreign- 
built models alongside domestic 
makes, or must the imports be 
displayed in a special section of 
the exhibit hall? 

The point was brought up by 
Robert J. MacCulley, American 
Motors auto shows and exhibits 
manager, and by James W. Orr, 
Studebaker- Packard merchandis- 
ing manager. 

They asked about space designa- 
tion for the Metropolitan, built in 
England for AMC, and the German 
Mercedes-Benz models now being 
handled by S-P dealers. 

MacCulley referred to a notation 
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on a sheet giving the order of 


space selection for the Detroit show. 


The notation read: “If Ford of 
England, Mercedes, Metropolitan, 
Opel and Vauxhall are going to be 
exhibited at the auto show, it will 
be necessary to have separate 
spaces for them, since they cannot 
be displayed in the same spaces in 
which the automobiles listed above 
are displayed.” 

MacCulley and Orr called for a 
line vote on the matter and were 
defeated 13 to 7. Only Plymouth 
and Oldsmobile sided with Stude- 
baker, Packard, Rambler, N ash 
and Hudson. 

Buick and Pontiac both voted 
against the combined display even 
though these dealers will be handl- 
ing General Motors’ Opel and Vaux- 
hall models. 

The AMC and S-P representatives 
said they will continue to seek per- 
mission to display Metropolitan and 
Mercedes with their U. S. makes. 

A similar situation arose in the 
space drawing for the Chicago 
show, they said. The independents 
met the same fate there. 

MacCulley commented, “American 
Motors has been exhibiting the 
Metropolitan along with its other 
models in the Detroit show for five 
years. Why should the policy be 
changed now?” 

He and Orr also mentioned the 
difficulty of staffing two exhibits 
and argued: “These are dealer 
shows, Our dealers handle Metro- 
politan and Mercedes and they 
should be allowed to display them 
as part of their regular lines.” 

The Detroit show is scheduled for 
Jan. 18-26 in the Detroit Artillery 
Armory which offers seven acres of 
display space. Each auto maker will 
have 6,000 to 8,000 square feet, ex- 
cept S-P which requested only 4,500. 

The show is sponsored by the 
Detroit Auto Dealers Assn., and 
Harold C. Johns (Lincoln-Mercury) 
is chairman of the event. He also 
headed the committee last year. 

Other committee members are 


»| Bill Hermann (Hudson), DADA 


president; Al Long (Ford), D, A. 
McIntyre sr. (Oldsmobile), Ed 
Rinke (Chevrolet) and Ken Sarason 


completing a successful 12-hour record attempt at the wheel of the British Motor| (DeSoto-Plymouth). Boyce Tope, 


Corp.'s EX-179. Eyston, with Sydney Enever, skippered the BMC project at the Bonneville 
Salt Flats in Utah. The little speedster was powered by a four-cylinder, nonsuper- 
charged, 948 cc Morris-1000 type engine. Later in the run and on the straightway 
attempt, a similar engine with a supercharger racked up additional International and 
American records. Total for the three-day record attempts was 11 International and 
56 American records. Records include 142.08 m.p.h. for the 10-kilometer International 


run and 138.33 m.p.h. for the 10-mile run. 


DADA executive vice-president, is 
show manager. 

Last year’s show drew 128,796 
persons, and Johns told dealers he 
expected the 1958 event to top that 


figure. 
—JouHN K. TEAHEN JR. 








“YOU BET IT’S A GOOD DEAL... 


having ethylene glycol antifreeze installed at the factory!’’ 


“Our factory sure is saving us a lot of headaches by installing glycol 
antifreeze right on the assembly line. It pays off all the way around. 


“First, it’s the kind of antifreeze our customers want. They know 
glycol antifreeze permits efficient operation of a car’s cooling 
system. They want all the heat they can get from the heater. They 
want sure protection all winter long without worrying about 
sudden weather changes. 


“Now look at it from our side. Add up the time and labor, the mess 
and bother of draining and backflushing a cooling system com- 
pletely. Factory installation saves us all that . . . so our glycol anti- 


freeze profit is pure profit on every car, instead of the marginal 
profit we get when we have to install it ourselves. 


“And there’s no more danger of cars being delivered with insuf- 
ficient protection! Besides, when engineering-approved glycol 
antifreeze is factory installed, it gives us another selling point on 
quality. Customers know it must be best for their car. And it’s 
this kind of quality service that keeps customers coming back— 
for service ... for parts and accessories . . . for another new car!” 


The Dow Chemical Company formulates ethylene glycol antifreeze 
to meet the specifications of individual automobile manufacturers. 


The Dow Chemical Company, Midiand, Michigan 
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At National Convention .. . 


bury, Ont., and W. B. Ledingham, 
Regina. 

Directors elected were A. E. Sted- 
elbauer, Windsor, Ont.; J. M. Caul- 
field, Truro, N. 8.; W. R. Jenkins, 
Charlottetown, P. E. L; T. W. Mar- 
shall, St. John’s, Nfld.; Harry)! 
Gladwell, Victoria, B. C.; P. B. Kim- | 
ball, Three Rivers, Que.; R. M. | 
Everson, Montreal; J. B. Forbes, | 
Kitchener, Ont.; G. C. Robertson, | 
Toronto, and R. P. Roblin, Winni- | 
peg. 

Clark, as retiring president, re- | 
ported on travelling 32,490 miles) 
for FADA in his presidential year. 
He recommended that FADA| 
should give more active assistance 
to local and provincia! dealer 
groups, more help to its national) 
president and develop better public 


relations. 
| 


He suggested a national cru- | — 
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sade to take the word “reposses- 
sion” out of sales agreements and 
substitute the word “default.” He 
urged that manufacturers do 
away with selling directly to fleet 
owners and governments, and 
eliminate subsidies which some- 





25 Western Ford Deals 
Linked by Teletype 

SEATTLE.—A cooperative tele- 
type network linking 25 Ford 
dealerships in Oregon and Wash- 
ington and Ford division’s Seattle 
zone office has gone into service. 

The system will be used to 
speed up the trading or buying of 
cars, trucks, parts and acces- 
sories and the sending of sales 
reports and other types of infor- 
mation. 





times give large buyers a price 
lower than dealers pay. 





Ex-Dealer Is 98 


The panel on auto financing was Opened with Maxwell in "08; 


Revised Tax Collection ris» 0: tit si 
Urged by Canadians 


(Continued from Page 3) 


it is not profitable to sell volume 
for volume’s sake, that interest 
rates set at 6 percent by the Gov- 
ernment threaten the industry, that 
45 percent of all new-car sales in 
Canada and some 435,000 used cars 
last year were sold through finance 
plans and that high interest rates 
and long terms put customers out 
of the market for at least 18 
months. 

Dealers noted that downpay- 
ments must be sizeable or a dealer 
loses on the transaction if car has 
to be taken back, and that the cur- 

jrent rate of repossessions is not 
good. 

Dealers were told that average 
profits in first half of 1957 had 
dropped to 2.45 percent or $141 per 
new unit from last year’s 3.02 per- 
cent or $168. 

Reports from various parts of 
Canada showed that not enough 
apprentices or salesmen were avail- 
able. Various methods of training 
used were reported on the panel on 
developing more and better me- 
chanics and salesmen, under chair- 


« « « a vital message to 


UTOMOBILE MANUFACTURE 


explaining how Willmark Research 
can help you sell more cars 


EVERY 


PROSPECT A CUSTOMER 
Better salesmen sell more cars, and Willmark helps develop better 


Quit Cars in °18 

FARMER CITY, Ill—George W. 
Helmick, who opened a Maxwell 
dealership here in 1908, celebrated 
his 98th birthday last Tuesday 
(Aug. 27). 

Helmick purchased a Ford dealer- 
ship here in 1913, but sold out in 
1918 to go into the insurance busi- 
ness. He retired in 1930. 

Helmick enjoys working on his 
lawn, watching television and his 
daily Bible reading and checker 
playing. 


marship of Clarke Simpkins, Van- 
couver. 

Most promising report came 
from Alberta, where some 930 ap- 
prentices are now being trained 
in a four-year course and about 
1,600 have graduated in past 12 
years under a Government train- 
ing plan. 

Various dealers reported that 
best results. with salesmen were 
found in training salesmen who had 
never sold cars before. Good work- 
ing conditions, a definite salary and 
bonus system had been found best 
by some dealers. Older dealers 
stated that younger dealers and 


salesmen. In today’s competitive market, your product needs the most 


powerful sales treatment, designed to sell every prospect who walks 


into one of your showrooms. No prospect should be allowed to walk out 
without deciding to buy your car. 


POINT-OF-SALE TESTING PROMOTES BETTER SELLING 
Willmark’s skilfully trained point-of-sale testing analysts provide you 
with the basic information essential to building more sales. Such 
factors as how the salesman greeted his customer, how he made his 


presentation, did he offer a demonstration ride, his effectiveness in 


“closing the deal” are pointed up for strengths and weaknesses to better 
help you teach superior selling techniques. 


MAKE A SALES FORCE A SELLING FORCE 


Willmark’s methods of showroom sales testing provide more than 
a temporary “‘shot-in-the-arm.” Salesmen, made to realize that 
certain techniques result in greater sales, tend to continue using these 
techniques, and so maintain their volume at a higher level. 


FORTY 


YEARS OF “KNOW-HOW” 


For forty years Willmark has helped American business maintain a high 
level of salesmanship. In the past year alone, thousands of automobile 
showrooms were tested. This is the kind of proven experience Willmark 
places at your disposal at all times—during preliminary discussions, 
construction of forms, actual testing, editing and the final over-all summary. 


Find out how Willmark Research Corporation can help you 
increase dealer sales. Write for your free copy of our booklet: HOW 
TO INCREASE SALES AT POINT OF PURCHASE. 








ilimark research corporation 


250 West 57th Street © Dept. AN-7 ¢ New York 19, N. Y. 





salesmen have to rebuild the retaii 
car business, which has, as some 
put it, become a “competitive give- 
away business.” 

A detailed study of selling costs 
was made with a 10-page “expense 
analysis kit” available for each 
delegate. Chairman E. B. Seitz, To- 
ronto, urged dealers to use this kit 
to determine their own selling ex- 
pense. 

The panel also dealt with com- 
pensation for salesmen, which 
ranged from straight commissions 
to combinations of salary and bo- 
nus or incentive plan. It was sug- 
gested that if dealers analyzed 
their profit for first half of this 
year and amounts paid to salesmen, 
they would find it would have been 
profitable to pay a good salary to 
salesmen, and thus eliminate the 
problems of turnover. 

Patrick J. Crowley, administra- 
tive assistant to General Motors’ 
dealer relations executive vice- 
president suggested imaginative 
and resourceful action by dealers 
to strengthen business. He men- 
tioned the possibility of auto sales- 
ladies. 

He declared that the franchise 
system has the strength and flexi- 
bility to meet changing trends 
which a “merchandising revolu- 
tion” has brought. to the retail 
business world, but warned: “We 
had better get at the task of find- 
ing out what the customer really 
wants—and expects—when he sets 
out to buy a car.” 


The report of the FADA business 
management committee showed 
that many sales have been lost this 
year because the car selected by 
customer was not immediately 
available. 

The convention went on record 
urging manufacturers to estab- 
lish regional pools of different 
models to speed deliveries with 
an interest-free period of not less 
than 60 days. 

The business management com- 
mittee also reported that prelim- 
inary figures for first six months 

of this year showed a decline in 
dealer profits, lower new-car sales, 
new-car volume down 6.6 percent, 
with used-car volume and sales of 
accessories, parts and services up. 


The freight rates committee re-. 


ported another 4 percent freight 
rate increase coming in September 
for a total of 15 percent in past 
year, for provinces outside Quebec 
and Ontario. 

FADA has 2,900 members out of 
about 5,000 Canadian automobile 
dealers, with FADA members doing 
about 80 percent of new-car busi- 
ness in Canada. The sales of the 
automobile industry in Canada 
were reported to convention at $2.5 
billion in past year, with employ- 
ment of 65,000 people and invest- 
ment of $350 million. 


Albuquerque Pair 
Drops $2,500 Suit 
Against Dealer 


ALBUQUERQUE, N. M.—A $2,500 
damage suit involving Albuquerque 
Auto Sales, Inc., has been dismissed 
on motion of the plaintiffs. 

Lamar C. and Louise Noble had 
charged misrepresentation of a car 
they purchased from the company. 
Named in the suit were Ralph Pool, 
company president; Vernon Moore, 
an employe, and Southwestern In- 
vestment Co. 

The Nobles claimed that the car 
they bought cost more than they 
understood the price would be when 
they obtained figures from Moore. 

In their motion for dismissal, 
the Nobles said they had no desire 
to damage. the business reputation 
of Pool and Moore. They retracted 
their accusation of fradulent mis- 
representation and added that the 
misunderstanding arose because of 
a mutual mistake of facts. 





In Nashville, Fords Get 
‘Cheaper by the Minute’ 


NASHVILLE—Cars got 
by the minute during a 
promotion staged by Oak Motors. 
A Ford Fairlane 500 two-door 
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Planning for tomorrow - Producing for today! 


Since the earliest days of the industry, Bendix foresight 
in product design and development has contributed 
materially to automotive progress. 


For example, Bendix* power braking and power steer- 
ing, two of the industry's most popular new car features, 
are the results of years of research and engineering by 
Bendix specialists in these important fields. 


Today Bendix engineers are likewise busy planning 


TYPICAL 


EXAMPLES 


and developing new and better products to meet the 
needs of the years ahead. 


It is because of this foresight the automotive industry 
looks to Bendix for components that continue to lead 
in public acceptance and dependable performance. 


*REG. U.S. PAT. OFF. 


BENDIX civrsion SOUTH BEND worana 


Export Sales: Bendix international Division, 205 East 42nd Street, New York 17, N.Y. 
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Bendix Power Steering 
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AUTOMOTIVE WASHINGTON 


State Action Cuts Need 
For Insurance Inquiry 


By William Ullman 


Washington Correspondent 

eo eight months of running in circles, it looked as 
if lawmakers finally were going to go someplace in a 

straight line last week. They were going home. With the 

deadlock over civil rights broken at last, congressmen and 

senators fell over one another rushing to airline and rail- 


road ticket offices for reserva-¢ subecmmaittes salmiean Sia Gea 
tions. A number of them left | hearing was presided over by Sen- 
town right way, leaving it to|ator John A. Carroll, Colorado 
their colleagues to handle the vot-| Democrat, who isn’t even a member 
ing on such insignificant details as/| of the antitrust group. 

the nation’s foreign-aid program; The last witness was Dr. Otis 
and atomic-energy appropriation. | Brubaker, research director for 

Even the few House and Senate! the United Steelworkers. Needless 
leaders willing to stay in the capital| to say, Brubaker didn’t agree 
a little longer to guard against) with U. S. Steel Chairman Roger 
foreign-aid cuts feared they| Blough’s contention that the $6- 
wouldn’t be able to get a quorum! g-ton steel ‘price hike was linked 
after Labor Day. The dam had) to a recent wage increase. 
eo with 1,001 other Congres- | Carroll frankly admitted that he 
sional plans, the 
promised continu- | 
ation of the Mon- | 
roney probe into} 
auto insurance | 
overcharges failed 
to materialize. 
Several reasons| 
for the vanishing | 
act are circulating 
around Capitol) 
Hill, and readers | 
can take their} 

William Uliman choice. 

One is that Maine’s Senator Fred- 
derick Payne, sole Republican on | 
the auto marketing subcommittee, | 
has not been permitted by physi- | 
cians to attend any hearings since 
his heart attack last spring. An- 
other is that the public failed to 
respond to earlier hearings with | 
much enthusiasm. The probe was a 
dud. 

A third reason — offered by 
David Busby, subcommittee coun- 
sel—is that state insurance com- 
missioners were alerted to the 
overcharge problem by the hear- 
ings and have taken action on 
their own. “In North Carolina and 
Pennsylvania,” Busby said, “the 
whole business of making refunds 
to overcharged policyholders has 

been started again.” 

The counsel said the auto probe 
group has no plans for launching 
an auto credit investigation during 
the fall and hasn't decided whether 
it will get into the subject publicly 
next year. But he insisted that he 
will continue behind-the-scenes 
credit inquiries for the rest of the 
year. 

Incidentally, one of the people 
alerted to the overcharge problem 
was a subcommittee assistant, 
Kathryn Rogers. Since she dis- 
covered that she held a policy 
issued by one of the suspect in- 
surance companies, she has been 
waging a one-woman war to get 
any refunds due her. Last month, 
after much correspondence, she 
won her battle. The company sent | 
her a refund check for $46.50. 

> * 


* 


A Breather for Martin 


HE Senate Finance Committee’s 
ambitious investigation of Fed- | 
eral monetary policy has been| 
halted until some time this fall, per- 
mitting the third witness, Federal 
Reserve Chairman William McC. | 
Martin jr., to get back to work. 

But Senator Harry Byrd, Vir- 
ginia Democrat, and his collea- 
gues aren’t through with Martin 
yet. When they return to Wash- 
ington, rested and full of new 
questions, the FRB chief will be 
the first witness. 

Reports are that neither Republi- 
can nor Democratic members of the 
committee claim that any sweeping 
reforms will follow their probe. 

But they do insist they are better 
educated. This is a moot question, 
since all say that nothing they have 
heard has changed their basic at- 


titudes toward economic policy. 
+. * ” 


Price Probe Fizzles Out 


ik Br AvvER hearings on so-called 
“administered prices,” particu- 
larly in the steel industry, closed 
with a typical Senate anticlimax. 
Not only was Chairman Estes Ke- 
fauver, Tennessee Democrat, ab- 
sent, but so were all the other 














| Senate investigators 4 





So easy to pour, 
drop! Ends acid 
side of the new Du Pont “Cubitainer”’ 
put the electrolyte just where you wa’ 
the acid container itself. And the spout is drip-proof. 
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was confused and had no '«€ 
was correct—Blough or ©r' 
He said he wished steei - 
ment and union of s would 
meet at a conference ‘°' 


| question for the record. Brubaker 
said he’d be heppy to ze. But 
nobody could vote on the proposal, 
since no subcommitt mbers 
were in the room. 

‘major” in- 


So ended another 
vestigation. It isn’t hard to see why 
one Hill reporter has suggested 


that Chicago surrender its title of 


“Windy City” to Washington 
> > * 


‘Dram@ in the Senate 
PEAKING of wind, it often is 
educational to pore over an 
issue of the Congressional Record. 
People who limit their political 
reading to the daily papers some- 
times get the idea that the House 
and Senate floors are arenas filled 
with continuous, dramatic action. 
They don’t realize that reporters 


frequently must be awakened by 
friends in the press gallery when) 


something happens. 
For example, as papers reported 
“both Houses racing toward ad- 


journment,” the following ex- | Motors Corp. rejected the appeal of | 
; ‘Mr. Walter Reuther, president of | 


change took place between Demo- 


a who} 


7 
cratic Senators Joseph C, O’Ma- 


| 








————say, 


the United Automobile Workers, for 


honey, of Wyoming, and Patrick |a $100 cut in the Price of 1958 


‘icNamara, of Michigan. McNa- | model automobiles.” 


mara was criticizing the FBI in- 
vestigators who checked him once. 
‘“McNAMARA: They went up and 
down the street on which I was 
living at the time and asked the 
neighbors whether I was a good 
citizen, and whether I beat my wife 
land such things as that. I got the 
appointment. 
“C/MAHONEY: Does the Senator 
really mean that? Is not the Sen- 
lator exaggerating just a little? 
“McNAMARA: No, I am not ex- 
aggerating. 
| “O’MAHONEY: Where did he get 
| that information? 
| “McNAMARA: From the neigh- 
bors. 
| “O’MAHONEY: They asked the 
|Senator’s neighbors whether the 
| Senator beat his wife? 
| “McNAMARA: We are getting 


i 
| away from the point.” 
> : = 


Reuther Plea Defended 
PEAKING on the Senate floor, 
| Senator Hubert Humphrey, 


| Minnesota Democrat, said he re- 
|gretted “that the great General 


Humphrey said the price of the 
American car is “high,” any “may 
well be too high.” Giant auto 
makers, he continued, would be 
“wise and prudent” to make some 
effort to stop the inflationary 
spiral. 

Concluded Humphrey: “I believe 
Mr. Reuther’s suggestion merited 
more than the casual treatment 
which it received. I am hopeful that 
it will be reconsidered.” 

* * * 


All May Share Tax Relief 


vs rumors are that Con. 

gress will try to give every- 
body a few crumbs when it meets 
next year. Both individual and 
corporate income taxes, as well as 
some retail excises, seem due for 
serious consideration. Some leaderg 
are talking of making tax cuts 
effective next July 1. 

> > 


Oil on Troubled Waters 
7 Eisenhower administration 
is not “against big business” 
said Antitrust Chief Victor R, 
Hansen in a recent address to 
(Continued on Page 39, Col. 2) 


NEW, SAFE, EASY-TO-USE 
VATA Nea ag. \C): 


damage! Big easy-to-grip 


control pouring, let you 
nt it. Hands never touch 


you can even fill a thimble without spilling a 


hand-holds on each 
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plained that an independent con- 
tractor is an employe who exercises 
an independent employment, and 
who contracts to do certain work 
according to his own judgment and 
method, without being subject to 
control of his employer, except as 
the result of his work. 

This court also explained that an 
employe is an independent con- 
tractor if he is paid on the contract 
basis, if he is not required by the 
employer to report for work at any 
certain time, if he can quit work 
when he wants to and if he fur- 
nishes his own tools to perform the 


> + * 
Inexperienced Drivers 


— higher courts have 
held that an automobile dealer 
is not liable for the injuries caused 
by a prospective purchaser when 


— 
for. 
1958 
ne Lawsuits Affecting Dealers... 
: Court Decisi 
° 
be ourt €cisions 
me 
75 By Leo T. Parker 
| Attorney at Law 
“te HE law is established that an 
nal employer who employs an in- 
re dependent contractor is not. re- 
quired to pay on such employe 
either unemployment insurance or 
premiums under the State Work- 
men’s Compensation Act. 
on- Also, the employer of an inde- 
ry- , pendent contractor is not liable in 
ets damages for injuries to persons and 
and private property 
as caused by negli- 
or ° gence of the em- 
erg ploye, and the 
‘uts employer need not worm. 
pay social secur- 
ity and like taxes 
on an independent 
ion contractor, 
” For illustration, 
*% in Cooper v. 
to Colonial Co., 51 S. 





E. (2d) 889, the 


L. T. Parker higher court ex- 


trying out an automobile unless the 
driver was inexperienced: or in- 
competent, or the driver’s negli- 


gence caused the injury and he 


was acting under control of the 


automobile dealer at the time the 


accident occurred. 


For illustration in Krausnick v. 
Haegg Company, 20 N. W. (2d) 
432, the higher court held that all 
automobile dealers are liable in 
damages for injuries caused by 
persons allowed to drive a vehicle 
who are known to be inexperi- 
enced or incompetent. 


Also, if the testimony proves that 
the dealer violates a city or state 
law, as permitting the prospective 
buyer to use unlawful license 
plates, or perform other unlawful 
acts, the dealer may suffer liability. 

On the other hand, no driver of 
an automobile is liable for death 
of a negligent person. 

For example, in Bechtold v. East 
Motor, 31 So. (2d) 894, the testi- 
mony showed that the driver of an 
automobile killed a boy who rode 
his bicycle toward and into the 
automobile. 

The higher court held the driver 
not liable, and said: 

“We are sure the driver could 
not have done anything, after see- 
ing the perilous situation of the 
boy, to prevent the accident.” 

Another important point of law 





"Baby Billboards'— 

Newest promotional devices being used 
by Rhode Island automobile dealers are 
advertising thermometers which are placed 
outside of buildings in heavy traffic areas 
in small communities throughout the state. 
Here one of the “baby billboards,” lo- 
cated on a building in Warwick, R. l., 


carries a sales message from Bunting 
Oldsmobile, Inc., Cranston, R. |. 


is that if an automobile dealer’s 
employe is negligent and causes 
an injury, the injured person may 
recover damages from either or 





NOW—FOR ALL DRY-CHARGED BATTERIES 


Du Pont Electrolyte 


in the new 


“Cubitainer’ 


DU PONT’S EXCLUSIVE BATTERY-ACID PACKAGE 





@ One convenient size—4.2 quarts 

@ Easy to pour—drip-proof spout 
@ New protection against leakage 

@ Easy to stack and store 


Here’s the most sensible way you’ve ever seen to handle battery 
electrolyte. The new Du Pont “Cubitainer”’ holds 4.2 quarts in a 
614” square container with built-in hand holds and a pouring lip. 
It’s safe and easy to pour, safe and easy to store . . . gives greatest 
protection against leakage. Du Pont Electrolyte exceeds govern- 
ment specifications for quality and purity, assuring maximunr bat- 
tery service. Ask your jobber for Du Pont Electrolyte in the new 
*‘Cubitainer” for all dry-charged batteries. 


REG. U. 5. PAT. OFF. 
BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 








More convenient—no messy bulk storage, 
no little packages. New Du Pont “‘Cubi- 
tainer’’ holds 4.2 quarts. Cube shape stacks 
easily in storage. To use, just push the 
hand holes on each side, then. . . 





Snip —and it’s open. The heat-sealed 
liner of acid-resistant Du Pont ‘‘Alathon”’ 
polyethylene plastic with a hard fiberboard 
shell has a built-in spout for safe, drip- 
proof pouring. 
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both the dealer and the employe. 

For example, in Prior Co. v. Gee, 
46 S. E. (2d) 763, the testimony 
showed that a dealer’s employe 
negligently ran into another auto- 
mobile seriously injuring the oc- 
cupants who sued both the employe 
and the dealer for damages. 
The higher court held both the 
dealer and the employe liable in 
heavy damages to the injured per- 
sons. 





* * B 


Negligence Damages Car 

ONSIDERABLE discussion hag 

arisen from time to time over 
the legal question: Is an automobile 
dealer fully liable in damages to 
an owner whose automobile, 
brought in for repairs or storage, 
was damaged through negligence 
of the dealer’s employe? Can the 
automobile owner recover rentals 
he paid for another automobile 
while his car was being repaired? 

For example, , v. 
Dunlap, 197 Pac. (2d) 958, it was 
shown that an automobile was 
negligently permitted by a dealer’s 
employe to fall into an open ele- 
vator shaft, The car had been 
taken to the dealer by its owner 
for repairs. 

The automobile owner hired an- 
other car while his automobile was 
being repaired. Then he sued the 
automobile dealer whose employe 
had wrecked the car. The higher 
court awarded damages equal to 
$766.61 for repairs, plus $126 for 
rental of another automobile. 

This court said: “The uncontra- 
dicted testimony showed that 
plaintiff (automobile owner) lost 
the use of his car for 21 days, and 
a resultant expense, necessarily in- 
curred, in renting another car for 
use in his business during such 
period...” 


Retailers Told Prize Plans 


Can Constitute a Lottery 


LANSING. — Michigan retailers 
have been advised that promotions 
involving prizes may be lotteries 
and therefore illegal. 

Lansing police and the county 
prosecutor recalled a 1937 ruling by 
the State Supreme Court, which 
held in effect, that any giving away 
of prizes which may attract people 
to a place of business is a lottery. 


Trucks Permitted 
Special Bodies 


For Chicago Show 


CHICAGO.—Special bodies will be 
permitted on trucks this year at the 
Chicago Automobile Show, it was 
decided last week at the drawing 
for truck space. 

The show will be held Jan. 4-12 at 
the International Amphitheater. 
Trucks will be displayed in 70,000 
square feet of space in new Dono- 
van Hall, which adjoins Exposition 
Hall, where passenger cars will be 
shown. 

Representatives of nine truck 
makers last week chose their space 
in the following order: Ford, Chev- 
rolet, International, GMC, Dodge, 
Mack, Willys, Studebaker and Hen- 
drickson. Ford selected the most 
space, 11,152 square feet, and Hen- 
drickson the least, 1,690 square feet. 

Negotiations reportedly are in 
progress to have the Chicago show 
televised nationally. 


Edsel Dealers 
Elect on Coast 


SAN FRANCISCO. — Tony Cor- 
tese, Cortese Edsel, Richmond, is 
the first president of the Northern 
California Edsel Dealers Advertis- 

aimee ing Assn. 
az Other officers 
elected at an or- 
ganization meet- 
ing here are G. K. 
Hardt, Santa 
Rosa, executive 
vice-president; L. 
H. Johnson, of 
Anthony Edsel 

Fran 






ie 


a 


Md mer, Sacramento, 


Tony Cortese and R. E. Mc- 
Auley, Merced, vice-presidents; 
Jack Harvey, Oakland, secretary, 
and T. B. Bonasera, San Jose, 
treasurer. 

Thirty-three dealers from the 
area north of Fresno in California 
and from western Nevada attended 
the meeting. 
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Winners in Plymouth Sales Contest— 


Winning salesmen in a $35,000 sales contest, sponsored by the Plymouth Dealers 
Assn. of Southern Calif., are shown the mink stole they won by E. P. Letscher, center, 
Chrysler Corp. western marketing director. From left are, Glenn Hedges, Savoy 
division winner; Dick Roberts, Belvedere division winner; Letscher; Frank Lanza, 
Suburban division winner, and Les Reeser, Fury division winner. Each salesman won 
@ stole and portable television set. 


How Great Lakes Steel 
coats ingot molds 


for quality 


At Great Lakes Steel, ingot molds get a high-temperature. 
resinous coating by means of America’s fastest spinner 
applicator (see picture above). Rotating at 1,700-2,000 
rpm, the applicator applies a more even coating to the 
molds. In just ten minutes, 28 molds are lined with a highly 
protective shield for the ingot surface. Repeated before eac 

use, this added step in production helps eliminate defects 
by repelling splashes of molten metal from the mold walls. 
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LOUISVILLE. —Dir« of th 
Kentucky Independe: noon 


Dealers Assn. have deci LO Sup- 


ort a drive for a tighter vehicle 


title law. 

They acted after hearing James 
E. Bassett, deputy safety commis- 
sioner, refer to the state as the 
“dumping ground for stoien cars 
in the Midwest.” 

He said the existing law makes 
the state “fair game for commer- 
cial automobile thieves.’ 

J. V. Beaver, FBI agent here, 
said his office recovers more stolen 
cars, which have been transported 
across state lines, than any other 
FBI office. 

The directors named a committee 
to work with the department of 


public safety and other interested | 
groups in asking the next session | 
of the Legislature for an improved | 


title law. 
¢* * * 


Stanbrough Appointed 


ST. PETERSBURG.—H. L, Stan- 
brough has been named manager 
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A giant 250-ton teeming ladle (shown above) fills 
a train of ingot molds at Great Lakes Steel. 
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Used-Car Notes 


of the used-car department of 
Ruebel & Smith Motor Co. (Dodge). 
ed * * 


Thompkins Opens 


| NORTH AUGUSTA, S. C.—For- 
mal opening of Fay’s Used Car lot 


Ford Deal in Manchester 
Corrals Police Business 


MANCHESTER, N. H.—AI- 
| Warren Ford, Inc., of this city, 
has submitted the lowest of three 
bids to furnish eight new cruisers 
for the Manchester police depart- 
ment, The other bidders were 
Dobles Chevrolet, Inc., and Queen 
City Motors, Inc. 

Al-Warren Ford put in a bid of 
$16,000 for eight custom two-door 
sedans and offered a trade-in 
allowance of $9,280 for eight 1956 
Chevrolet sedans now in use as 
police cruisers, This made the net 
cost for the eight new vehicles 
$6,720. 





Cooling the empty molds with a water spray 
(below) gives more uniform cooling rate, assures 
return of molds at proper temperature. 





This is only one of the hundreds of methods and operations 
used by Great Lakes right from the start of steel making to 
maintain the high and uniform quality of its products. This 
uniform quality can mean real savings to you. 


It’s easy to get the full story of Great Lakes quality—and 
dependability, too. Simply pick up your phone and call our 


nearest representative. 


GREAT LAKES STEEL CORPORATION 


Detroit 29, Michigan «+ 





DEVEL Gases 


District Sales Offices: Boston: 


Division of 


ee 


T ; Chicago, Cincinnati, Cleveland, Grand 
Rapids, Houston, Indianapolis, Lansi 


nsing, Angeles, New York 


City, Philadelphia, Pittsburgh, Rochester, St. Louis, San Francisco, 
Toledo, Toronto. 











was held at 600 Buena Vista 


ive, 
Fay S. Thompkins, who has jeen 
associated with the automobile 


business in Augusta, Ga., for more 
than 13 years, is owner of the busi- 


ness. 
* * * 


Miami Dealer Closes Lot 


To Play a Bit of Tennis 


MIAMI.—There will be no bus- 
iness done at the Bob Stobbs 
used-car lot until Sept, 15. A sign 
on the office reads: “Gone to 
play pro-tennis— Will be back 
Sept. 15.” 


Stobbs has been a tennis pro 
for several years and at present 
is at the plush Manursing Island 
Club, Rye, N. Y. 


* * * 


Huskamp Opens Lot 


MIAMI. —Huskamp’s Fine Used 
Cars has opened at 3299 S. w. 
Eighth St. here. 


* * * 


Glisson Opens in Fla. 


ARLINGTON, Fla.—Glisson Mo- 
tor Co. has held its grand opening, 
R. L. Glisson is the owner and H. 
L. Housend is sales manager. 


+ * * 


Dealer Adds New UC Lot 


EL PASO, Tex. — El Paso Ford, 
615 Texas, has opened an additional 
used-car lot at Cotton and Myrtle. 


* * * 


Auto Mart Opens 
ALEXANDRIA, Minn.— Wall y 


|Bloom and Jerry Van Kempen 
| celebrated the grand opening of 


their new Auto Mart on Highway 


29 here. 


| Fred Ward Denied 


Second Request 


For Freedom 


DENVER.—Fred Ward, former 
Hudson distributor here, lost his 
second bid for freedom from the 
Leavenworth (Kans.) Federal 
prison. 

U. S. District Judge Lee Knous 
rejected Ward’s claims that the 
jurist, using “unclear and ambigu- 
ous language in the sentencing,” 
gave Ward only a four-year prison 
term. 


Knous said the court records 
clearly show Ward was given a 12- 
year prison sentence—four years on 
three separate charges of mail 
fraud. Last October, Knous refused 
to grant Ward a reduction of his 
prison term. Ward asked for the 
reduction on grounds he had shown 
“definite indications of rehabilita- 
tion.” 

If Knous had agreed to Ward's 
contention of a four-year senten« 
he would have been freed next 
December. In any case, he will be- 
come eligible for parole in that 
month. 

Ward was released from the 
State Penintentiary in Canon City 
last September after he served 


|more than three years for fraud, 


conspiracy and confidence game, 
stemming from the collapse of his 
automobile empire in 1951. 


Release from his seven-to-15-year 


| state sentence was granted on con- 


dition he serve out the Federal 
sentence. 


Gould Batteries 


Promotes Farsje 


ST. PAUL.—Appointment of N. 
R. Farsje as vice-president in 
charge of automotive sales of 
Gould-National Batteries, Inc., and 
R. W. Stoll as 
sales manager- 
national accounts 
was announced 
by H. G. Barnes, 
sales vice - presi- 
dent. 

Farsje, for the 
last eight years, 
has been man- 
ager of national- 
account sales. 
Stoll has been —_ 
Eastern manager N. R. Farsje 
of national-account sales. Both will 
continue to headquarter in the 
home office. 

Other appointments announced 
are S. F. Capistrant and S. E. Op- 
stad, each to a position of account 
manager, national-account sales. 
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News to Note... 


Auto World in Brief 


CHICAGO. — Borg-Warner Corp. 
has added control rod drive mech- 
anisms to the growing list of prod- 
ucts which it manufactures for the 
rapidly developing atomic energy 
industry. 

The first mechanisms, used in 
nuclear powered electric generating 
plants, were shipped to the West- 
inghouse Electric Corp. which will 
install them in an atomic-powered 
electric generating station. 

+ a * 


Eastman Marks 25 Years 


Of Making Tenite Plastic 


NEW YORK.—The first quarter 
century of Tenite plastic produc- 
tion is being celebrated this year 
by Eastman Chemical Products, 
Inc., subsidiary of Eastman Kodak 
Co 


After Eastman research, Tenite 
cellulose acetate was introduced in 
1932. It was the first of the plastics 
that could be easily colored and 
molded and marketed inexpen- 
sively. 

* + + 
Half-Ton Synthetic Tire 
Built by Firestone for Army 

AKRON.—Firestone Tire & 
Rubber Co, has anneunced it will 
manufacture giant synthetic rub- 
ber tires for testing by U. S. 
Army Ordnance. 

The huge experimental tires 
will be 100 percent Coral rubber, 
a synthetic rubber developed by 
Firestone research, They will be 
the largest all-synthetic rubber 
tires the company has ever built 
—size 24.00x25, more than six 
feet tall and weighing half a ton. 


Suggestions Pay Off 
FLINT—AC Spark Plug divi- 
sion employes have received 
more than $1 million for the 


gestion program in 1948. 
> 7 


Leasing Firm Opens 
MEMPHIS, Tenn.—Henry Wetter 
jr. has opened American Leasing, 
Inc., at 107 South Court. 
> 


Yale & Towne Builds 
PHILADELPHIA.—Yale & 
Towne Mfg. Co. has started con- 
struction on a $4 million manu- 
facturing plant and parts depot 
at Forrest City, Ark. 


3 Million Illinois Cars 
SPRINGFIELD, Ill—The Secre- 
tary of State's office reported that 
the sale of automobile license plates 
has topped three million this year 
for the first time in Illinois history. 


Courtesy, Fergus Sell 


Fords to Evanston, Ill. 

EVANSTON, Ill—The Evanston 
City Council has authorized the 
purchase of 20 municipal vehicles 
at a total cost of $19,541.65, in- 
cluding tradeins. 

Courtesy Motors, Inc. (Ford), had 
the low bids and will supply all of 
the vehicles except a four-door 
station wagon for the playground 
and recreation department. Fergus- 
Ford, Inc., was the low bidder on 
the playground wagon. Fergus is 
located in Skokie, Ill., and Courtesy 
Motors is in Chicago. 

* * 


Suor-Keller Deal Starts 
$150,000 Expansion 

BUFFALO.—Paul J. Suor, presi- 
dent of the newly formed Suor- 
Keller Chevrolet Agency, announces 
his firm has started a $150,000 
expansion program. 

A new showroom and service 
department are being constructed 
to replace the present facilities. 
When completed, the total invest- 
ment will amount to about $250,000. 

~ * o 


Vehicle Revenues Top 


$6 Million in Vermont 
MONTPELIER, Vt.— Vermont’s 
revenues from motor vehicle regi- 
strations and license fees have ex- 
ceeded the $6 million mark for the 
first time in the state’s history. 
During the period starting July 1, 
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1956, and ending on June 30, 1957, 
the department collected a total of 
$6,080,308.34, an increase of $198,- 
653.78 over the previous year, it was 
reported. 

Pleasure car registrations hit a 
record total of 128,720, accounting 
for more than half of the fiscal 
year’s revenue, or $3,306,410.24. 
Truck registrations raised $1,906,- 
782.95 and farm trucks brought in 
another $147,086. The issuance of 
160,450 operator’s licenses netted 
$415,817. 


* oa +. 

Minnesota Mining Opens 
New Cleveland Office 

CLEVELAND.—A new branch 
office and warehouse has been 
opened here by Minnesota Mining 
& Mfg. Co. R. L. Rustad is branch 
manager. 

The building, located at 12200 


Brookpark Rd., has 70,000 square 
feet of floor space, about double 
space in 3M’s previous facilities at 
12430 Elmwood Ave. 

* * * 


La. Ford Dealers Cive 


Legion 2 New Cars 


MONROE, La.—The Ford 
dealers of Louisiana have pre- 
sented two new Ford cars to the 
American Legion, Department of 
Louisiana, and its women’s 
auxiliary. 

John H. Scogin jr., Monroe Ford 
dealer, represented the dealers 
throughout the state in making 
the presentation. 

* * aa 


Blast Damages 3 Cars 
WILLIAMSTOWN, Ky.—Three 
cars, a quantity of auto parts and 
some company records were dam- 
aged in an explosion at Johnson 
Buick Co, here. 


Graham Sells to Police 


DOWNEY, Calif. — Ralph 
Graham, of Downey Ford, has pre- 
sented keys to eight new Fords to 
James L. Stamps, mayor of Dow- 
ney, for use by the city’s police. 
Bill Kellas, general manager of the 








“That's what I like about this 
work—there’s teamwork here.” 





dealership, 
the cars. 


assisted in delivering 


= 7 . 
Herculite Fabrics Forms 


Automotive Marine Division 
BELLEVILLE, N. J.— Herculite 
Protective Fabrics has formed an 
automotive-marine division for the 
sale of its fabrics which combine 
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features of vinyls, nylons and the 
new celanese fiber—Fortisan-36. 

Ralph Leonard, former automo- 
tive products sales manager for 
Jason Corp. and one of the founders 
of the National Assn. of Auto Trim 
Shops, has been named sales mana- 
ger of the new division, 

* * * 
Bedford Ford Cited 

BEDFORD, O.-—David B. Magner, 
president of Bedford Ford Co., re- 
ceived Ford’s “four-letter-award” 
for his record in business and serv- 
ice during the past year. The award 
was presented by W. W. Cumming, 
manager of Ford division’s Cleve- 
land district sales office. It marked 
the sixth “four-letter” award Mag- 
ner has received during his 11 years 
as a Bedford dealer. 

a > am 


Palmer Picks Donahoe 


OAK PARK, Ill—John J. Dona- 
hoe has been appointed general 
manager of Palmer Buick and head 
of Earl Palmer Rental Co, a car- 
leasing affiliate. 

= 


Andrews Robbed 
BOONE, N. C.—The safe of An- 
drews Chevrolet Co. was broken 
into June 25 and $2,500 was stolen. 








Niodernize 


your present Motor Tuner with 






Save labor, increase profits by installing 
the famous Heyer instant engine analyzer 
on your present equipment. Get the advan- 


tages of both primary and secondary 
ignition analyzers—the automatic com- 





ia4a-a BIG SCREEN 


8’ 


parator and identifier circuits. Ask your 
car representative what his factory thinks 
of Dyna-Vision. Ask for a demonstra- 
tion today—every day you wait costs 


you money. 








To HEYER INDUSTRIES, INC., BELLEVILLE 9, NEW JERSEY 
| would like a DYNA-VISION demonstration. No obligation, of course. "©" 
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Coming 
Events 


Dealer Conventions 


68 — Maine Automonile Dealers 


Sept. 


Assn., Inc., moset Hotel, Rockland, 
Me. 
. &10—New Y State Automobile 
eaters, Inc., The Concord, Kiamesha 
e, N.Y 


Lake, A 
Sept. 610—Automotive Trade Assn. of 
Virginia, Hotel Roanoke, Roanoke. 
Sept. &10—Wyominza Automobile Dealers 
Assn., Sheridan, Wyo. 
- ¥ — New ezooshire Automobile 
Assn., Leke jarieton Club, Pike, 


Sept. 11 — Vermont Automobile Dealers 
Assn., Rutland Country Club, Rutland, 
Sept. 15-16—Kentucty Automobile Dealers 
Assn., Sheraton Seelbach Hotel, Louis- 

ville. 
Sept. 15-17—Colorado Automobile Dealers 
Assn., Colorado Hotel, Glenwood 


Springs, Colo. 7 
- 1617 — Minnesota Automobile 
ealers Assn., Nicollet Hotel, Minne- 


apolis. 

Sept. 16-17—Wisco-sin Automotive Trades 
Assn., Milwaukee. 

Sept. 19-2I—Arkansas Automobile Dealers 
Assn., Marion Hotel, Little Rock, 

Sept. 22-24—Automobile Dealers Assn. of 
Alabama, Buena Vista, Biloxi, Miss. 

. 1-3—New Jersey Automotive Trade 
a Chalfonte-Haddon Hall, Atlantic 
ity. 

Oct. 2-44 — Texas Automotive Dealers 
Assn., Baker Hotel, Dallas. 

oF. 20-21—Oklahoma Auto Dealers Assn., 
ulsa. 

Oct. 20-22—Florids Automobile Dealers 
Assn., Balmoral Hotel, (Bal Harbour), 
Miami Beach. 

Nov. 3-5—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi. 

Nov. 7—Connecticut Automotive Trades 


o 

.. The Neil House, Columbus. 

Nov. 24-26—Nationa! Independent Auto- 
mobile Dealers Assn.. Washington, D. C. 

Dec. 3—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 

Jan. 11-15—National Automobile Dealers 

Assn., Miami Beach 
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short a time not only in the U. S. 


. 
e 
a 7 2. Every doller of ine and oll taxes, collected by states and federal a : ing? 
& Sovernmants, applied to the building and maintenance of highways 1. Af. AY EO Who Says VW"s Fading ig | but world over. Every sale and ’ 
> 1 3. Guard precepts of individual freedom, which made the U.S.A.) Jan. 411—Buffalo Auto Show, Masten We note in your issue of Aug. 12, every owner strengthens the VW’s 
great and gave its citizens more of the better things of life than anywhere Avenue Armory, Buffalo. an article on Page 8 referring to| iosition in the automotive world 
news eise in the world. Jan. +12 — Chicago Auto Show, Inter- the bloom fading from Volkswagen and in the public’s heart. — X. I 





national Amphitheatre, Chicago. 
Jan. 11-19%—Nations! Capite, Area Auto 
Show, D. C. National Guard Armory, 


Reuther Guilty of Omission | 283%. coo sc sso, ton 


County Coliseum, San Antonio, 
Jan. 17-25 — Indianapolis Automobile 


And Oversimpliftication setae Tadansinn te 


Hunt National rd Armory, Pitts- 

Walter Reuther, a past master at putting the auto industry im "W826 Cincinnati Auto Show, North 
on the defensive, has done it again with his latest lesson in| 223 Sov" Wings, Music Hall, Cincin- 
using newspaper headlines to play the role of public bene-| 4. 


sales, As a Volkswagen a 
over three years, I wish to e 
| exception to this article. ia a = ¥e. . 

re are reasons for the “fade” " 
as you put it, in the sales of VWs | ‘Poor Crybabies’ 
in the U. S. for two months. Ship-| I read in your July 22 issue 
ments to the U. S. for the first five| about those “crybaby dealers” 
months of 1957 have been limited| crying about cross-selling, which is 
not only because of production| just a fancy way of saying that 
limitations but the lack of ship/these dealers don’t know how to 
bottoms necessary for transporta-/| merchandise their product and are 
tion. looking for a way out. 


Bromizy, Bromley Auto Sales, Inc., 


nati. 
18-26—Detroit Auto Show, Artillery 


Ar Detroit 
factor. tun, Sb ib—Tomns Sato Show, fot He Also, the factory is closed down And, by God, I say they should be 
. . terly Ar ve ; , completely for about three weeks thei : good 
The UAW president's offer to lower his 1958 contract de-| Jan tsFeb. —~"hochester Auto Show, | for smeation Im the middie of the | iddenn a Soiethex ' Sonatas and 


War Memorial Exhibit Hall, Rochester, 


mands in exchange for a $100-plus price cut on new models oy 
Jan. 25-Feb. 2—Houston Automobile Show, 


will undeniably captivate the read-and-run prospects for ’58 


supposed business men who forget 
that this year isn’t 1941 to 1949. 





odels, not mention a growing number of franchised| Feb 13° — Lovisvi wane normal f In the article Laverne Marshall, 
a - " State For Exposition Center Lewisnie, | that some who has been a Nash dealer in 


dealers who feel the burden of higher prices is theirs and 
theirs alone. 

But the clever auto union chief is guilty again of over- 
simplification. He whets the appetite without serving up 
meat and potatoes. 

Reuther calls for what he considers “even steven” —a price 
cut now in trade for a “promised” slice in wage demands 
next year. Aside from the obvious rejoinder, “why not a wage 
cut now ?’’, the UAW yan ness blithely ignores the real key to 
any consideration of lowered prices. That key is produc- 
tivity. 

Productivity was not so adeptly ignored, however, in the 
replies to Reuther’s proposals by er President L. L. 
Colbert and General Motors President H. H. Curtice. 

Pointing out that in the last 10 years hourly wages have 
risen 33 percent and hourly productivity only 26 percent, 
Colbert declares: 

“It is our firm conviction that if unions and employes 
join management in constructive attitudes and efforts to- 
ward improving productivity, together they can strike a 
telling blow against inflation.” 

Curtice asserted that tying of wages to productivity “is the 
way to a stable price level and a sound dollar.” 

Both Curtice and Colbert pledged the lowest possible prices 
on ’58 models, each observing that wages and costs have 
risen substantially in the year without any added price 
increases on current m 

It is easy enough for the UAW to brand profits as the 
scapegoat for inflation and overlook the culprit on its own 


doorstep—lagging productivity. 


Apr. 5-13—International Auto Show, New 
York Coliseum, New York. 
* * ” 


General 


Sogs. _16-19—Thirteenth annual meeting, 

ational Truck Leasing System, Palmer 
House, Chicago. 

Oct. 6&I!—Annual convention, American 
Trucking Assns., Conrad Hilton Hotel, 

nicege. 

Oct. 1416—Truck Body and Equipment 
Assn. 10th annual convention and ex- 
hibit, Atlanta Biltmore Hotel. Atlanta. 

Oct. 17-19 — Automotive Wholesalers of 
Texas Convention and Booth Conference, 
Hilton Hotel San Antonio. 

Oct. 21-25—45th Annual National Safety 
Congress and Exposition, Chicago. 


30 Years Ago a 
The Big Stories 


A total of 4,201,814 tires were exported by the four leading produc- 
ing countries of the world during the first half of this year, with the 
U.S. in the lead with 1,511,961, acco to the Department of Com- 
merce. France was second with 1,241,175, followed by Canada with 
922,944 and the United Kingdom with 525,734. 

Car production in the U. S. during July hit the second lowest level 
of the year, with a total output of 233,524, according to the Depart- 
ment of Commerce. 

General Motors produced 41 percent of all cars and trucks sold by 
the industry in the first half of 1927, according to a study of the 
company’s operations completed by Hornblower & Weeks, investment 
bankers. In 1924, the company’s percentage was 16 percent, as com- 
pared with 19 percent in 1925 and 28 percent in 1926. 

—¥rom the files of Automotive News. 


Most Volkswagen dealers, in- 
cluding ourselves, have more orders 
than — oe — oe taking 
bona fide orders with deposits| 9 
every day for all types of VWs. a 
Our own files show orders for de- 
livery in July and August of 1968.| in his function as a dealer. 

This would indicate no “fade” was| ‘This automobile business is loaded 
in the offing. down with dealers who in this day of 

In all my years in the automotive | yolume still don’t know how to run 
business, I have never seen such/ their own businesses, don’t know ‘ 
public acceptance of a car in 80|how to train salesmen and don’t 
know how to merchandise their 
products. The best thing that could 
happen to this industry would be 
for the manufacturers to yank the 
franchises from these confused cry- 
babies and to finance young 4g- 
gressive men with good retail ex- 
perience to take over from the 
bunglers on a buy-out deal. 

The car market is there, the 
money is there; but many, many 
dealers with their antiquated ways 
of doing business are sadly lacking. 

The has been educated; 


they shop the dealers silly. 

And what’s the answer? A “kick- 
back” because some “on the ball 
dealer” sells in your backyard? 

No, the answer is simple; it’s like 
the grasshopper that danced all 
summer and starved all winter. The 

of competent salesmen 
was, and is, being ignored.—JamMEs 
L. Moran, Westfield, Mass. 














In Philadelphia, buying begins at home 





The Bulletin goes home...delivers more copies to more families 


every seven days in Greater Philadelphia than any other newspaper 


For automobiles and accessories, and also gas and oil, the 
people of the 14-county Greater Philadelphia market spend 
$1,252,573,000 a year. You reach them in the home where most 
of the decisions to buy are made when you use the advertising 
columns of Philadelphia’s home newspaper—The Evening and 
Sunday Bulletin. And this newspaper provides R.O.P. spot 
and full COLOR—seven days a week! 


The Bulletin exerts a powerful influence on the buying habits 
of its readers. Philadelphians like The Bulletin. They buy it, 
read it, trust it and respond to the advertising in it. The Bulletin 
is Philadelphia’s home newspaper. 


New York, 


Representatives: Sawyer 


Advertising Offices: Philadelphia, 30th and Market Streets 
342 Madison Ave. Chicago, 520 N. Michigan Ave. 
Ferguson Walker Co., Detroit * Atlanta * Los Angeles * San Francisco * Seattle 


In Philadelphia nearly everybody reads The Bulletin 
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How Nation's Salesmen Meet... 


195% 


Practical Problems of Selling 


“3 WISH I had 10 like him!” 
was the comment of K. C. 
Green, sales manager of Dalton 
Pontiac, Inc., South Bend, in 
speaking of the ability of Leonard 
Neil, one of his salesmen. 


Then he proceeded to sell this 





sla” 


story about Neil’s “forn 

Neil sells a Pontiac io one 
man, His next move is to con- 
tact the people on each side of 
this one, plus the three directly 
across the street. 

These people have most cer- 
tainly seen the new car and heard 
the enthusiastic report of their 


| 


| 
| 


appraisal and a deal is given for 
a new car, Neil stays with that 
man until he either buys a Pon- 
tiac or a car of another make. 
And that other car must be 
sitting in the buyer’s garage, too, 
before he stops. He aims to con- 
tact this prospective customer 
at least once a day. ; 
Neil never stops prospecting. 





a 
He always has a list of Prospects 
ready to work on. Where some 
salesmen come in and spend their 
time on the salesroom floor with 
no plan for the rest of the day, 
Neil knows when he comeg to 
work in the morning what hig 
plan for that day is. 


He knows on whom he will call 
in person or by telephone. 
a, a 


7. might expect such a saleg- 

man to have a long record of 
car Selling back of him and to 
have built up his formula from 
many experiences, However, this 
is not the situation in Neil's cage. 





Le Mans Injection Unit 


neighbor. 
Of Type Built by Holley 


If he finds they A good car salesman is not 


Old-Car Festival Slated 


LE MANS, France—The Jaguar Sales are definitely not necessarily one who has been i. 
which won the 24-hour endurance Case in the a sibility Sept. 7 in Dearborn = this business for a long 
; sees no poss . ° me. 
[cas fet Injection aystem, "| MIS#OFI@S- G's Sale his next |“ DEARBORN: The carly days of| “Tn Nits first month, he #014 
A record average speed of 113.84 move is to as | eid Village Sept. 7. The occasion two cars. In a little over half of y 


of these five if they know of any- 
one else who might be wanting a 
new car, This may mean some- 
one across town, in which case 
a new territory is opened. 
* * * 
ERHAPS the key man of this 
“formula” is the owner of @ 
Pontiac but not a recent pur- 
chaser. In this case, Neil goes to 
work on the five just as though 
the sale had been recent. 
Once a customer hag had an 


his second month, he sold 10 with 


miles per hour was recorded over 
live prospects on his list. 


a total distance of 2,732.24 miles 
|during the 24-hour contest, This is 
the first fuel-injection engine to 
establish a new speed record over 
such a prolonged distance, Under a 
licensing agreement with Joseph 
|Lucas, Ltd. of England, Holley 
|Carburetor Co. Van Dyke, Mich., 
has adapted this system for Ameri- 
can engines and is now making it 


lis the seventh Old-Car Festival, an 
annual event for persons who col- 
lect and restore old automobiles 
and those who like to look at them. 

The all-day affair is expected to 
attract a record 250 entries from 
throughout the Midwest and sev- 
eral Eastern states. The cars, for 
both judging and competitive 
events, will be divided into two 
classes, 1899-1916 and 1917 - 1925. 
Only cars through 1925 are eligible. 





More Cars in Denver 


DENVER. — There are 178,324 
passenger cars registered in Den- 
ver, according to the motor vehicle 
department. The report represented 
a 3.64 percent increase over the 
same time last year, when 172,057 
passenger cars were listed. 


Partners— 


Paul Moak and Collin Lane, right, are 
co-owners of Lane-Moak Pontiac in Jack- 
son, Miss., which replaces the firm formerly 
known as Madison Auto Sales, a business 
established in 1939 by Lane. The latter | 


is also a member of the National Pon- ' 
tiac Dealers Council and area chairman | available to several car and truck 


for NADA. manufacturers. 
CONSULT YOUR NEAREST 


LOOK TO DAYBROOK 


.. . for Professional Help in Truck Equipment Application 
—"THE FIELD ENGINEER’— 











ASSISTANCE 


ALABAMA—FAIRFIELD—Duncan Mfg. & Equipment Co. 
ARIZONA—PHOENIX—Motor Truck Equipment 
CALIFORNIA—FRESNO—Utility Trailer Sales Co. »« LOS 

ANGELES—Western Body & Hoist Co. (Maywood) « Standard 

Carriage Works « SAN FRANCISCO—Transport Supply Co. 
COLORADO— DENVER—Timpte Bros., Inc. 
_- — SOUTH NORWALK — Truck Equipment 

., Ine. 

FLORIDA—BRADENTON—WMiller Sales, Inc. «© MIAMI— 

DeBoliac Truck Equipment Co. « W. PALM BEACH—DeBoliac 

Truck Equipment Co. 
GEORGIA— ATLANTA—Brooker Truck Equipment Co. 
§IDAHO—BOISE—Car! R. Burt Equipment Co. ° 
ILLINOIS—CHICAGO—General Body Sales Corp. « Talbert 

Trailers, Inc. (Lyons) « Axle & Equipment Sales Co. * (Cicero) 

o Staser Mig. Co.** « SPRINGFIELD—Capitol Trailer & 

y le 


INDIANA—EVANSVILLE—Superior Welding Co. © FORT | 

WAYNE—Hoosier Truck Equipment « NOBLESVILLE—Warner 

Commercial Body, inc. « SOUTH BEND—Generail Equipment 

& Machine Co. 

TOWA-—DES MOINES— Weston Dump Body Co. 

MANSAS —L/BERAL—Tradewind Industries, Inc. 

KENTUCK Y—LOUISVILLE—Tom Rice, Inc. 

LOUISIANA— BATON ROUGE—Dealers Truck Equipment Co. 

« NEW ORLEANS—Truck Equipment Co. « SH PORT— 

Dealers Truck Equipment Co. ' 
MAR YLAND-—BALT/MORE—Warner Fruehauf Trailer Co., Inc. 
ASSACNUSETTS—SOETON—E. F. Lacey & Sons Co. 

Medfor 
MICHIGAN—DETROIT— Scientific Brake & Sesipsnent Co. « 

J. J. Lynn & Sone « GRAND RAPIDS—Aillied Tr: Equipment 

Co. « LANSING—Truck & Trailer Equipment Co. « SAGINAW 

—Scientific Brake & Equipment Co. 

INNESOTA— DULUTH Lakeshore Body & Equi \. 

* ST. PAUL—Power Brake & Equipment, tae. ne 

ISSOURI— KANSAS CITY—Monatco Manufacturing Corp. « 

ST. LOUIS—Steelweid Equipment Co., Inc.; McCabe-Powers 

Auto Body Co.* } 
MONT ANA — JOPLIN — McClellan's, Inc. « MISSOULA — 

Superior Coach Saies* « 
NEBRASKA—OMAHA—Omaha Body & Equipment Co. 

NEW JERSEY — NEWARK—industrial Truck Equipment 

Corp. « THOROFARE—H. A. DeHart & Son 
NEW MEX! CO—ALBUQUERQUE—Timpte Bros., inc. 
NEW YORK — ALBANY —Estate of Andrew J. Ronan « BUFFALO 

—Universal Truck Equipment Corp. « NEW YORK—Ammel 
@ brake Co. « J. C. Truck Equipment, inc. (Garden City Park) « 

SHERMAN—Sherman Hydraulic Co. © SYRACUSE—L. 8B. 

Smith, inc. « TROY—Howe Brothers 
— CAROLINA — CHARLOTTE — Twin-States Equip- 


NORTH DAKOTA—FARGO—Travis Bros. Body Works 

OH1O—CINCINNATI—Melvin L. Aston Welding Co. « CLEVE- 
LAND—Schaefer Body, Inc. « COLUMBUS—Harry J. Reynolds 
& Associates, inc. « DAYTON—Kencar Equipment Co. « 
TOLEDO— Riedy-Manner Truck Equipment Corp. « YOUNGS- 

TOWN —Dentry Truck Body & Trailer Service Co. 

OKLAHOMA-— TULSA—Truck Parts & Equipment Co. | 

OREGON — PORTLAND—Utility Trailer & Equipment Co., Inc. ; 

Air Mac, inc.* 

PENNSYLVANIA—ALLENTOWN—Allentown Brake & Wheel 
Service « CAMP HILL—L. B. Smith, Inc. « ERIE—Farm 7. 
ment Co. « HUMMEL'S WHARF—Trailco Mig. & Sales Co. « 
PHILADELPHIA—S. J. Eskin « PITTSBURGH—Barati Brothers 
« SCRANTON— Scranton Brake Service Co., Inc. « WILLIAMS- 
PORT—Servall Machinery & Supply Corp.* 

— KNOXVILLE — Post & Comgon Inc. © 
MEMPHIS—Dealers Truckstell Sales, Inc. « HVILLE— 
Tennessee Steel Products, Inc. 

TEXAS—AMARILLO—King Trailer & Equipment Co., Inc. « 
DALLAS—Texas Hydraulic & Equipment Co. « EL PASO— 

P &R Truck Equi Co. « FORT WORTH—Beckman Trailer 

Sales « HOUSTON—Truck Parts & Equipment, inc. « SAN 
@ ANTONIO—Commercial Body Corp. « WICHITA FALLS— 

Longhorn Trailer & Body Co. 4 
UTAH—SALT LAKE CITY—Foulger Equipment Co. 
VIRGINIA—RICHMOND—Baker Equipment Engineering Co.; 

Mcithany Equipment Co., Inc.* « ROANOKE—General ing 5 
& Machine Co. ; Mclihany Equipment Co., Inc.* ? 
WASHINGTON —SEATTLE—Transport Trailer & utnet 

Co.; Air Mac, Inc.* « SPOKANE—Spokane Machinery Co., Inc.; 

Air Mac, inc.* 

WEST VIRGINIA—WHEELING—Power Brake Co. 

WISCONSIN — APPLETON — Auto Body Works, Inc. « 
MADISON —Johnson ates 6 Equipment Co., inc. « MIL- 
WAUKEE—Motor Truck Body Co. ; Brake & Equipment Co., Inc.* 

DISTRICT OF COLUMBIA — WASHINGTON — Warner 

ean Trailer Co. 

NADA—Manufactured in Windsor, Ontario, Canada by 

Er eembe Sneneartes. and distributed by Beaver Hydrau- 

lic Equi Ltd ntreal; Bills Welding Shop, St. Thomas; 

Edmonton Truck ., Edmonton; ticombe Sales and 
Service, Kingston; Elman Motors, Ltd., Sydney; Sam Glidden, 

Clinton; Kunec Machine Works, Winnipeg; Sumner Equipment, 

Ltd., Toronto; Wheel & Brake Service, Ltd., Hamilton; 

J. W. Wolsey, Port Arthur. 

SASKATOON, SASKATCHEWAN—WMilne Distribuors, Ltd. © 

VANCOUVER, BRITISH COLUMBIA—Pioneer Equipment Ltd. 
CUBA—HAVANA—Cuban Agricultural Services, Inc. 

* Indicates Power Loader distributors only. 

* indicates Power Loader and Power Gate distributor only. 

Above distributor list current at time of publication. 
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Your Daybrook distributor is fully equipped 
with “The Field Engineer” and specification- 
rating data—Daybrook calculated and designed 
—to put the right equipment on the job! 


THE RESULT .. . more satisfactory perform- 
ance—longer service life—greater customer satis- 
faction—with Daybrook equipment! 


the asking. If you have jobs requiring applica- 
tion assistance—ask your Daybrook distributor 
to lend a hand. You will benefit and profit from 
his help! 





eye) ie oot ; 


TRUCK EQUIPMENT 


This valuable assistance is available to truck 
manufacturers, dealers, and fleet operators for 





DAYBROOK HYDRAULIC DIVISION + L. A. YOUNG SPRING & WIRE CORPORATION +» BOWLING GREEN, OHIO 
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This Outfit Rode High— 


When a tornado struck Fargo, N. D., it 


hit the terminal of Hart Motor Express, Inc. 


”|New Transmissions Challenge Dealers ... 





Heavies Go Automatic 


_ most of the truck makers | sions in the light jobs. In the main 
going to automatic transmis-|these are the same transmissions 
sions as optional equipment this|that are used in passenger cars. 


coming year, two questions that 
may have far-reaching import 
have been posed. 

1. Will the offering of auto- 
matic transmissions throughout 
the line, even to the heaviest jobs, 
be a partial answer to the current 
problem of modification to fit 
customer needs? 

2. Will dealers and their salesmen 
be able to step up to the task of 
selling the higher priced unit in a 
highly competitive market to the 
buyer whose haul dictates its use 
but who has not had any experi- 
ence with a truck automatic? 

= > + 


OST dealers know that all of 
the “Big Five” and Studebaker 
have offered automatic transmis- 


GMC and International, who do 
not build passenger cars, have 
been offering “volume built” trans- 
missions of different makes. Chev- 
rolet will continue to offer Hy- 
dra-Matic in the lighter tonnage 
sizes. 

Both GMC and Chevrolet will 


How They Fared ... 


continue to offer the Hydra-Matic 
in medium tonnage models. 

Now practically all of the volume 
truck makers will be offering the 
same make of transmission for the 
heavy-duty models, most of them 
starting off with trucks that carry 
a rating of approximately 15,000 
GVW and over. All the transmis- 

(Continued on Page 22, Col, 1) 


Commercial Car Registrations 


By Makes 


First Half, 1957-56 


First 
Half, 
1957 


Some 25 pieces of equipment were destroyed, including over-road and local pickup 
and delivery equipment. Here is one of Hart's over-road trucks and trailer on its 
back atop what is left of the terminal. Each piece wos completely put ovt of service 
and most were damaged beyond repair. Destroyed besides the terminal was the 


Heavy-Duty Units 


office and garage. 





tS I was having lunch 
with a number of top truck 
sales executives, and naturally the 
conversation turned to a problem 
that confronts most of the mass 
producers — a problem that is 
bothering them nearly as much as 
the rising cost of warranty and 
policy is worrying the top factory 
service men. 

This truck problem is how to 
meet the customer demand for 
changed. specifications from the 
standard models as designed by the 
truck engineers. 

The current method of meeting it 
is different in nearly every factory, 
as most truck dealers know, and all 
methods now in use are not only 
very costly when done in the field 
but in most cases result in in- 
creased cost to the buyer. 

We started tracing how many 
of these demands by the buyers 
came about and mutually agreed 
that the buyer did not originate 
them in most instances, Yet they 
are practically as standard today 


as if each maker was running a 


custom and building to 
order, which is practically what 
several truck makers do. 

We all agreed, to, that they have 
| become just as much of the busi- 
ness as the variation of colors and 
fabrics that are currently being 
offered on the light models. Maybe 
some customer asked for some 
color other than black, red or 
yellow, but it took some maker 
with an eye to offering something 
that his toughest competition did 
|}not have to bring on the current 
custom of painting trucks in the 
variations of the rainbow, two and 
triple toning and offering uphol- 
| stery in even more variations than 
j}are offered by the passenger car 
makers. 





* * > 


Now Part of Business 
RANTED it has been demon- 
strated that “dolling up” the 

lowly pickup has sold more units 

for some makers, it is also true 
that some of the originators of the 
(Continued on Page 21, Col. 1) 


Introduced by 
Detroit Diesel 


IT.—A new line of diesel 

engines, developed for trucks 

and buses, has been announced by 

Detroit Diesel Engine division of 
General Motors. 

The new series, 71-E and 71-T 
engines, are available to truck 
and bus manufacturers for in- 
stallation as original equipment 





in four and six-cylinder models, 

“Our intention in designing these 
engines was to produce heavy-duty 
diesels specifically for the rapidly 
growing transportation industry; to 
make them generally available to 
all truck and coach manufacturers 
and to afford the most economical 
operation and maintenance the in- 
dustry has ever had,” Robert E. 
Hunter, general sales manager, said. 

According to Hunter, the added 
economy of the new engines is de- 
rived from improved combusion 
and freer engine breathing. 

> > ” 


HE engines will power trucks | 

and buses ranging from 26,000 
pounds gross vehicle weight to 60,- | 
000 pounds gross vehicle weight | 
and up. | 

The “E” series has four exhaust 
valves per cylinder, instead of the 
conventional two. Its fuel injec- 
tors have a newly designed spray 
tip which more completely atom- 
izes the fuel for more efficient 
combustion and lower consump- 
tion, according to Hunter. 

An increase of 38 percent in the 
cylinder liners’ air inlet area will 
result in cooler piston operation 

(Continued on Page 23, Col. 4) 








Perfection to Train Truck Salesmen 


A TRUCK-SALESMAN training 
program on a national basis will 
be offered to all truck dealers by 
a supplier within the next 30 days. 
Perfection Steel Body Coa., 
Galion, O., has created this train- 
ing program in an endeavor to 
help make “creative salesmen” 
out of those who sell both cars 
and trucks and those who special- 
ize in trucks. 

Perfection is now winding up ten 
regional meetings with their dis- 
tributors to orient them fully on 
how the program should be handled 
with the dealers for each truck 
manufacturer. 

+ * * 
Ts program, which will include 
booklets, sound film, ‘wall charts 
and meetings of dealers retail sales- 





men held by the distributors, is 
aimed at trying to improve several 
soft spots that now seem to exist 
in the retail end of the truck busi- 
ness, especially in that area of 
truck merchandising through deal- 
ers who sell both cars and trucks. 

These soft spots include lack 
of sufficient product selling, lack 
of knowledge about equipment 
and how to sell it by far too 
many retail salesmen, lack of the 
kind of cooperation between 
dealer and equipment distributor 
that results in the purchaser get- 
ting the proper size and type of 
truck and the tendency toward 
cut-price selling -by both truck 
dealers and body and equipment 
distributors. 

The program admittedly is an 





ambitious one, especially for a sup- 
plier of bodies and dumping equip- 
ment, but the factory men who 
have gone over the program feel 
that it is basically sound and well 
prepared. If the Perfection distrib- 
utors carry out their part of the 
program as planned, they believe, it 
cannot help providing material aid 
to thousands of dealers in boosting 
profits. 

It has been repeatedly demon- 
strated that cut-price selling has 
materially lessened the profit return 

(Continued on Page 19, Col. 1) 


Truck New Products 


Page 32 





First Percent 


Half, Share of 
1956 "67 Market 
153,257 34.49 33.68 
134,407 32.06 
54,681 10.66 
43,326 758 
29,431 5.73 
10,586 2.53 
8,089 1.60 
6,578 1.55 
5,021 90 
2,030 Al 
1,545 28 
536 08 
5,520 


455,007 100.00 


* White includes Autocar, Freightliner and Steriing. 
** Misceliancous includes Corbitt, Divee, Federal, Four Wheel Drive, Kenworth, 


Marmon-Herrington, Peterbilt, ete. 


—Compiled from R. L. Polk & Co. data. 





Truck Sales Drop 7 Pet. 
But 10 States Show Gains 


By Kenneth C. Kelley Jr. 
Staff Writer 
W-TRUCK registrations fell off 
by 32,195 units in the first half 
of 1957, compared with the like 
period of last year—a 7.08 percent 
decline. 

This year’s first-half registra- 
tions were placed at 422,812, com- 
pared with 455,007 units last year, 
according to figures from R. L. 
Polk & Co. 

The slipping sales were general 
across the nation with 38 states and 


|the District of Columbia reporting 


fewer registrations. 

Gains were registered in only 10 
states, four of them among the 10 
top truck-buying states. 

- = * 
pens for the top 10 state for 
the first half of this year, com- 
pared with last year, were: 


First First 

Half Half 

1957 1956 
1. California 46,399 46,914 
2. Texas 35,037 34,905 
38. New York 22,952 24,440 | 
4. Ohio 18,916 21,766 
5. Pennsylvania 18,456 22,908 
6. Illinois 18,444 19,737 
7. Michigan 15,760 18,521 
8. Florida 13,547 13,288 
9. New Jersey 11,895 11,740 
10. Georgia 11,485 9,172 


Reports from the field indicate 
the biggest losers were the medium- 
weight trucks, There are reports 
that sales of 10,000 to 19,500-pound 
G.V.W. trucks dropped by about 
20,000 units in the first half. 

The truck industry: is at a loss to 
explain the decline in these sizes 
which had previously shown largest 
percentage gains. 

However, the farm market is lag- 
ging in buying trucks in the 1% to 


| two-ton range. Reports of better 
weather in the Farm Belt spurred 
hopes for increased truck sales to 
farmers, but the break in the 
weather apparently came too late 
to help sales in the first half of 
this year. 

Missing sales in the first half 
virtually means missing sales for 
the full year in the farm market. 
The farmer who has done without 
|}a new truck so far this year is not 
likely to be in the market for one 
until the next growing season draws 
near. 

> > . 
| [p=-Ars in the giant Federal 
road program were getting a lot 
|}of the blame for a drop in heavy- 
| duty truck sales. Tight money, lack 
of finance plans and stiff competi- 
(Continued on Page 20, Col. 1) 





Top Trucks 


New-truck registrations for six 


months, plus 32 states for July: 
1957 Pos. Make 1956 Pos. 
1—158,616 Chev. 166,443— 1 
2—147,602 Ford 146,868— 2 
3— 49,733 Internat’l 59,921— 3 
4— 34,517 GMC 47,050— 4 
5— 26,128 Dodge 31,982— 5 
6— 11,660 Willys 11,555— 6 
I— 1,291 White 8,691— 7 
8— 17,175 Mack 71,195— 8 
9— 4040 Stude. 5,439— 9 
10— 1,875 Diamond T 2,231—10 
ll— 1,279 Reo 1,665—11 
12— 366 Brockway 554—12 
9,721 Misc. 5,849 
Total All Makes 
460,009 495,443 


Further details on Page 38. 
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TURNINGS 


Joseph M. Callahan 


Engineering Editor 





Vauxhall Adaptation a Problem for Pontiac 

ro of the interesting problems confronting the Pontiac 
engineering department this summer was adaptation of 

the English-built Vauxhall for sale in the U. S. by Pontiac 


dealers. 


The adaptation is required principally because of the 


numerous and varied safety® 


regulations in each of the 48 
states, all of which appar- 
ently are much more demanding 
than the English safety code. 
While some of the adaptations 
requires only minor changes, others 
are major manufacturing problems 
for the British factory. For ex- 


ample, special safety glass must be 
installed in all Vauxhalls to be re- 
tailed here. There is no such re- 
quirement in England. 

Here are some of the other 
required changes: 

1. License mounting brackets 
must be installed on the front 
and rear of the car. 


ENGINE REVOLUTIONS PER HOUR 


CONVENTIONAL 


IN 
EATON AXLE 


When British aut« 
their license fees, th 
ceive a number wh 
on their vehicle in any ™ 
wish. The only requiren.ent is that 
black and white paint ° d 

os : = 


Headlights Fitted Her: 


The turn indicators must bd 


paint 


r tney 


© fitted with red glass, rather 
than the yellow glass that is stand- 
ard in England. | 

3. The Vauxhalis will be com- 
pleted in England except for the 
installation of headlights. After the 
vehicle arrives in this country, it 
will be fitted with sealed-beam 
headlights to mect the rigid re 


quirements in the various states. 

A last-minute problem of the 
Pontiac engineers was whether the 
English brake fluid would meet 
American specifications 

Radios will not come with the 
Vauxhalls but suitable English 
radios will be available for in- 
stallation here. They will be truly 


wave lengths rather than kilo- 

cycles, putting most of the Amer- 

ican stations on the opposite side 

of the dial. 

British-made clocks also will be 
| available. However, the extremely 


SAVED 





hich impoit duties on clocks is ex- 
co keep these installations 
a low volume. 
smong other items that must be 


approved in many states are anti- 
freeze. brake hoses, horns, all light- 
ing equipment, mirrors, mufflers 
and windshield wipers. 

* * 


Knudsen Shows Vauxhall 

‘AID one Pontiac official after 
S his staff had sent one of each 
of these items to each of the 48 
states, “Why, we even had to mail 
a hunk of bumper to every state 
before the Vauxhalls could be re- 
tailed. Do you mean to tell me that 
Volkswagen and all the makers of 
those other small cars are getting 
the approval of every state on all 
these items?” 

Semon E. Knudsen, Pontiac’s gen- 
eral manager, is the owner of the 
first Vauxhall assigned to the di- 
vision, and he proudly showed it to 
newsmen recently. 

The newspapermen, who ex- 
pected to see an austere, old- 
fashioned car, were surprised to 
find the Vauxhall a weil-chromed, 
rather plush vehicle with numer- 
ous features, including a wrap- 
around windshield, giving it a 
distinct GM look. 

Prices have not been announced, 


Save Operating and Maintenance 
Costs—Make Trucks Last Longer! 


The chart above shows the big reduction in engine revolutions 
made by Eaton 2-Speed Axles in high-high gear ratio. Fewer 
Revolutions per Mile mean reduced piston travel, less wear 
on every rotating engine part and power transmitting unit. 


Not only when highballing on the open highway—but in 
every hauling situation—pulling out of the hole under full 
load, climbing steep grades, maneuvering in city traffic— 
Eaton 2-Speeds save wear and tear on engines by permitting 
them to operate in their most economical speed range. This 
results in important savings in operating and maintenance 
costs, thousands of extra miles between engine overhauls, 


fewer interruptions of operation, and more miles in the life 


of the truck. 


EATO 





AXLE DIVISION 
MANUFACTURING 





More than Two Million 
Eaton Axles in Trucks Today. 





COMPANY 


CLEVELAND, OHIO 


BS PRODUCTS: Engine Valves. Tappetse Hydraulic Valve Lifterse Valve Seat Inserts. Jet Engine Parts. Hydraulic Pumps 
Motor Truck Axles. Permanent Mold Gray Iron Castings» Forgings « Heater-Defroster Units. Automotive Air Conditioners 
Fastening Devices . Cold Drawn Steel. Stampings« Gears Leaf and Coil Springs» Dynamatic Drives, Brakes, Dynamometers 








but the car is expected to «<ll for 
around $2,000. 

Initially, the cars will be soig by 
Pontiac dealers on the East ang 
West Coasts. Those going to West 
Coast dealers must be boxed ang 
shipped through the Panama Canal, 

+ 


Waste-Treatment System 
In Operation at Pontiac 


| pr vpn has begun operation of 
its new $2-million waste treat. 
ment system at its home plant. The 
system is capable of neutralizing 
more than 1,500 gallons of noxious 
waste fluids a minute. 


Construction of the disposal plant 
was started two years ago, partly 
as the result of complaints from 
the citizens of nearby Utiac, Mich., 
whose drinking water allegedly wag 
contaminated by the factory wastes, 

Knudsen said the system is 
used for the chemical removal 
of objectional material in copper, 
nickel, cyanide and chrome solu- 
tions used in metal-plating and 
machining operations. 

The system replaces treatment 
facilities formerly located in Pon- 
tiac’s various manufacturing 
plants. 

P. B. Lowery, Pontiac’s chief 
metallurgist, said the new facility 
actually contained little that was 
new in the waste disposal field ex- 
cept that lime was being used ex- 
tensively to destroy cyanides. Caus- 

. > +. 





Treating Waste— 


This cyanide reactor is an im- 
portant segment of the new, giant waste 
treatment plant at Pontiac where 1,500 
gallons of noxious wastes can be treated 
each minute. Through an oxidizing proc- 
ess this reactor breaks down cyanide so- 
lutions used in chrome plating operations 
by the addition of Chlorine gas. Liquids 
remaining in the compartments are thus 
neutralized for sate disposal. 


tic soda, a more expensive material, 
formerly was employed. 


Knudsen said the system incor- 
porates the most up-to-date waste 
control methods in existence today. 

= * = 


Six Types Treated 


7 system consists of a labora- 
tory building along with # 
treating tanks with individual 
capacities up to 500,000 gallons. 

The disposal system actually con- 
sists of six separate waste systems, 
each of which has two holding 
tanks for the treatment of one of 
the six principal noxious fluids at 
the plant—strong cyanide wastes, 
dilute cyanide wastes, strong metal- 
lic wastes, weak metallic wastes, 
alkali-acid wastes and alkali-oily 
wastes. 


Each holding tank has a volume 
equal to the entire flow of one 
operating day for that specific 
waste. The entire system is based 
on the to treat the con- 
tents of one holding tank in 16 
hours. Each holding tank has 2 
mixer which maintains a homog- 
enous solution in the tank. 

The wastes are pumped slowly to 
their respective treatment units 
where they are treated by an alka- 
line chlorination method using 
chlorine gas. 

After treatment, the solution is 
pumped to three polishing tanks 
which serve as intermediate hold- 
ing tanks to insure that the treat- 
ment has been complete. If the 
solution has not been sufficiently 
neutralized, it is returned to the 
main holding tanks. If satisfactory, 
the solution is pumped to a final 
clarifier before it is dumped into 
the regular sewers. 
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Perfection Plans Elaborate Program .. . 
Supplier to Train Truck Salesmen 


(Continued from Page 17) 


of both truck dealers and body and 
equipment distributors. 


It has also been repeatedly dem- 
onstrated, by a relatively small per- 
centage of both dealers and dis- 
tributors, that those who have 
maintained product selling at a 
high peak have been able to con- 
tinue making satisfactory profits 
despite the highly competitive mar- 
ket. 

* * * 

2 it might be said that Per- 

fection, in bringing this pro- 
gram to the dealers of Chevrolet, 
Dodge, Ford, GMC, International 
and Studebaker, are aiming at 
strengthening their own distributor 
outlets while aiding in the training 
of dealers’ retail salesmen to be- 
come better truck salesmen, The 
result should be to provide the 
buyer with bodies and equipment 
that will handle his hauling needs 
properly and fit the truck on which 
it is installed. 

This is of utmost importance to 
both the truck dealer and the equip- 
ment distributor. 

If the customer gets the proper 
size truck and the proper size 
body and hoist for his job he will 
be happy in his purchase and be 
well on his way toward becoming 
a satisfied customer and repeat 
buyer. 

If the customer gets the right 
size and type of body and other 
equipment the customer will na- 
turally be pleased with his equip- 
ment purchase and be more in- 
clined to demand that same equip- 
ment on his next purchase. 

Fleet customers and repeat 
buyers are built on customer satis- 
faction and rarely on price alone. 

> > . 


ys far too many dealers and 
distributors have, unwittingly 
perhaps, been educating truck 
buyers to be price buyers, to the 
detriment of profit for each. 

Many times retail truck sales- 
men shy away from selling that 
bonus-profit equipment because 
they do not know enough about 
the body or equipment to en- 
deavor to make the sale. Or they 
may not attempt to sell the body 
or equipment because the dealer 
himself does not know how to 
handle such sales profitably. 

In far too many cases, the deal- 


Truck Lessors 
Slate September 

. * 
Parley in Chicago 

CHICAGO.—National Truck Leas- 
ing System’s 13th annual meeting 
will be held Sept. 16-19 in the 
Palmer House here, according to 
John Black jr. NTLS president 
and head of Dixie Drive It Your- 
self, Birmingham, Ala. 

Programming for the meeting 
will be keyed to operational prob- 
lems, according to Martha Dunlap, 
executive director. Election of offi- 
cers also is on the agenda. 

About 150 representatives of truck 
leasing companies in the U. S. and 
Canada are expected to attend as 
are national fleet representatives 
from many of the major truck sup- 
pliers whose products are used in 
this aggregate fleet of 20,000 ve- 
hicles. 

“The demand for truck leasing 
service continues to increase at a 
pace almost faster than can be met 
by qualified leasing companies with 
high standards of service,” Black 
said. 

“How to continue to meet this 
demand effectively in the most effi- 
cient and economical manner, 
around which most of our operat- 
ing problems revolve, tops the list 
of subjects to be studied at this 
meeting.” 


Hike in Truck-Load Limit 


Is Vetoed in Wisconsin 


MADISON, Wis.—aA bill to in- 
crease truck-weight limits on Wis- 
consin’s Class A highways from 
68,000 to 73,000 pounds has been 
vetoed by Gov. Vernon W. Thom- 
son. 

Thomson said that less than 10 
percent of state roads are built to 
handle the heavier loads. 


er’s lack of interest in selling bodies 
and equipment has encouraged dis- 
tributors to sell direct. This has 
made it difficult for the dealer to 
sell a completely equipped truck 
at a profit. 

This lack of cooperation has 
thoroughly demoralized some truck 
markets that should hold a high 
profit potential for both dealers 
and distributors. According to 
truck men in the field—both factory 
and equipment men—it has affected 
all areas to some degree. 

This attempt on the part of Per- 
fection to bring dealers, salesmen 
and distributors together in an ed- 
ucational endeavor is seen as a long 
step in the right direction. It should 
help in returning the business of 
merchandising product transporta- 
tion to a more sound and profitable 
basis for all. 

- * = 


7 program as outlined by Per- 
fection is a four part-deal under 


four general headings: “You Can 


Sell Special Truck Equipment;” 
“What’s Ahead for the Truck Sales- 
man;” “Selling Tandem Dump 
Trucks,” and “The Case for Dump 
Trailers.” 

The first program, which Per- 
fection distributors will soon be 
bringing to truck dealers, will 
include a slide film, a recording 
covering three-fourths of the 
slide film, a meeting guide, a 
reading script for the last quar- 
ter of the film, a quiz, a wall 
chart on hoist. and body recom- 
mendations, 10 printed books 
titled “You Can Sell Special 
Truck Equipment,” six copies of 
a full-line folder for dealer use 
and a return card for additional 
material and meetings. 

While the subjects covered in 
the booklet are based on giving the 
salesmen a more thorough knowl- 
edge of dump trucks, the booklet 
is basic in the things that all truck 
Salesmen should know about the 
product they are selling. In view of 





Victory Over Truck Noise 
Claimed by Californian 


LOS ANGELES. — “Within six 
months, the truck noise nuisance 
will be completely eliminated in 
Southern California,” according to 
Ken Ferree, of Win Ward Co., 
Pomona, Calif. 

He continued: “Control of the 
sharp roar of truck exhausts 
finally was pinpointed to sound 
vibration and electronics tech- 
nicians worked it out.” He added 
that the intense heat developed 
by the new exhaust devices will 
consume many of the elements 
that cause smog. 





the expected increased need for 
more dump trucks, the booklet 
should provide welcome information 
for the truck salesmen interested 
in making more profitable sales and 
developing a customer following. 
Subjects covered in this booklet 
include a short treatise on the 
benefits to be derived in selling 
completely equipped trucks, Chap- 
ter headings include: “Know Your 
Product;” “Know Customer Bene- 
fits;” “Perfection Special Purpose 
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Bodies;” “Hydraulic Hoists;” “Per- 
fection Powered Gates;” “The Hy- 
draulic System and How It Works;” 
“How to Fit the Truck;” “Perfec- 
tion Body and Hoist Recommenda- 
tions for Four and Six-Wheel 
Chassis;” “The Benefits to be De- 
rived from Getting Acquainted 
With Your Equipment Distributor;” 
“How to Find Prospects,” and “Six 
Suggested Selling Steps.” 

Two pages are devoted to a 
glossary of terms commonly used 
in the dump truck business. 

Truck factory men who are giv- 
ing this program their blessing 
hope that other body and equip- 
ment makers will act in unison 
with their distributors to give re- 
tail truck salesmen the same kind 
of intimate picture of the profit 
potential of their end of the truck 
business. . 

It is believed that if more such 
efforts were made by the suppliers 
and their field outlets it wouldn’t 
be long before both dealers and 
distributors would find a definite 
strengthening in their profit 
potentials. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contains the WANT AD 
SECTION. Others are profiting from 
AUTOMOTIVE NEWS WANT ADS! Are 
you? 





one of 


the few 
vehicles 
that 


need 
| Signal-Stat 
Flashers! 
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It didn’t take long for smart automotive men to learn about the new Signal-Stat 
Flasher. Millions are already in use on millions of motor vehicles throughout the 
country. The reason is simple — Signal-Stat Flashers are engineered for longer 
life and every type of signalling application. There's a variable load flasher with 
positive pilot action that does the impossible by accommodating almost every 
“type of flasher application — flashes 1, 2,.3 or 4 lamps without change in 
flasher rate . . . circuit breaker Flashers that are not subject to damage due to 
temporary shorts, for passenger cars and trucks, and a complete line of 
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Dispenser-Display 
Carton ~ 
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Revolutionary, New 


Signal-Stat Flashers and Hardware 
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Universal Mounting Clip 
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alternating flashers. There is a special #STS-1 assortment that will take care 


of 100% of 6-12 volt installations. 


Top this off with a saturation advertising and sales promotion campaign 
plus a field engineering force to solve your. customers’ flasher problems plus 
Signal-Stat’s no tie-in sales policy and you have a winning combination for 
building good will and extra profits. Start selling Signal-Stat Flashers — write 


for catalog, TODAY! 


Signal- 


Always creating — never imitating 
DIRECTIONAL SIGNALS + SWITCHES « FLASHERS 
SIGNAL-STAT CORPORATION, 523-539 Kent Ave., Brooklyn 11, N. Y. 
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Only Ten States Exceed ’56... 


Truck Sales Off 7% in First Half 


(Continued from Page 17) 


tion in freight hauling may also be 
depressing these sales. 

The industry expected the road 
program to give a big boost to 
sales of trucks over 19,500 pounds 
G.V.W. Slowness in acquiring 
rights of way, establishing financ- 
ing and other details have delayed 


a lot of them styling deserves most 
| of the credit. 
It is more than coincidental that 
|the biggest gains in trucks under 
| 10,000 pounds G.V.W. are being re- 
ported for the manufacturer with 
the most highly styled light truck. 
Ford’s automobile-like Ranchero 
| plus its F-1 flat side get a lot of the 
| credit for the increased sales. Ford 





the program and thereby slowed | 


truck sales. 

In the tight money era, there is 
some question about whether re- 
placement purchases of heavy-duty 
trucks are holding at their normal 
volume. 

Some firms may be postponing 
the replacement of their big trucks 
and limiting their borrowing to the 
money absolutely needed in their 
businesses. 

* > = 
— report sales of lighter 
trucks are holding their own 
or dropping only slightly and with 





Illinois Police to Ticket 


Trucks Without Guards 


SPRINGFIELD, Oil. — Chief 
William H. Morris of the Mlinois 
State Police has authorized his 
officers to ticket drivers of all 
trucks on state highways without 
splash guards. 

Morris said an injunction against 
the state splash guard law had 
expired and that no moves had 
been made to halt enforcement 
of the law. 





has reportedly sold 20.000 more light 
trucks so far this y in the 
first half of 1956. 

| Chevrolet, traditionally the 
dominant in the light-truck field, 
has lost ground. Dodge shows 
only a modest gain in the field, 
| reflecting the fact that it was 
late in getting a stylish truck on 
the market this year. 

International has introduced 
|what for Internationa! is a highly 
styled truck and is holding its own 
jin light-truck sales. 

This trend is in contrast to that 
in the medium-truck range where 
International depends so much on 
| farm sales and has shown a loss so 
| far this year. 
= > > 
|For all classes of trucks, Chevro- 

let is out in front, Ford is about 
10,000 units behind and both of them 
|took more of the smaller market 
jin the first half of this year than 
they did in like period of 1956. 
Chevrolet registrations totalled 


ear than 











down from the 153,257 units sold 
last year. However, the total market 
shrunk more than Chevrolet’s sales, 
and the division got .81 percentage 
| points more of the market than it 
did last year. 
| While Chevrolet sales were drop- 
ping, Ford registrations showed a 
slight gain—up from 134,407 to 135,- 
551. This was enough to give Ford a 
|gain of 2.52 percentage points in 
the total market. 

In terms of percent of the 
| market, GMC and International 
| were the biggest losers for the 
| first half. GMC registrations were 
| $2,047 for a loss of 194 per- 
| eentage points while International 

lost 1.36 points when sales 
amounted to 45,055. 

In addition to Chevrolet and 
|Ford, three other producers cap- 
|tured more of the market percent- 
|agewise in the first half—Willys, 
Mack and the miscellaneous manu- 

facturers. 

Willys sales were 10,707 for a gain 
of .20 percentage points. Mack sold 
6,567 to add .11 percentage points 
and the miscellaneous group had 
8,984 registrations, up .92 percent- 
age points. 

Six producers obtained less of the 
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payload capacity and offer these six 
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Compactly built. 





THE ROTARY AIR COMPRESSOR 


9 or 12 <.f.m. copacity—rotory 
reduces vibration, 
mokes friction loss low, operat- 
ing efficiency high, assures 
long life with a minimum of 
maintenance. Fast air recovery 
assures aon adequate supply 
of air pressure at all times— 
an important safety factor... 


Wagner offers... 





THE POWER CLUSTER 


converts 100 p.s.i. of air 
pressure into 1500 p.s.i. of 
uavarying hydraulic pressure 
for greater road safety and 
surer stopping power. Con- 
sists of an air-power cylinder 
assembled direct to a stand- 
ard hydraulic master cylin- 
der. No loss due to linkage 
or friction. 
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LOCKHEED HYDRAULIC BRAKE PARTS and FLUID * NoRol * ColiaX BRAKE LINING © AIR BRAKES © AIR HORNS © TACH 


Gir pressure 


© Greater stopping power 
© Reduced friction loss 


maintenance. 


© Faster application and release of 


© More efficient use of compressed air 


© Increased lining and drum life 
© Greater stability with less preventive 


Wagner Air-Over-Hydraulic systems are designed to 
eliminate bulky, heavy, out-board rigged actuating devices 
and many valves and lines to permit greater pay load 
capacity through vehicle net weight reduction. These 
actuating systems also offer finer performance features for 
safer braking of heavy vehicles equipped with hydraulic 


foundation brakes. 


But get the whole story on Wagner Air-Over-Hydraulic 
Air Brakes for yourself—first in economy, reliability and 
maximum brake safety. Send for Catalog KU-201 that 
details the many advantages you can gain by installing 


Wagner Air Brakes on every truck 


you operate. And 


remember, when ordering new equipment, be sure to 


specify Wagner Air Brakes. 


a 
Wagner Electric @rporation 
6393 PLYMOUTH AVENUE, ST. LOUIS 14, MO., U.S, A. 
The complete Wagner Air Brake Line includes 


many types and kinds of equipment—all fully 
described in Catalog KU-201. Write for your 


copy today. 


Mite. oo 


KS7-s 









OGRAPHS * ELECTRIC MOTORS © TRANSFORMERS © INDUSTRIAL BRAKES 
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145,840 in the first half of 1957,| market in the first half, in addition 


to GMC and International The g 
their first-half registrations and 
their percentage-point losses are: 
Dodge, 24,231, down .74 Points: 
White, 6,775, .18; Studebaker, 3.789 
20; Diamond T, 1,719, .04; Reo, 1, 
196, .06, and Brockway, 351, 64 


* 7 * 


rues sales fell off nearly 11,099 
units in June from the Previous 

month. Here’s how the individual 

producers did in June, c 

with May: ae 





June 

Chevrolet 24,735 Paps! 
Ford 24,529 28,276 
International 7,015 8,585 
GMC 4,651 5,651 
Dodge 3,349 = 4459 
Mack 1,084 1,257 
White 1078 1,948 
Studebaker 492 644 
Diamond T 267 268 
Reo 175 200 
Brockway 44 98 
Miscellaneous 1,675 1,792 

Total 71,335 82,308 


Chevrolet was back in the lead 
as the largest seller, according to 
the June registration figures, After 
leading the field through the early 
part of the year, Chevrolet wag 
edged out by Ford for April and 
May. 

Every manufacturer with the ex. 
ception of Willys had fewer sales 
in June than in May. The Willys 
gain amounted to 25 units. 

* > > 

pene again, California was the 

state with the largest number 

of truck registrations in June. The 

top 10 states for June and their 
June totals for 1956 were: 


1957 1956 
1. California 7,870 8,693, 
2. Texas 5,731 6,014 
3. New York 4,171 4,741 
4. Pennsylvania 3,622 3,720 
5. Ohio 2,984 3,794 
6. Michigan 2,881 3,257 
7. Illinois 2,550 2,913 
8. New Jersey 2,224 2,158 
9. Indiana 2,141 2,731 

10. Florida 1,989 


2,097 

Reflecting the national decline in 

registrations in June, 35 states and 

the district of Columbia had fewer 

registrations for the month while 
13 states had more. 


New York Plans 
Drive on Evaders 


Of Truck Levy 


ALBANY.—The tax collector is 
going to turn highwayman soon 
and stage a surprise crackdown on 
“gypsy” truck owners who evade 
the state’s weight-distance tax. 

Tax Commissioner George M. 
Bragalini gave advance notice to 
the trucking industry that “very 
soon” unexpected road blocks will 
be set up in areas of the state to 
check on weight tax violators. 

The locations will not be known 
until the tax officials and state 
police arrive on the spot, he warned. 

Bragalini said, “Our drive is 
aimed against deliberate violators 
who regularly by-pass permanent 
weigh stations to evade the tax and 
avoid routine checks for overload- 
ing.” 

All trucks with maximum gross 
weight over 18,000 pounds are sub- 
ject to the mileage tax. They must 
carry permit plates, showing the 
weight, and owners must file 
monthly tax reports and returns. 


Tractor Guide 


Technical Book Gives 
Basic Knowledge 
CHICAGO. — A _ comprehensive 
study of the two machines is of- 
fered by “Tractors and Crawlers,” 
published at $7.50 by the American 

Technical Society. 

Design and construction features 
are featured in the book, which 
covers principles of selection, main- 
tenance and repair. 

Chapters are included on sus- 
pensions and steering, engines and 
accessories, power trains, brakes 
and hydraulic systems. 


Car Titles Stolen 


OKLAHOMA CITY.—Thirty au- 
tomobile titles were stolen in & 
burglary at Clayton Brothers, @ 
used-car lot. Nothing else in the 
firm’s office was disturbed, police 
said. 
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idea are now being caught in their| run in Chicago during the annual 


own backwash. 


convention of the American Truck- 


Also granted that there are| ing Assns. Oct. 4-6. 


hundreds of cases of where modify- 
ing the specifications of a standard 
model truck will make it fit the 
user’s requirements better and 
produce a more economical or ef- 
ficient operation, it also invariably 
makes the vehicle cost him more 
money and certainly is giving the 
volume producer a very unhealthy 
and unpleasant pain in the produc- 
tion line. 

But it is now a part of the 
business, and I doubt if any of 
the leading makers would dare 
not to go along with field con- 
versions or at least fast factory 
modifications to give the buyer 
what he wants and, to a certain 
extent, what his hauling condi- 
tions need. 

Inasmuch as it is here and we, 
as an industry, have educated the 
buyer to know that he can get just 
about what he asks for, I can’t 
understand why heavy duty trucks 
aren’t designed to be modified in- 
sofar as changing of axles and 
engines are concerned at least. 

While I am far from being an 
authority, disclaim any claim to 
being an engineer or production ex- 
pert, and have only offered some 
suggestions for discussions’ sake, 
I can’t see why the advent of the 
automatic transmission won't 
greatly simplify the problem. 
Let’s take the case of a whole- 
sale meat man, for instance, who 
wants a standard truck in every- 
thing but the rear axle. He needs 
a heavier rear axle than is stand- 
ard on the tonnage truck he is 
buying, because his refrigerated 
body is heavy to start with and his 
load at the start of his run may 
necessitate more rubber on the 
ground to make him legal the min- 
ute he gets outside the city limits. 


> > . 


Here’s One Idea 


UT he does not need more 

power, since his load is a con- 
stantly diminishing one and the 
driver loses more time in his stops 
than he could possibly make up 
between customers, even with more 
power. A larger engine would not 
only cost him more to operate but 
more than likely would materially 
increase the cost of the job. 

So, if that truck was designed 
for field modification and was 
equipped with an automatic trans- 
mission, why couldn’t any well- 
equipped dealer or equipment dis- 
tributor slip out the single axle 
assembly, plus drive shaft and 
springs, and put in the bogie or 
trailing axle assembly with proper 
length drive shaft without taking 
the truck out of warranty any 
more than modifying a standard 
chassis for a dump body or to make 
a tractor out of it. 

Standard instructions, including 
measurements for the placement of 
the spring hangers, etc., could be 
attached to every assembly main- 
tained in well distributed field 
stocks. 

It might be a little more of an 
engineering problem to design a 
front end that could take either 
a six-cylinder or eight-cylinder 
engine or a diesel, but I firmly 
believe it could be done. 

And I don’t think it would take 
18 engineers in the field’ or hundreds 
of trucks held in modification cen- 
ters to do the job. 

Again, I say I am not an en- 
gineer and only throw this sug- 
gestion out for discussion—and I 
sincerely hope it starts something, 
for out of enough discussion may 
come a logical answer to an all- 
industry problem. 

If any of my readers do have any 
ideas, I hope that you will send 
them on to me, or copies of your 
letter if you make them to some- 
one else. I don’t expect any roses 
and I still think I am agile enough 
to dodge most brick bats, if not 
thrown too hard. At least my hide 
is pretty tough. 

. © a. 


Roadeo Plans 
TENTATIVE schedule has been 
set up for the 1957 annual Na- 
tional Truck Roadeo, which will be 


Contestants will be headquar- 
tered at the Sherman Hotel, and 
the registration desk will be open 
Oct. 3. from 10 am. to 8:30 p.m. 
A Roadeo drivers’ breakfast will 
be held at 7:30 a:m., Oct. 4, at 
which company men and safety 
men can join their drivers, 

The Roadeo itself will be held in 
the International Ampitheater An- 
nex. The semifinals will begin at 
10:30 am, that morning and the 
finals will be run off at the Ampi- 

theater Sunday, starting at 2:30 p.m. 
+ * + 


Defective Trucks Up 

A HIGHER percentage of trucks 
failed to pass the Inter-Industry 

Safety Check program this year 

than passenger cars. A total of 26.4 

percent of the 93,141 trucks checked 

failed to pass inspection, while but 


or 


EPP ot 


19.8 percent of the 1,417,679 cars 
failed. y 

Rear lights lead the faulty items 
on trucks, as it did on cars, but 
by a wider margin, 27.9 percent to 
23.6 percent. In fact, the first four 
items checked—rear lights, brakes, 
front lights and exhaust systems— 
failed in that order on both ve- 
hicles. 

Trucks then found glass, wind- 
shield wipers and steering to be 
the next most often found faulty 
items, Tires, which were fifth in 
cars, were eighth among truck 
items found not to be in safe 
driving condition, followed by 
rear view mirrors and horns in 
that order. 

This should point out to truck 
dealer service departments the tre- 
mendous market not only for cus- 
tomer labor but parts sales that 
can be tapped by giving truck cus- 
tomers a free safety check on slow 
service days. Lights, exhaust sys- 
tems, wipers, glass, tires and rear 
view mirrors are all replacement 
items on trucks. It is rare that 
they can be repaired. 

: o * 


Brakes on Grades 


IS no wonder that truck drivers 
are worried about holding their 
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Count on the Heil distributor in your area for 
real help when you’re after fleet sales. Whether 
your prospect needs three dump trucks or 30, 
your Heil man can help you present a complete 


Look 


truck package. 


He can come up with exactly the right com- 
bination—axle weights and load distribution, 
body capacity and overhang—to deliver the 


biggest possible legal payload in any area. 


Service like this gives you genuine sales 
advantages. Fleet buyers want facts before 
they buy, all the facts, and you’ll have them. 
You go in ready for action with a specific 
proposal that pinpoints the performance 


tne HEIL co. 


brakes steady on steep down grades. 
A recent check of a fully loaded 
truck made in Pennsylvania found 
that the brake temperature aver- 
aged approximately 415 degrees 
from shortly after application on a 
test hill to the bottom and reached 
a high of 550 degrees at the most 
critical point. 

Thus it is easy to see why truck- 
ers don’t fool with hydraulic brakes 
when operating in hilly territory. 
At even the mean average tempera- 
ture shown in this test, they 
wouldn’t have had any brakes prac- 
tically from the point of applica- 
tion all the way down the hill. 


transmission, 
negotiated this same hill safely 
with the driver never even hitting 


Ferguson-Steere Awarded 
Certificate of Safety 

ALBUQUERQUE. —A certificate 
of merit for “outstanding safety” 
has been awarded to Ferguson- 
Steere Motor Co. by the Texas 
Motor Transportation Assn. 

This is the fourth such award 
this year for the petroleum-trans- 
porting company. 


to your 


hoist units—now; (2) 


ers know and trust. 
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the brakes until he was ready to 
stop the truck at the bottom of 
the hill. State police and highway 
officials rode this truck in turn 
with the driver and were as- 
tounded at the difference in op- 
eration. This test perhaps 
Prevented the state of Pennsyl- 
vania from having more stringent 
— regulations than it now 


This same transmission in the 
fleet of a car hauler has increased 
the distance made by his drivers in 
eastern seaboard deliveries from an 
average of around 350 miles per 
day to 425 in eight hours. 

These are some of the results of 
automatic transmission operation 
that should go a long way toward 
offsetting the resistance that 
“habit” buyers may have against 
the higher price of the automatic 
transmission truck compared with 
the standard transmission equipped 
jobs. 

It may take a little selling and 
demonstrating, but that is the way 
to profitably sell trucks anyway. 

Harvester has recently published 
its MT-93 “Necessories” catalog 
that makes selling truck accessories 
a cinch, It is well illustrated and 
most complete, even to a page on 
“renewed” parts. 










HEIL distributor 


the fleet owner can expect from his trucks. 

And when you’ve made the sale, you can 
promise faster delivery because your Heil dis- 
tributor can (1) supply stock Heil body and 


provide fast, expert 


mounting service. What’s more, Heil is a 
manufacturer that contractors and fleet own- 


Let your Heil distributor help you go after 


their money. 


your next fleet sale with the facts and figures 
that will make your selling job easier and more 
effective. And most important, he can help 
you give your customers the most truck for 


MILWAUKEE 1, WISCONSIN 


Factories: 


Milwaukee, Wis., Lancaster, Pa., Hillside, N. J. 
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New Transmissions Challenge Dealers .. . 





Heavy Trucks Going Automatic 


(Continued from Page 17) 


sions are under different names, of 
course. 
a ae 
_— transmission has many ad- 
vantages for both operator and 
factory—and for the dealer, too, for 
that matter. 

Its hydraulic operation cush- 
ions the entire drive line from 
shock loads even in the hands of 
the most inexperienced driver, 
thus saving excessive wear on 
critical drive line parts. 

It gives the operator an auto- 
matic selection of six gear reduc- 
tions from a low-low of 148 to 1 
up to direct-drive 1 to 1. In gear 
changes, it locks up in whichever 
gear gives the engine the highest 
torque in all three driving ranges. 
This makes for utmost economy of 
operation as it eliminates “slip” 
except when starting. 

It prevents engine “lugging” and 
thus lowers upkeep and forestalls 
engine damage on the current high- 
speed engines. 

It has a built-in retarder, oper- 
ated by a floor pedal, that multi- 
plies engine braking power as much 
as six times and permits the driver 

to go downhill in safety at much 
greater speeds without fear of 
brake over-heating or failure. In 
fact, on most grades, and with full 
loads, the driver will seldom even 
have to “hit” his brakes for safe 


operation. 
: * . 


NTERNATIONAL HARVESTER 
CO., which currently has no 
plans for offering this transmission 
on its heavy-duty line for next year, 
will offer a new Select-O-Matic 
transmission which incorporates 
many desired features over the 
normal “stick-operated” sliding- 
gear transmission. 

This transmission, with its elec- 
tro-hydraulic clutch and high- 
efficiency torque converter, is 
claimed to deliver advanced truck 
performance and fuel economy 
while reducing driver effort 
through elimination of the clutch 


Positive control of gear selection 
is maintained at all times and auto- 
matic torque multiplication is 
achieved through the converter, 
which is said to double the torque 
transmitted to the wheels when 
starting and to prevent engine 
“lugging.” Driver effort is reduced 
by the fewer number of gear shifts 
required through the use of the 
converter. The electro - hydraulic 
clutch is disengaged for shifting by 
a button located under the gear 
shift knob. 

Now that all of the volume 
makers have gone to some type of 
automatic or semi-automatic trans- 
mission, the question arises of 
whether the widespread adoption 
of these units will help solve one 
of the current factory “headaches.” 

. * 7 


LL makers are aware of the 

great cost and multiplication of 
effort that follows the development 
of “modification centers” or stocks 
at home base where more-or-less 
standard trucks are rebuilt to meet 
the customer demand. 

This demand for complex speci- 
fications has grown on the in- 
dustry like “Topsy,” due partially 
to the seeming willingness of the 
volume producer to meet, as 
nearly as possible, the offerings of 
those makers who are set up to 
do practically a “custom” build- 
ing job, and partially to the in- 
sistence of a number of fleet 
operators who feel that they know 
more about engineering a truck 
than does the factory. 

Because the automatic transmis- 
sion takes the shock load off the 
power train and because it offers 
such a wide range of gear poten- 
tials, some truck experts are now 
wondering if most of the modifica- 
tions called for can’t be handled by 
the dealer with complete assembly 
exchange and without the necessity 
of practically re-engineering the 
truck to meet the change in axle 
or power requirements. 

It has been proven by a number 
of fleet men who have used auto- 
matic transmissions for some time 
that this type of power transfer 
unit will save materially on parts 
replacement, service requirements, 
will materially cut “down time” 


and lengthen the time between 
major overhauls, Some have found 
that it lengthens tire life, while 
one make of automatic transmis- 
sion has materially lengthened 
brake life. 

Everything points to a wide 
spread, if not, an almost universal, 
application of the automatic trans- 
mission when a large percentage 
of the truck operators come to 
know its ability to lower hauling 
costs materially. 

But that is not expected to come 
overnight. It may not come even 
as fast as the automatic has come 
into favor with the car-buying 
public. This is due.to inherent 
prejudices against anything new 
and not thoroughly understood, 
higher cost and professional driver 
antipathy. 

And that is where question Num- 
ber Two comes in. 

> + t 

'O GET wide and fast acceptance 

of the automatic transmission, 


truck users, dealers will have to sell 
the merits of the unit and demon- 
strate it under many types of 
hauls. 

There seems to be some doubt 
among many factory truck men 
as to how many dealers will in- 
vest in a heavy-duty truck 
equipped with an automatic 
transmission to use as a demon- 
strator and keep it in operation 
among their prospects long 
enough to get “the door opened” 
to the automatic transmission in 
their areas. 

There also seems to be some 
thinking that many salesmen will 
hesitate to try to sell automatic 
transmissions to truck prospects 
who talk only the conventional type 

of drive and who may or may not 
offer any price resistance. 

On the other hand, it is known 
that truckers will pay any reason- 
able amount for the type of truck, 
with the specifications, which they 
believe will produce low-cost-per- 


ltype of experienced operator, a 
slightly higher original price is 
more than offset by what he be- 
lieves will be savings in mainten- 
ance and operating costs. 

Thus it will be up to the dealers 
to marshal all of the facts regard- 
ing savings that should be possible 
with an automatic transmission on 
each particular operator’s haul. 

* * * 


7 ONE buyer, the important 
point will be elimination of 





down-time and lengthening the time 
between overhauls. To another, it 
may be the time saving made pos- 
sible in round trips. To still an- 
other, it may be the ability to ne- 
gotiate steep hills faster with safety. 

Many will be interested in the 
transmission’s ability to take the 
gear changing out of the hands 
of the driver, especially where 
competent drivers are scarce. 

Off-the-road operators should be 
interested in the ability of the auto- 
matic to fit the gear ratio to the 
terrain and the engine with pre- 
cision and do this many, many 
times in a comparatively short haul 
such as is found in strip mining and 
logging. 

Eventually, the dealer who really 


especially among the heavy-duty-| mile operation. Actually, to this| “works” the automatic transmission 
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in his area will find that profes. 

sional drivers will become his be 

salesmen once they have had ex. 

perience in driving such a trucl:. 
* * * 


der of the things the dealer or 

his salesman should guard 
against with the professional] driver 
is to not, under any condition, try 
to tell him how to drive. The dealer 
should approach this subject on the 
basis of explaining how the trans- 
mission functions and what hap- 
pens when each gear change igs 
made. Thus, the driver’s ego is not 
bruised. 

Still another operational ad- 
vantage of the automatic trans- 
mission in truck work is the 
ability it gives the driver to 
— out of deep ruts, snow and 


Around the industry, the experts 
firmly believe that the automatic 
transmission will become the “king” 
of the power train and that 1958 
will be its real year of introduc- 
oat especially in the heavy-duty 

eld. 





The AUTOMOTIVE NEWS ALMANAC igs 
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Ceramics Called 
Answer to Problem 
Of Clutch Heat 


LOS ANGELES.—The heat gen- 
erated in high-speed clutch engage- 
ment is so detrimental to organic 
facings that ceramic materials are 
enjoying increasing use in the auto- 
motive industry, according to J. R. 
Clark, sales engineer for Lipe- 
Rollway Corp., Syracuse. 


Clark addressed the Motor Ve- 
hicle Fleet Supervisors Training 
Conference at University of Cali- 
fornia at Los Angeles. 


He said ceramic compounds, de- 
veloped originally for extreme tem- 
perature conditions in airplane 
brakes, now are being used for 
heavy-duty clutches on tractors, 
trucks, buses, earth-moving ma- 
chinery and for industrial disk-type 
clutches and brakes. 

He told of a case in which a fleet 
owner used a clutch unit with cer- 
amic facing and obtained 75,000 
miles of wear, Upon examination, 
Clark said, the clutch still was in 


such excellent condition that it was | operated by the engine’s exhaust gases. This is said to increase the net horsepower 


reinstalled. 
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Diesel Engine with Turbocharger— 
The General Motors Detroit diesel four-cylinder 71-T model includes a turbocharger 


2, 1957 
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New GM Diesels Bow 











(Continued from Page 17) 


and longer engine life, he said, Its 
“fire ring,” a newly designed top 
compression ring, will also add to 
the piston life and to engine power, 
Hunter said. A high-capacity, low- 
speed blower, packing more fresh 
air into the cylinder, results in 
greater engine efficiency, he said. 
= * = 


“TQ\HESE improvements,” Hunter 

declared, “will give better high- 
way performance and measurable 
better economy than the present 


Fruehauf of Canada Opens 


Sales Center in Montreal 

MONTREAL. — Fruehauf Trailer 
Co, of Canada, Ltd. has officially 
opened its new Montreal sales and 
service center. 

Fern Mercier, Quebec regional 
manager, said further expansion 
in Eastern and Western Canada is 


without additional fuel consumption. 
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5 it for years. 
Pre-punched, riveted, precision, airplane 
for maximum strength with lowest weight c 
proved construction principles used over the 
- time-tested trailers and van bodies. 
oO Nothing new in design, no new-fangled ideas, 
q% structural characteristics are completely sound, well 
lished and accepted. 


ANDREWS INDUSTRIES, INC. 


PLEASE SEND WITHOUT OBLIGATION SPECIFICATIONS AND PRICES ON THE LOADSTAR. 


planned. 





ind facilities 
Ss is not something ne 


All complex parts are stamped, precisic 
pre-punched, and riveted for complete uni- 
formity—what does this mean to you? It 
means that every piece fits perfectly and 
nothing is left to the individual worker's 
judgement— it will only go together one way! 
It means that in cases of damage by accident, 
replacement parts are immediately available 
for shipment on receipt of order—and that 
your repoir job is quick, simple and in- 
expensive. 

Jig assembled throughout, just like every 
other high quality mobile product in the 
Andrews line. You are assured of perfect 
alignment from one end of the body to the 
other. Because its “jig built,” gussets and 
other reinforcing members used throughout 
at points of greatest stress are always 
installed in the exact spot for greatest 
strength with lightest weight. 

This is probably the most important to you— 
Andrews always backs up the field per- 
formance of its equipment. Our name on 
a product is your assurance that we do not 
consider it completely sold-until it has given 
you its full measure of the use you paid for 
when you bought it. 

Here at Andrews we are very proud of the 
results—THE LOADSTAR. We commend it to 
you as the finest product available on the 
American market today. You will be com- 
pletely satisfied with an Andrews. 


| 
I 
| 
I 
PIII -ccxsssneninpincenintneienephiaheiemiiaiaiiae 
| 
| 
| 
| 
‘ 






























200,000 to 250,000 miles between 
overhauls.” 

The four-cylinder 71-E has a 
basic brake horsepower rating of 
140 at 2,100 r.p.m., the six-cylinder 
is rated at 210 horsepower at 
2,100 r.p.m, The engines are rated 
at 1,500 feet elévation, at 90 de- 
grees Fahrenheit, a purposely 
conservative rating method to 
allow truck manufacturers to 
choose transmissions, differen- 
tials and tire sizes for required 
on-the-road performance without 
de-rating, according to Hunter. 

The 71-T series includes a turbo- 
charger operated by the engine’s 
exhaust gases, which increases net 
horsepower without additional fuel 
consumption. 

Trucks testing the 71-T engine in 
the six-cylinder model have in- 
creased fuel mileage by as much as 
15 percent, he said. The four- 
cylinder 71-T has a rated horse- 
power of 171 at 2,300 r.p.m., the 
six-cylinder is rated 236 at 2,100 
r.p.m. 





Valve Assembly— 


Shown above is the cylinder valve as- 
sembly in General Motors Detroit diesel 
series 71-E engine for trucks. Each cylinder 
has four exhaust valves for foster and 
more complete scavenging of used gases. 
Larger air-intake ports in the cylinder 
liners also contribute to improved engine 
breathing. 


Truck Executives 


Told They Face 
Driver Shortage 


DETROIT.—Truck company op- 
erators have been told the industry 
will face an acute shortage of quali- 
fied over-the-road drivers unless it 
begins taking steps to train young 
men. 

N. J. Catsinas, vice-president, 
Denver-Chicago Trucking Co., ex- 
plained to a meeting of the eighth 
annual National Forum on Truck- 
ing Industrial Relations that many 
of the present over-the-road drivers 
will be coming up for retirement in 
the next few years. 

He said if the whole industry did 
not take steps to train men to re- 
place those eligible for retirement 
there would not be enough trained 
personnel to meet the quota of 
drivers that will be needed to man 
the ever-increasing number of 
trucks in the industry. 

Catsinas said the majority of 
companies in the industry have not 
planned far enough ahead with the 
result that there is a shortage of 
drivers as well as mechanics, secre- 
taries and machine operators. 

Speaking on a panel discussion of 
“Motor Carrier Industrial Relations 
Programs,” Catsinas said a recent 
realization for the need of an in- 
dustrial relations department within 
trucking companies has been 
brought about by the tremendous 
and rapid growth of the industry. 


Intervals Regulated 


LANSIN G.—Michigan Gov, G. 
Mennen Williams has signed into 
law a bill requiring that highway 
distances between trucks must be 
sufficient to allow passing vehicles 
to weave in and out without danger, 





FORD FAMILY OF FINE CARS A weekly roundup of news and views 


for our dealers 


CLEARINGHOUSE why it’s great for you to be a dealer 
in the Ford Family of Fine Cars 


1d one more reason 


DA Years on 


THE FIRST FORD 





THE FIRST MERCURY 


THE FIRST CONTINENTAL 


THE FIRST THUNDERBIRD 


The green and white “E” emblem—sign of a new Edsel dealership —the 
newest member of the Ford Family of Fine Cars’ dealer organization. This 
emblem represents . . . our faith in the expanding American economy . . . 
our aim to broaden and increase market coverage . . . our purpose to 
strengthen the sales of every member of the Ford Family of Fine Cars. 








No. 46 OF A SERIES 


Vhe American load 


and now 
the newest 
member of 


the Ford amily of Hine Cars 


the first b DS - | 





A brand new car is truly something special . . . as special in 1958 as 
it was in 1903! Perhaps even more so. 

In any event, as Americans, we're all pretty susceptible to that 
wonderful malady called “new-car fever.” The symptoms: excitement— 
enthusiasm—curiosity. 

So step right up . . . take a close look at the vital statistics of this 
proud new member cf the Ford Family of Fine Cars. Meet the Edsel . . . 

# SERIES: Ranger, Pacer, Corsair and Citation. 

18 MODELS: Citation Series: 4-Door Hardtop, 2-Door Hardtop, 
Convertible. Corsair Series: 4-Door Hardtop, 2-Door Hardtop. Pacer 
Series: 4-Door Hardtop, 2-Door Hardtop, 4-Door Sedan, Convertible. 
Ranger Series: 4-Door Hardtop, 2-Door Hardtop, 4-Door Sedan, 
2-Door Sedan. Station Wagons: 4-Door, 9-Passenger Bermuda; 4-Door, 
6-Passenger Bermuda; 4-Door, 9-Passenger Villager; 4-Door, 6-Passenger 
Villager, 2-Door, 6-Passenger Roundup. 


ROOMY DIMENSIONS: (Citation 4-Door Hardtop) . . . wheelbase 
—124 inches; over-all length—218.86 inches; over-all width—79.84 
inches; over-all height—56.83 inches. (Ranger) . . . wheelbase—118 
inches; over-all length—213.17 inches; over-all width—78.82 inches; 
over-all height—56.42 inches. 

2 V-8 ENGINES: the E-475 ... 
ratio—10.5 to 1. The E-400... 
ratio—10.5 to 1. 

SPECIAL FEATURES: Teletouch Drive—Self-Tightening Brakes— 
Contour Front Seat—Dial-Temp Air System—Rear Deck Opener— 
Engine Tachometer—Personalized Instrument Panel— Visual Warning 
Lights. 

This, then, is the Edsel ... newest expression of Ford Motor Company 
leadership! Young-minded leadership backed by 55 vears of solid 
experience in setting the pace on the American Road! 


torque—475 lb. ft.; compression 
torque—400 lb. ft.; compression 


FORD MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


The Ford Family of Fine Cars 


FORD e THUNDERBIRD ¢ MERCURY eLINCOLN e CONTINENTAL 
FORD TRUCKS e¢ TRACTORS e FARM IMPLEMENTS 
INDUSTRIAL ENGINES 
AND NOW, THE NEW EDSEL 
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Highways and Safety cr 


Highway- User Taxes 
Continue to Increase 


A continuing trend toward in- 
creased highway-user taxes and 
broadened bonding authority, to 
raise additional funds for expanded 
highway construction programs, is 
revealed by an analysis of action 
taken by state legislatures this 
year. 

New, broadened or revised laws 
authorizing the issuance of state 
bonds for highway construction 
were enacted by Colorado, Dela- 
ware, Maine, Michigan, Minne- 
sota, New Hampshire, Oregon, 
Tennessee, Vermont and Wash- 
ington. 

State gasoline taxes were in- 
creased in Indiana, Nebraska, New 
Hampshire, South Dakota, Utah 
and Vermont, with a temporary 
gasoline tax boost enacted in Okla- 
homa for emergency purposes. 

Portions of state gasoline taxes 
levied on a “temporary” basis were 
extended in Connecticut and Iowa. 


| en eee 


Motor vehicle registration fees or 
other forms of highway-user taxes 
were boosted in a number of states, 
including Maine, North Dakota, 
Texas, Vermont and Wyoming. 

In contrast to the general up- 
ward tax trend, gasoline tax 
reductions were enacted in Mon- 
tana and Pennsylvania, while 
truck taxes were cut in California. 
Raised as a widespread issue in 

state legislatures this year in con- 
nection with highway financing 
were bills to require states to re- 
imburse public utilities in varying 
degrees for the cost of moving 
their facilities when necessitated 
by new highway construction proj- 
ects. 

Such bills were vetoed by the 
governors of Colorado, Kansas, New 
York, Pennsylvania, Rhode Island 
and Wyoming. 

They were enacted, however, in 
Idaho, Minnesota, Montana, New 


Bearings 


Mexico, North (Dakota, Oklahoma, 


Tennessee, Utah and Washington, 
with the validity of the measures 
being challenged in several 
instances. 


s fe 
Esso Helps Financ 
Tenn. Traffic ( ourse 


The University of Tennessee has 
been presented a $5,500 check by 
the Esso Safety Foundation to 
finance the second annual short 


course on traffic problems for the | © 


Southeastern area. 

A two-week course in traffic law 
enforcement for police officers, 
judges and prosecuting attorneys, 
will be co-sponsored by U-T and 
the Northwestern Traffic Institute, 
Aug. 19-30. ; 


+ * 
Border Traffic Up 8% 
Highway traffic crossing the 

U. S.-Canada border was nearly 
8 percent heavier in the first-half 
of 1957 than in 1956, rising to 7,- 
619,000 vehicles from 7,067,000, Ca- 
nadian Government reports. 

* + + 


Michigan Engineer Heads 


AASHO Design Group 
Carlos A. Weber, chief engineer 





Tired Tire— 


E. A. Whitehurst, left, director of the 
University of Tennessee highway research 
program, watches the school’s new skid 
machine at work. The automobile tire spins 
continuously on various types of concrete 
to test the skid-resistance of each type. 


Department, has been appointed 
chairman of the design committee 
of the American Assn. of State 
Highway Officials, according to A. 
E. Johnson, executive secretary of 
the association. 

Weber has been the Midwest 


of the Michigan State Highway | region’s member of the association’s 





There’s more than Quality Bearings 
in this box... 


You get a lot more than a fine bearing when 
you open a Federal-Mogul package. You 
get the assurance that the bearing is engi- 
neered for service. You can get technical help 
in tools, manuals and service information. 
Your jobber makes these available to you— 


FEDERAL-MOGUL SERVICE 


DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. 





FEDERAL nate 


1508 $B-20 


MULT TT 


and he is backed by Federal-Mogul Service, 
an organization specializing in your kind of 
work. And there’s one more plus: You know 
you’re joining the other fine mechanics who 
have made Federal-Mogul engine bearings 
number one in preference! 
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RESEARCH ¢ DESIGN ¢ METALLURGY ¢ PRECISION MANUFACTURING e SERVICE 





committee on planning and desi; n 
policies for several years, , 
* * om 


Iowa Editor Accepts Place 


On Hoffman Award Panel 


W. Earl Hall, editor of the Mason 
City (Ia.) Globe-Gazette, has ac. 
cepted appointment to the board of 
judges for the Paul Gray Hoffman 
Award for highway safety, accor. 
ing to the Automotive Safety Foun. 
dation. 

Hall will replace the late Arthur 


}|T. Vanderbilt, chief justice of the 


New Jersey Supreme Court. 

The award, established last April 
will honor persons engaged profes. 
sionally in highway safety. One 
recipient will be chosen annually 
for 10 years. 

+ + 


N. H. Asked to Reconsider 


Curb on Young Drivers 


The New Hampshire Legislature 
will be asked to reconsider a bill 
which would provide for probation- 
ary operators’ licenses for 16-year. 
olds, A similar measure was killed 
at the lawmakers’ previous session. 

Rep. Laurence M. Pickett, of 
Keene, said he would try to revive 
the proposal following two fatal 
accidents involving teen-agers in 
the Keene area within a week. The 
bill would allow revocation of the 
first two-year license for half of 
the remaining portion upon con- 
viction for any “moving violation.” 


Vehicle Speeds 
Remain the Same 
In °56 as in °55 


Studies of driving habits under 
conditions where motorists are free 
to drive at their desired 
showed average speed of all vehi- 
cles was 50.5 miles per hour dur- 
ing 1956, according to a summary 
by the U. S. Bureau of Public 
Roads, 

The average was obtained from 
716 speed studies conducted by 27 
states during 1956 and represented 
no change from the 1955 average. 
Observations on 381,123 vehicles are 
included in the studies. 

The average speed of cars was 
51.8 m.p.h.; trucks, 46.2, and buses, 
52.3. As compared with 1955, that 
was a slight decrease in car speed 
and an increase for trucks while 
bus speeds remained the same. 

Of the cars observed, 56 percent 
exceeded 50 m.p.h. and 17 percent 
exceeded 60. Twenty-seven percent 
of the trucks and 63 percent of the 
buses travelled more than 50 m.p.h. 


Driver Training 
Stirs Editors 


More editorial interest is being 
shown in the new [Illinois high 
school driver-training law than in 
any other motor vehicle bill passed 
by the 1957 General Assembly, ac- 
cording to the Chicago Motor Club. 

“What does it mean in terms of 
safety on the roads and what is a 
high school’s obligation to offer the 
course?” are the questions asked 
by editors and publishers at meet- 
ings where plans are being made 
for an Illinois Editor and Publisher 
Highway Traffic Safety Seminar 
Jan. 9-11 in Peoria. 

This interest has led to the en- 
gagement of Prof. Amos E. Ney- 
hart, long known as the “father of 
high school driver-training courses,” 
as a leader on the seminar pro- 
gram. Neyhart is head of the Insti- 
tute of Public Safety, Pennsylvania 
State University, and consultant 
on road training for the American 


Automobile Assn. 
> = - 


2 Safety Books Available 


To Michigan Motorists 


Two safety booklets have been 
made available to Michigan motor- 
ists. They are Michigan Traffic 
Accident Facts, compiled by the 
Michigan State Police, and Accident 
Facts, prepared by the National 
Safety Council. 

The State Police booklet notes 
that there were law violations in 
80 percent of fatal accidents last 
year, and that speed was the viola- 
tion in 47 percent of the cases. 

The safety council’s publication 
says that 29,084 persons died in 
the sinking of the Titanic, the Chi- 
cago fire, the San Francisco earth- 
quake and 49 other major disasters 
since 1865, compared with 40,000 
traffic fatalities in 1956. 
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Sales Conditions in Various Areas .. . 





Auto Market Reports 


Pittsburgh 


New-car registrations in the 
Pittsburgh area “reflected a fairly 
large increase” in the first week of 
August, according to the Bureau 
of Business Research of the Uni- 
versity of Pittsburgh. 

The bureau’s seasonally adjusted 
index of general business activity 
stood at 109.5 percent of the 1947- 
49 average during the week. It had 
been 111.6 a month earlier. 

After decreasing in the three pre- 
vious weeks, the steel-ingot rate 
rose to 82 percent of practical ca- 
pacity during the week. 

According to figures compiled 
by the Pittsburgh Automobile 
Dealers Assn., new-car registra- 
tions totalled 2,288 in June, com- 
pared with 2,063 in May and 4,183 
in June a year ago. 

By make, June registrations 
were: Chevrolet, 555; Ford, 467; 
Plymouth, 330; Oldsmobile, 131; 
Buick, 127; Dodge, 121; Pontiac, 
102; Mercury, 83; Chrysler, 72; De- 

Soto, 62; Cadillac, 58; Rambler, 24; 
Studebaker, 12; Nash, 8; Lincoln, 
6, and miscellaneous, 130.—(Leon 
M. Leffingwell.) 
> 


+ te 


Columbus, O. 


In the first 15 days of August, 
1,065 new cars were registered in 
Franklin County (Columbus), O., 
compared with 1,132 in the cor- 
responding period of July. 

New-truck registrations also de- 
clined, from 104 to 98. 

By make, new-car registrations 
were: Ford, 306; Chevrolet, 258; 
Plymouth, 124; Dodge, 97; Buick, 
51; Pontiac, 51; Mercury, 50; 
Oldsmobile, 48; Cadillac, 14; De- 
Soto, 14: Volkswagen, 13; Chry- 
sler, 10; Rambler, 7; Imperial, 5; 
Renault, 5; Lincoln, 4; Stude- 
baker, 3; Lioyd, 1; MG, 1; Metro- 
politan, 1; Nash, 1, and Tri- 
umph, 1. 

Truck registrations were: Ford, 
27: Dodge, 22; Chevrolet, 19; In- 
ternational, 11; GMC, 4; Divco, 3; 
Reo, 3; White, 2; Autocar, 1; Dia- 


mond T, 1; Studebaker, 1; Willys, 
1, and miscellaneous, 3. — (Bert 
Strang.) 
> > 
Denver 


July saw a gain in new-car regis- 
trations in Denver, with the total 
rising to 1,973 from the 1,594 re- 
corded in June. 

Truck registrations also went up 
—from 177 to 256. 

An increase in the sale of foreign 
cars was noted in July—indicating 
sales in this field are on the up- 
grade in Denver. A total of 91 were 
sold in July, compared with 48 in 
June. 

Among domestic autos, Chevro- 
let jumped into the sales lead for 
the first time this year, leading 
Ford 510 to 489. 

Other registrations were: Plym- 
outh, 219; Mercury, 109; Oldsmo- 
bile, 105; Dodge, 93; Pontiac, 93; 
Buick, 71; Rambler, 49; Cadillac, 
32; Chrysler, 25; Volkswagen, 17; 
DeSoto, 15; Lincoln, 15; Hillman, 
15; Studebaker, 14; Metropolitan, 
13; Simca, 13; Checker, 12; Im- 
perial, 12; MG, 8; Volvo, 7; Hudson, 
6; Renault, 6; Borgward, 2; English 
Ford, 2; Packard, 2; Porsche, 2; 
Triumph, 2; Continental, 1; Willys, 
1; Mercedes-Benz, 1; Goliath, 1; 
Jaguar, 1, and Morris, 1. 

New-truck registrations by make 
were: Chevrolet, 82; Ford, 81; GMC, 
29; International, 25; Dodge, 15; 
Kenworth, 4; Willys, 3; Studebaker, 
2; Autocar, 1; Diamond T, 1; Reo, 
1; White, 1, and miscellaneous, 11. 


—(Ira R. Alexander.) 
7 * * 


Omaha 


The see-saw sales battle between 
Ford and Chevrolet shows no signs 
of abating in Omaha during July. 

Chevrolet regained top spot for 
the month with 351 sales. Ford 
placed second, with 327, well ahead 
of the 160 recorded for Plymouth. 

Other top sellers were Oldsmo- 
bile, 96; Pontiac, 80; Mercury, 58, 
and Buick, 55. 

The month’s total of 1,298 com- 
pared with 1,191 registrations 
compiled in June. 

A few months ago, foreign-car 
sales could be counted on 10 fingers, 
but in July the total rose to 26. 


Sports-car dealerships are spring- 
ing up. 

The three leaders in truck sales 
during July were Ford, 50; Chevro- 
let, 47, and International, 45. Other 
makes brought the month’s total 





Dealer Hoebler’s Estate 


Is Valued at $157,000 

PITTSBURGH.—The estate of 
Joseph V. Hoebler, a Chevrolet 
dealer, was valued a $157,000 in an 
inventory filed last week. 

Mr. Hoebler was founder of Joe 
Hoebler Chevrolet at 902 Browns- 
ville Rd. He died in June, 1956. 


to 158, compared with 146 in June. 


—(Arthur R, Oleson.) 
* + = 


Manhattan, Kans. 

New-car sales in the first 13 
days of August in Riley County 
(Manhattan), Kans., were slightly 
below sales during a period from 
July 17 to July 31 inclusive. 

There were 40 new-car registra- 
tions in the August period, com- 
pared with 43 in the July period. 

Sales of used cars also slumped 
—from 164 to 141. 

In the truck department, declines 
were also registered. There were 
only three in the August period, 


compared to five new trucks regis- 
tered from July 17 to July 31. 


Used-truck sales also declined— 
from 14 to nine.—(George M. Hun- 


holz.) 
Toledo 


New-car sales perked up in 
Toledo and Lucas County, O., in 
July to top both the previous 
month and July, 1956, according to 
figures compiled by the Toledo Au- 
tomobile Dealers Assn. 


Sales totalled 1,821 last month, 
as compared with 1,657 in the pre- 
vious month and 1,795 in July a 
year ago. Nine listed makes showed 
a year-to-year decline for the 
month while 12 other makes and 
foreign cars were up. 

Up for the month were Cadil- 
lac, 44 as compared with 36 a 
year ago; DeSoto, 39 and 18; 
Dodge, 163 and 56; Ford, 469 and 
431; Imperial, 16 and 2; Mercury, 
91 and 69; Metropolitan, 1 and 
none; Plymouth, 207 and 161; 
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Rambler, 29 and none; Stude- 
baker, 27 and 3; Volkswagen, 11 
and none; Willys, 6 and 3, and 
foreign other than Volkswagen, 
20 and 8. 

Showing declines were Buick, 92 
and 167; Chevrolet, 371 and 509; 
Chrysler, 37 and 64; Hudson, 1 and 
6; Lincoln, 4 and 6; Nash, 3 and 16; 
Oldsmobile, 94 and 118; Packard, 
none and 3, and Pontiac, 96 and 
118, 

In the first seven months of 1957, 
new-car sales in the city and 
county totalled 12,905, while in the 
corresponding period a year ago 
the total was 12,807. 


Fire Sweeps Donaho 


BRYAN, Tex.— UTPS) — Eleven 
new and used cars were destroyed 
here when fire swept through the 
sales and service building of the 
Donaho Buick Co. The loss was 
estimated at $30,000. 





A TAG YOU NEVER SEE = 


yet it is of the utmost importance to you! 


This is the tag used without stint or favor by 
Perfection’s Inspection Department. 


It stops, dead in their tracks, any raw mater- 
ials, castings, machinéd parts, sub-assemblies, 
or, for that matter, complete bodies or hoists 
which do not meet the extremely high stan- 
dards of quality and workmanship insisted 
upon by the Perfection Steel Body Company. 


This tag is truly the “iron hand” which enforces 
Perfection’s system of rigid inspection and 
quality control. At every turn, at every opera- 
ation, “quality control” is the key word at 


Perfection! 


THE 


meagan 


aii 


Through this program of controlling quality, 
Perfection Steel Body Co. has rightfully earned 
and safeguards its reputation for turning out 
products that outlast, out-perform other makes! 


And it is this reputation for quality that means 
so much to the Distributors and Dealers hand- 
ling the Perfection Line. For Perfection Quality 
creates buyer preference and insistence that 
makes your work of selling easier — your net 


return more profitable. 


And we give full assurance that Perfection 
Steel Body Co. will never lag in its enforce- 
ment of quality control — its avowed purpose 


of building the best! 





THE WORLD'S FOREMOST BUILDERS OF TRUCK BODIES AND HYDRAULIC HOISTS 
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On the Financial Front... 


Firms’ Ist-Half Profits 
Top 1956 by 5 Pet. 


eee earnings generally 
are continuing to run slightly 
above last year’s level, conforming 
to the pattern revealed by the gross 
national product, industrial pro- 
duction and other overall measures 
of economic activity, according to 
Standard & Poor’s Corp. 

However, the analysts said, the 
rate of increase narrowed a bit 
in the second quarter. The year- 
to-year gain in profits was 7.2 
percent in the first quarter, but 
was trimmed to 5.2 percent for 
the first half. 

The oil industry played a major 
role in the year-to-year rise, it was 
reported. Combined net income for 
the first half would have been up 

only 1.1 percent without oil’s con- 
tribution. 

For the full year, Standard & 
Poor’s believes total corporate 


ahead of 1956 to establish 1957 as 
the second most prosperous year on 
record. 
* + * 

- THE second quarter, as in the 

first, the overall record con- 
cealed wide differences in the ex- 
periences of individual industries, 
S&P said. Thirty-three industries 
reported increases, while 22 showed 
decreases. 

The electrical industry rose a 
spectacular 41 percent, largely re- 
flecting Westinghouse’s recovery 
from last year’s strike, and the air- 
craft industry climbed 24 percent. 

At the other end of the scale, 
airline profits plunged 55 percent, 
nonferrous metals dropped 36 


dipped 20 percent. 

Profit margins still are caught in 
a squeeze, the report continued, 
since intense competition has made 


profits will be about 5 percent/|it more difficult for the average 


corporation to pess its increase in 
costs along to the consumer. 
* * * 


_— financial organization ex- 
pects sales to be high enough 
to maintain earnings for the rest 
of the year, The third quarter 
should top last year’s levels since 
there was a ste<! «trike in the cor- 
responding period of 1956. 

Overall, the report concluded, 
there is strong evidence that the 
economy will continue on a high 
plateau for some time ahead. 

+ * 


3M Reports Record Sales, 
Higher Profit in 2nd Quarter 


Minnesota Mining and Mfg. Co. 
has reported record second quarter 
sales of $92,102,939, compared with 
$78,789,396 in the second quarter of 
last year. Profit for the quarter was 
$10,070,799, compared with $9,110,249. 

Sales: in the first half were $181,- 
578,367, up from $154,495,586 for the 
first six months of 1956. Profit for 
the half was placed at $19,832,980, 
compared with $17,814,767 for the 
first half of 1956. 

. 


Pacific Finance Reports 
Rise in Volume, Income 
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“I hate to tell a man his busi- 
ness, Johnson, but put that book 
down when you’re talking to cus- 
tomers!” 





geles, reported that volume and 
earnings in the first six months 
of 1957 exceeded those of the cor- 
responding period of 1956. 
Volume reached $269,550,988, in- 


Pacific Finance Corp., Los An-| cluding $7,730,825 acquired by the 





_ with every 3 cases of any 
Du Pont N° “7” Products 


New Car Wax 

No. “7” Polish 

M. O. A. 

Liquid Anti-Rust 

Car Wash 

Cooling System Sealer 
Fast Flush 


Cooling System Cleanser 


(OR 4 CANS FREE 


Heavy-Duty Sealer 
Brake Fluid 

Spray Glaze 

Rubbing Compound 
“Dissolvo” 

White Tire Cleaner 
Chrome Polish 
Black-Rubber Dressing 


WITH EACH CASE) 


Clear-Rubber Dressing 
Waterless Hand Cleaner 
Foam Cleaner 

Tire Black 

Clear Windshield Sealer 
Auto Wax 

Speedy Cleaner 

Bug Remover 


NOW—A FULL-LINE DEAL FOR FALL—extra profit for you on 
every one of the popular Du Pont No. “7” Products above! This offer 
of new Du Pont Cooling System Sealer that seals faster, better than 
the five other leading brands is available for a limited time only to 


encourage early ordering. Stock up now and make even more profit 


on your profitable Du Pont No. “7” Line. 


Car Upholstery Cleaner 
Multi-Service Cleaner- 
Acid and Rust Inhibitor 
Gas Guard 

Windshield Washer Fluid 
Black Sealing Compound 
Touch-Up Enamel 
“Orel” Rubber Lubricant 


REG. U.S. PAT. OFF. 


BETTER THINGS FOR BETTER LIVING 


+++ THROUGH CHEMISTRY 


company’s four Canadian subsidi- 
aries, compared with $248,291,443 a 
year earlier. Net income for the 
1957 half was $3,087,598, compared 
with $2,255,684. 

* * 


-Tung-Sol Electric 
Tung-Sol Electric, Inc., Newark, 
N. J., first half report, 1957 vs. 1956: 
Profit, $1,602,697 and $1,296,654; 
sales, $30,962,132 and $25,433,558. 
* * aa 


Bullard 


Bullard Co., Bridgeport, Conn., 
first half report, 1957 vs. 1956: 
Profit, $546,948 and $827,707; sales, 
$20,380,859 and $21,835,042, 

+. * * 


Tidewater Oil 
Tidewater Oil Co., first-half re. 
port, 1957 vs. 1966: Revenue, $307,- 
698,000 and $259,161,000; earnings, 
$20,945,000 and $21,599,000. 
* * * 


Hertz 


Hertz Corp., first-half report, 
1957 vs. 1956; Revenues, $37,360,008 
and $27,702,269; earnings, $2,257,524 
and $2,045,881. 

+. = 


Pension Funds 
Of Corporations 


Hold $16.6 Billion 


Assets of pension funds of U. S. 
corporations had a total book value 
of $16.6 billion at the end of 1956, 
an increase of $2.4 billion during 
the year, according to the Securi- 
ties and Exchange Commission. 

Largest gains were among the 
funds of manufacturing firms with 
iron and steel and vehicle indus- 
tries leading the way. 

Most of the pension money was 
invested in dorporate bonds and 
common stock. Bonds accounted 
for 52.3 percent of the total while 
22.7 percent of assets was common 
stock. 

During the year the amount in- 
vested in corporate stocks and 
bonds and mortgages increased 
while holdings of U. S. Govern- 
ment securities were reduced. 

The statement of the year’s ac- 
tivities showed that interest on 
investments more than met total 
benefits and other expenses. Inter- 
est was $558 million. Benefits 
amounted to $544 million and ex- 
penses were $13 million for a total 
outgo of $557 million. 

The SEC survey did not include 
pension funds administered by in- 
surance companies. The Institute 
of Life Insurance previously re- 
ported assets of these funds 
amount to $12.3 billion at the end 
of 1956, a gain of $1.2 billion dur- 
ing the year. 


> 
Robertshaw-Fulton Reports 


Record Sales in First Half 


Record sales and increased profit 
was reported for the first half by 
Robertshaw-Fulton Controls Co., 
Greensburg, Pa. Sales were placed 
at $37,951,813 and profit at $2,553,- 
029, compared with sales of $35,758,- 
116 and profit of $1,959,098 for the 
first half of 1956. 


Second quarter sales were $18,- 
331,794, compared with $17,601,165 
in the second quarter of last year. 
Profit for the second quarter was 
estimated at $1,377,000, compared 
with $1,168,992 for the second quar- 
ter of 1956. 


* * * 
|Seiberling Earnings Top 
56 First Half by 12 Pct. 


First-half earnings of Seiber- 
ling Rubber Co. were 12 percent 
above those of the first half of 
1956, according to President J. P. 
Seiberling. He said he was “en- 

” because the increase 
was accomplished despite a 3 per- 
cent decline in net sales. 

Net income was $508,402; com- 
pared with $452,820 in the 1956 
period. Sales were $23,289,041, 
compared with $24,018,569 a year 
ago. 

. » = 

General Tire Directors 
OK 3-for-1 Stock Split 

Directors of General Tire & 
Rubber Co. have approved a pro- 
posal to split the company’s com- 
mon stock three-for-one. The 
proposal is subject to the approval 
of General’s common stockholders. 
who will meet Sept. 5. Shareholders 
of record on Aug. 16 are eligible to 
vote. If approved, the split will in- 
crease the number of authorized 
Shares from 2,500,000 to 7,500,000. 





———— 
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| News to Note... 





Truck News in Brief 


BALTIMORE. — Lewis W. Hig- 
gins, regional vice-president of 
Smith’s Transfer Corp., Staunton, 
Va., has been elected president of 
the Maryland Motor Truck Assn. 
Ward L. Bennett, Baltimore Trans- 
fer Co., was elected board chair- 
man. 

Elected treasurer was Marshall 
T. Brandt, Atlantic Coast Freight 
Lines. Robert W. Furtick, of W. T. 
Cowan, Inc., was named Maryland 
vice-president of the American 
Trucking Assns. 

* * * 


Allied Van Sets Record 


For Shipments, Income 


BROADVIEW, Ill.— Allied Van 
Lines’ 700 movers hauled a record 
56,495 interstate shipments and 
piled up a record gross income of 
$16,970,837 during the first six 
months of 1957, according to Louis 
Schramm jr., president. 

Shareholders reelected Schramm, 
of New York, to his 10th term as 
Allied Van president, and reelected 
Richard LaBelle, Minneapolis, vice- 
president. New officers elected were 
James J. Barrett, Chicago, treas- 
urer, and David M. Liddle, Des 
Moines, secretary. 

* . = 
Missouri Trucker Honored 


As Driver of Year for 1957 


JEFFERSON CITY, Mo.— Lt. 
Gov. Edward V. Long, acting for 
Gov. James T. Blair, and more 
than 100 of Missouri’s leading 
citizens gathered here to honor 
Ernest Roedel, New Franklin, 
Mo., the truck industry’s national 
“driver of the year for 1957.” 

Roedel won-this highest honor 
among the nation’s six million 
truck drivers for his heroism in 
saving the lives of two small 
children after both parents had 
been killed in an automobile 
accident near Boonville, Mo., and 
for his 500,000-mile, no-accident 
safety record as a driver for 
Freight Ways, Inc., Wichita. 

> * > 


10-Bus Contract 


LOUISVILLE.—Louisville Motors 
(Ford) has been awarded a contract 
by the County Board of Education 
for 10 school buses at a contract 
price of $57,533, This purchase will 
increase the county school fleet to 
220 buses. 

> 


$7.8 Million Truck Order 


Given to Mack by Army 

PLAINFIELD, N. J.—Mack 
Trucks, Inc., has received a $7,864,- 
290 contract from the U. S. Army 
Ordnance Corps for production of 
10-ton cargo trucks. 

P. O. Peterson, Mack president, 
said the vehicles will be manufac- 
tured at the company’s Allentown 
(Pa.) plant. Deliveries are sched- 
uled to begin late in the year, and 
conclude by August, 1958. Mack is 
now completing production on a 
previous $13 million order for the 
vehicles. 


Four Wheel Drive 
Five New Outlets 


CLINTONVILLE, Wis.—The fol- 
lowing dealerships have been fran- 
chised to handle Four Wheel Drive 
trucks: 

General Truck & Equipment, Inc., 
St. Paul; Humphrey Truck Sales, 
Milwaukee, and Vivian Equipment 
Co., Ames, Ia. 

J, B. Gormely, Reading, Pa, and 
Fire Appliance & Supply Co., Okla- 
homa City, have been appointed 
dealers for FWD fire apparatus. 

* ” * 


Canadian Truckers Seek 
Change in ‘Lord’s Day’ Act 

OTTAWA.—The Canadian Truck- 
ing Assns. want a change in the 
Lord’s Day Act to allow some lift- 
ing of the present ban on Sunday 
trucking in Canada and it is re- 
ported here that the Association 
may petition the Canadian Govern- 
ment for such an announcement. 

At present, all highway trucking 
from 10 p.m. Saturday until mid- 
night Sunday is banned. 

The change favored by CTA is 
that regulations should allow a 
selective lifting of the ban so that 
long-distance traffic on an inter- 
provincial basis through little-used 


o 


Lists 


areas be continued to complete 
runs. The CTA will seek the ap- 
proval of all provincial trucking 
organizations for this change be- 
fore presenting it to the Federal 
authorities here. 

+ 


; + + 
Copco Adds ‘93’ Trailer, 
Names Five Distributors 





maintaining program consistency 
among the Bureau of Public Roads, 
Civil Aeronautics Administration, 
Defense Air Transportation Admin- 
istration, Maritime Administration 


and the Weather Bureau. 
* * * 


Fruehauf’s Westfield Plant 


Wins Safety Contest 

HOT SPRINGS, Va—The West- 
field (Mass.) plant of Fruehauf 
Trailer Co. is the winner of the 1956 
plant safety contest of the Truck- 
Trailer Manufacturers Assn. 

Five runners-up were the Berke- 
ley (Calif.) plant of Trailmobile, 
Inc.; Great Dane Trailers, Savan- 


DETROIT. — Copco Steel &| ah, Ga.; Ft. Wayne (Ind.) plant of 
Engineering Co.’s_ trailer division Fruehauf; Utility Trailer Mfg. Co., 


has introduced the Model 93 trailer| L4 Puente, 


which features a low floor-level. 
The division has named five new 
distributors — Charles W. Walsh, 
Boston; 
Conn.; Thomas E. Martin, Dayton, 


O.; Howard V. Kreider, Akron, and b 


Jerome M. Carberry, Chicago. 
= + 


Margolin in U. S. Post 
WASHINGTON. — Edward Mar- 


Calif.. and Dorsey 
Trailers, Inc., Elba, Ala. 
+. = * 


Boston Transit Firm 


Paul J. Motto, Hartford,! Buys 40 Mack Buses 


PLAINFIELD, N. J.—Sale of 40 
uses to Eastern Massachusetts 
Street Railway Co., Boston, has 
been announced by Mack Trucks, 
Inc. 

Robert W. Tyson jr., manager of 


golin has been appointed assistant| Mack’s bus division, said delivery 
to Louis Rothschild, undersecretary | of the new diesel buses will begin 
of commerce for transportation. He|in the late fall. They will be of 


will assist 


in establishing and | 45-passenger capacity. 








Wong Operates Fruehauf Fleet— 


Shown is one of the Fruehauf high-cube trailers operated by Chun Wong, Inc., 


Los Angeles. Wong is said to have obtained a volume increase up to 30 percent 
through the use of the Fruehauf trailers. The firm delivers its frozen food products 


| to distributors who arrange for delivery by refrigerated motor carriers to various 
| consumer areas. 





wey at ee 


ie 


- Fer ¢ 
ae - 
5 


i 
€ 


Re 
ge 


pie we: 


bia ay 


ge : . .. the world! 


ge Meg eS ae —— P 
ee : ’ rr 
#% . \ . . ee , 


em 








The Economy of Quality 


Naturally, the first cost of any school coach is im- 
-portant, but the price tag is only part of the picture. 
True cost is also the number of years of service 
you can expect; the cost of daily operation and the 
amount and frequency of maintenance necessary to 
keep it in serviceable, operating condition. 
Dependable year-after-year operation is one of the 
reasons Superior Coaches are favorites among men 





who know-—the choice of more than one out of three, 


‘in fact. They know that Superior quality also means 


economy . .. the economy of rugged construction and 
engineered safety that insures reliable performance 
day after day, year after year. 

We'll be glad to demonstrate the many advantages 
of the finest bus you can buy. Write, wire or phone 
collect today. 





SUPERIOR COACH CORPORATION 
Plants In Lima, Ohio + Kosciusko, Mississippi 
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ESPITE our national debt of 

$273 billion—with an interest 
load of nearly $7%  billion—top- 
level reports from Washington pre- 
dict that the automobile business 
in 1958 will be “very good.” 

True, car sales are slow now, but 
next year motor vehicles bought in 
the auto boom three years ago will 
be clear and ready to be traded in 
on new ones—by those who don’t 
trade every year or two. 

This national debt—only $2 bil- 
lion under the ceiling Congress 
imposed—piled up principally in 
the war years. Unavoidably then, 
the Government’s income —like 
the income of some of the rest 
of us now and then—was less 
than the outgo. 





Yet, though the new issues carry 
a higher rate, the average interest 
of all the outstanding bonds is only 
2.8 percent. As long as the Govern- 
ment can borrow billions for as 


little as that, the country looks | 


pretty sound, financially. 

Business, of course, must keep 
progressing — and watchdogs in 
Congress and the Treasury should 
fit the nation’s spending engine to 
the country’s income body, not this 


| time by Fisher but by Fisher’s com- 


modity index, by our countrywide 
purchasing power and our indus- 
trial assembly line. 

* * * 


Dazed by Statistics 


ERMANY guffawed in 1940 
when we said we’d build 50,000 


|war planes in a few months. We 


built many more in less time. Our 
enemies always underestimate our 
industrial capacity and quick con- 
version. And our superlative know- 
how. 

Which somehow reminds me of 
the recent steel price rises. Justi- 
fiable or not? I don’t believe any- 
one knows the answer to that one. 
Management and labor—men with 
at least one hand firmly on the 
economic steering wheel—probably 
know more about it than those of 
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the Star Spangled Banner at ap- 
propriate moments. 


But then who isn’t in a daze 
about economic prophesy—and sta- 
tistics? 

This is the sort of thing I mean: 

The latest report of the Confer- 
ence on Economic Progress de- 
clares that “the central problem is 
the inadequate rate of real eco- 
nomic growth because of under- 
consumption, resulting in excess 


=| production—and excess unemploy- 





Studebakers fo Patrol Maine Highways— 


The first of 40 new Studebaker special police cars are shown just before loading on 
driveaway trucks. The cars, specially designed to meet the needs of patrolling high- 
ways, will be delivered by three Maine dealerships, Cassidy's Service Station, Houlton, 
Me.; Gagnon’s Garage, Sanford, Me., and Marden Motor Co., Augusta, Me. Allan E. 
Fitzpatrick, right, S-P fleet sales manager, and Elmer Danch, S-P publications super- 
visor, inspect the new cars prior to shipping. 


us who read public relations state-| tistics. And, like the smart little 
ments. smooth-haired terriers of the cir- 

Conflicting statisics and pre- | cus, statistics can be made to 
dictions by experts leave one in a | jump backwards through hoops, 
daze. But this is the age of sta- | or—like trained seals—to play 





... because they went to their doctors in time 


Many thousands of Americans are being cured of 
cancer every year. More and more people are 
going to their doctors in time. That is encouraging! 


But the tragic fact, our doctors tell us, is that every 
third cancer death is a needless death... twice as 


many could be saved. 


A great many cancers can be cured, but only if 
properly treated before they have begun to spread 
or “colonize” in other parts of the body. 


YOUR BEST CANCER INSURANCE is (1) to 
see your doctor every year for a thorough checkup, 
no matter how well you may feel (2) to see your 
doctor immediately at the first sign of any one of 
the 7 danger signals that may mean cancer. 


For a list of those life-saving warning signals and 


other facts of life about cancer, call the American 
Cancer Society office nearest you or simply write 
to “Cancer” in care of your local Post Office. 


American Cancer Society oy 


ment.” 
+ a * 


Speaking of Interest .. . 


THE other hand, the Federal 
Reserve Board announced that 
unemployment is far from the low- 
est point—about 4 percent of our 
workers. 

The Reserve Board says the 
production index stands at 143 
compared with 147 in December. 
This makes it seem that the eco- 
nomic growth of 1957 is partly on 
paper, swelled by inflated prices 
—up 3 percent in last year’s last 
nine months, and still rising. Our 
1939 dollar is worth 49.8 cents 
today. 

A labor researcher says wage in- 
creases from 1939 to 1956 followed 
price increases. Yet Government 
economists say “the main cause of 
inflation is wage increases that out- 
ran the rise of productivity since 
last spring.” 

The consumer's wallet has a new 
bulge of $19 billion. Two-thirds of 
this— here come those statistics 
again—is spent for nondurable 
goods and for services. Most of the 
remaining third goes for taxes and 
savings—and only $1 billion for 
durable goods. 

The small outlay for durables can 
be accounted for by 1955’s install- 
ment buyers. Many of them are 
just now paying off. And many are 
prospects for fall buying. 

I’m too much of an optimist to 
believe that this prediction for a 
fall spurt will stall from some 
economic vacuum lock, I believe 
in the American businessman’s 
common sense. Since the depres- 
sion he’s learned to read cus- 
tomer-contract and dollar-signs 
handwriting on the wall. And he 
knows better than to price him- 
self out of the market. 


P. S. Well, our interest on our 
national debt—and it takes taxes 
all right—is on paper. But our in- 
terest is a new car with better lines 
. .- to make Mr. Guy and Mrs, Doll 
go to the window and envy ... is 
pretty apt to sell new cars next 
year. We're a motorized people of 
shopping centers, beaches and sub- 
urban friends. We like the best we 
can afford—and the newest. 


Profit-Sharers 
Adopt Panel Setup 
For N.Y. Parley 


NEW YORK. — The applicability 
of profit-sharing to the conditions 
found in representative types of 
business—manufacturing, advertis- 
ing and publishing, retailing and 
distributing, banking and broker- 
age and in small business organiza- 
tions—will be discussed at the 10th 
annual Profit Sharing Conference, 
Nov. 14-15, at the Commodore Hotel 
here. 

For the first time, the diverse 
problems of different industry 
groups and the types of profit-shar- 
ing plans most effective in each 
are being recognized by the Council 
of Profit Sharing Industries in its 
program for the conference, ac- 
cording to its chairman, Rawson L. 
Wood, president of Arwood Pre- 
cision Casting Corp., New York. 

Separate panels of executives who 
have wide experience in profit- 
sharing in their own industries will 
explain their companies’ plans and 
discuss their experiences for the 
benefit of others interested in 
applying profit-sharing in their own 
organizations. 

The council said that 5.5 million 
workers in 15,000 companies now 
share their firm’s profits and that 
746 new profit-sharing plans were 
approved by the Internal .Revenue 
Service in the first.quarter of 1957. 


Hose Distributor Named 

ROSELAND, N. J.—Eastman At- 
lantic Mfg. Co., Atlanta, has been 
named a warehousing distributor in 
Alabama, Georgia and Florida for 
Resistoflex Corp., manufacturers of 
precision hose and hose assemblies. 








Rendezvous for 24,851" Component Parts 


*an estimate by leading car manufacturers. 


From the motor line, from the chassis line, from 
the trim line, more than 24,000 separate parts 
and pieces flow to this point, are joined together, 
and move on along the line, a complete car now, 
just a few flourishes from final OK. 


Imagine the complex production problems 
which arise, particularly during model change- 
overs. To solve them requires a great deal of 
imagination, experience and, perhaps most impor- 
tant, information. Information about new prod- 
ucts, new materials, new methods, new tools, new 
legislation—and, of course, always, what's com- 
petition doing. 

The vendor, the manufacturer, the dealer, the 
service man—each must know what the other 
wants, has or needs. To gather, edit and publish 
this vital information is the job of the automo- 
bile industry's weekly newspaper: AUTOMOTIVE 
NEWS. 


To deliver this news—while it still is news— 
to 44,000 paid subscribers;—takes 14 experienced 
full-time editors and 106 on-the-spot correspond- 


ents constantly in touch with manufacturers, 
dealers, field representatives and service men. 


Little wonder then that through its 32 years 
of publishing, AUTOMOTIVE NEWS has come 
to be regarded by these men as their Newspaper 
of the Industry. Discover yourself the difference 
in interest your own sales story generates among 
automotive men when you place it with their 
must reading publication. 


Get the complete story on how AUTOMOTIVE 
NEWS has boosted the sale of other auto prod- 
ucts—and will do the same for yours. Simply ask 


your nearest AUTOMOTIVE NEWS representa- 

tive to call, at your convenience. 

186% of whom annually renew their subscriptions at the 
regular $8 rate. They are offered no preminms, cut rates, 
or special inducements. 

= 2 a 


NEW YORK: Edward Kruspak, Ray Billingham, Howard 
E. Bradley, Murray Hill 7-6871. 

CHICAGO: J. Goldstein, William H. Gallagher, 
State 2-6273. 

DETROIT: R. L. Webber, William R. Maas, Roy Holihan, 
Woodward 3-0495. 

LOS ANGELES: R. H. Deibler, Dunkirk 3-0303. 


Keeps you in FRONT of the fast-moving automotive industry. 
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HOIST—An underbody telescopic con- 
version hoist, designed especially for use 
under platform, rack and grain bodies, 
has been announced by Galion Alisteel 
Body Co., Galion, O. Known as Model 


44245, the hoist is said to effect im- 
portant hoist weight savings and to 
minimize truck frame distortion during 


dumping, due to its forward mounting 
on the chassis. Intended for use under 
bodies up to 14 foot in length on 1% 
to two-ton 84-inch CA chassis, the hoist 
has a rated capacity of up to 11 tons 
and a dump angle of 45 degrees. Twin 
4 inch 2-stage telescopic cylinders with 
leak-free chevron packing and built-in 
dirt wiping rings are said to afford maxi- 
mum trouble-free service life. A high 
speed gear-type pump, positive-acting con- 
trol valve and built-in reservoir are in- 
cluded with the hoist. 





RETRIEVER CRANE—The Watson Towboy 
retriever crane, manufactured by H. S. 
Watson Co., 1316 Sixty-seventh St., Emery- 
ville, Calif., includes models especially 
designed for new “Fordward Control" 
Jeep FC-150 and 170, as well as for the 
Universal Jeep and long wheelbase pick- 
up trucks. The Towboy will be marketed 
through the national Willys Jeep dealer 
organization. Once installed, the Towboy 
can be removed or remounted in five 
minutes to fit the Jeep for pickup or tow- 
ing service as required. It handles the 
majority of service calls now done by 
heavier equipment, it is claimed. The unit 
is hand winch-operated, with a two-ton 
lifting capacity. 

eo £ 
Tools for Ignition Jobs 

Screw starters with nylon handles 
are being offered by Owatonna Tool 
Co., 314 Cedar St., Owatonna, Minn. 
The starters are designed for igni- 
tion work on automobiles and other 
electrical jobs. 

> 
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TRUCK NEW PRODUCTS 


torsional spring suspension truck 
seat is now available in a special 
model for tilt-cabs. 

James J. Gibbons, director of 
sales, Bostrom Mfg. Co., Milwau- 
kee, reported today that the new 
tilt-cab suspension can now be ob- 
tained as optional factory installed 
equipment. The seat is manufac- 
tured by Bostrom Mfg. Co., 133 W. 


Oregon, Milwaukee, Wis. 
+ af * 





CRANE—Illustration shows a WC-3 PD, 
electric power drive, reinforced boom 
model mounted on a Willys FC-150. Pro- 
duced by Manley division, Douglas Mo- 
tors Corp., Milwaukee, the unit features 
any-angle pulling with free-swinging 
swivel nose. Installed easily on any truck, 
the crane weighs 370 pounds, has a pull- 
ing capacity of three tons and a boom 
capacity of three tons. 


Pathfinder Clearance Light 


Offered by Auto Lamp Mfg. 

The Pathfinder No. 669, a surface- 
mounted clearance light, is being 
offered by Auto Lamp Mfg. Co., 
2909 Indiana Ave., Chicago 16, Ill. 

The shatterproof plastic “cone” 
lens is mounted in a 3%-inch, metal 
finished roto-plate. The lights are 
available for either 6 or 12-volt in- 
stallations. 





MUD GUARDS—A line of extra-durable 
splash guards for trucks of all types is 
now available from Acme Rubber Mfg. 
Co. Division., Acme-Hamilton Mfg. Corp., 
115 Meade St., Trenton, N. J. These 
guards may be personalized by adding 
the name of the fleet owner or shipping 
company in embossed white rubber letters. 
Acme splash guards are deep enough to 
check road spray and to prevent damage 
to windshields of other vehicles, it is 
claimed. By providing adequate width to 
cover twin wheels, these guards alo 
reduce chassis corrosion, it is said. Stand- 
ard sizes include 24 x 20, 24 x 30 and 
24 x 36% inches 

tS a 
Spin-Lock Nuts Offered 

Spin-lock nuts are now available 
from Russell, Burdsall & Ward 
Bolt and Nut Co., 10 Slater St., Port 
Chester, N. Y., in sizes ranging 


from Number 8 to 12 inches. 
* > 7. 





CLEARANCE LIGHT — A flush-mounted 
clearance light, the Pothfinder No. 477, 
manufactured by Avto lamp Mfg. Co., 
2909 Indiana Ave., Chicago 16, Ill, is 
now available for trucks and trailers. The 
one-piece metal housing is finished in 
rustproof bright cadmium, drilled for two 
screws. its rubber gasket seals out dust 
and moisture, and cushions vibration, it 
is claimed. Available for either six or 12- 
volt installations, this new Pathfinder light 
comes with red or amber lens, two cp. 
bulb and wire. 


> > > 
3 Series of Dump Bodies 
Introduced by Daybrook 
Three dump bodies designed for 

handling stone, sand, asphalt mix 
and similar materials have been 
introduced by Daybrook hydraulic 
division, L, A, Young Spring & Wire 
Corp., Bowling Green, O. 

Known as Series 803, 930 and 
1030, the three lines come in a total 





of 22 models. Capacities vary from 


have been announced by Daybrook 
hydraulic division, L. A. Young 
Spring & Wire Corp. Bowling 
Green, O. 

Twenty models are available in 
platform lengths ranging from 8 
to 16 feet and a standard width 
of 95% inches. All bodies have a 
reinforced, heavy-duty understruc- 
ture. Both smooth and nonskid 
type platforms are available and 
stake pockets are provided as 
standard design. 





STEAM CLEANER — Kelite Corp., 81 
Industriol Rd., Berkeley Heights, N. J., 
has introduced a three-model series of 
direct-fired steam cleaners. The Mark 1, 
designed for light to medium duty, hos| 
an oviput of 120 gallons per hour. The) 
Mark Il, for medium to heavy duty, hos 
@ 200 g.p.h. ovtput. The Mark Ill, with 
an ovtpyt of 300 g.p.h. is designed for 
maximum duty. The oviput of all three 
Kelite steam cleaners is rated at 320 
degrees Fohrenheit. Eoch of the new 
Kelite steam clearers provides co positive 
displacement piston pump capable of de- 
livering its full rated ovtput hundreds of 
feet from the mochine; water-woll heat 
exchanger to provide maximum fuel econ- 
omy; end a gos or oil burner which 
provides instant starting. 

o> a 7a 








INVERTERS—A merican Television &| 
Radio Co., 300 E. Fourth St., St. Paul 1,) 
Minn., hos announced a line of Universal 
Inverters which are actually a combination 
of four Inverter designs in one unit. All 
ATR Universal Inverters provide 110 volts 





FORK LIFT—The Henry Tractor-Lift is said 
to offer job-site materials handling with 
“Sig tire’ mobility. Available at present 
for IHC and John Deere wheel and crawler 
tractors, the fork lift is produced by Henry 
Mfg. Co., Inc., 1700 N, Clay St., Topeka, 
Kans. The Henry handles any job a regular 
lift-truck can handle, with the added ad- 
vantages of big wheel traction and clear- 
ance, it is claimed. Three models are avail- 
able. Model TL-4316 features a three-rail 
mast. Its 16-foot lifting height telescopes 
to a 93-inch down height. Model TL-2310, 
also a three-rail lift, goes 10 feet high and 
has a 64-inch down height. The third 
model, TL-4210, has a two-rail mast, 
affording a 10-foot lift and 87-inch down 


height. 
* * >= 


Car-Wash Solution 


“No-Hoze,” a new type of car- 
wash fluid, is offered by Reliable 
Laboratories, Detroit. The company 
said one ounte of the solution in 
% of a pail of water is sufficient to 
wash a car. It requires no rinsing 
and is self drying, the company 
said. 





TRANSMISSION DOLLY—A hydraulically 
controlied sliding platform that moves 
forword and backward and tilts as re- 
quired, is listed as one of several ex- 
clusive feotures of the newly-designed 
heovy-duty truck transmission and differ- 
ential dolly offered by Cam Tool Co., Inc., 
| 1038 Lorkin St., San Francisco 9, Calif. 
| lt is rated ot 1,500 pounds. An additional 








WEATHERPROOF COIL—F & B Mfg. Co., 
4248 W. Chicago Ave., Chicago, Iil., 
announces its Filko heavy-duty coil as 
“absolutely weatherproof—fully operative 
even when completely submerged in 
water." Features of the coil are said 
to include 173 square inches of heat 
dissipation area for positive operating 





i‘ _| temperature control, exceptionally |ow 
LIFT GATE—A 1,000-pound capacity lift) current draw, assuring quicker cold- 
gate that mounts on any make or model! weather starting. Additional copper in 


of %, %, and one-ton truck without| windings and aluminum-finished, rust re- 
cutting or alterations to the truck body | sistant case. 

is being offered by Curtis Automotive e es 

Devices Inc., Bedford, Ind. Known as the 
Master Loader, it is offered in two models: 
Model P-1000 for express body trucks 
has a 54 x 28-inch platform and weighs 
325 pounds. Model S-1000 for stake body 
trucks has a 78 x 28-inch platform and 
weighs 450 pounds. The piatform is raised 
by torque-type lifting orms that lift the 
load straight up. Power to the gear driven 
arms is supplied by a hydraulic pump 
and cylinder combination. The pump is 
driven by an electric motor that operates 
on the truck's six or 12-volt system. A 
relief valve built into the pump protects 
the lift gate against dangerous overloads, 
it is claimed. 





TIRE CLAMP—Sav-A-Tir, shown above, is 
an inexpensive and effective clamp which 
locks the valve stem in stationary posi- 
tion and thus prevents the stem from 
being pulled into the tire, it is claimed. 
Sav-A-Tir reduces the possibility of tire 
fires by securing the tube through its 
lock on the stem. Trailmobile, Inc., Gen- 
eral Service Department, Thirty-first and 
Robertson Ave., Cincinnati 9, O. 





* + * 
Bostrom Torsional Seats 


Available on Tilt-Cabs 
Bostrom’s Level Ride 80 rubber 





three to 12 cubic yards. 
* > = 





VINYL COATING—A clear vinyl coat- 
ing for instrument panels or wherever 
gloss surfaces need to be dulled to elimi- 
nate surface glare has been introduced 
by Arndt-Palmer Laboratories, Inc., 17730 
Dora St., Melvindale, Mich. Known as 
Non-Glare Vinyi Coating, the product will 
alleviate this condition without detracting 
from the design or color of the panel, it 
is claimed. The coating can be applied 
with a brush or sprayed on after complete 
masking. i 

of 


Daybrook Lists New Series 


Of Platform Dump Bodies 


Completely new Series 806, 960, 
and 1060 platform dump bodies 


AC output ot 60 cycles with output wat-| hydravlic jock raises the platform to 39 


tages ranging from 80 watts to 600 watts. | inches. 
> > > > > = 





DUMP BODY—Anthony Co., Streator, Ill., is now manufacturing an all-purpose dump 
body designed especially for one-ton truck chassis. Called the Yard Bird, the body 
has a 1'4-cubic-yard capacity. The hydraulic hoist is the single cylinder, telescopic 
head-lift type, with a 61-inch stroke. Its high pressure cylinder has V-type packing 
and a five-ton capacity. Pump reservoir and valve are in a single unit, driven by 
Power take-off from truck transmission. The body itself is made of 12-gauge steel 
and has gussets for adding sideboards. Body is eight feet long. Formed steel cross- 
members and structural longitudinals give full support to the entire floor area. 


a em ee 


















By Martin L. Whitmyer 
Staff Writer 


Shoppers, purchasers and dealers 
all report that television dominates 
all other media in terms of aware- 
ness and recall, creating interest in 
the new cars, providing informa- 
tion about new models, and making 
the new cars look most natural 
and lifelike, a survey conducted 
for National Broadcasting Co. by 
Advertest, Inc., shows. 

Other highlights and conclu- 
sions of the study showed: 

1. Compared to all other media 


Affecting Factories and Dealers . . . 


Auto Advertising 
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s said combined, most dealers say that 
with television is the advertising 
meees medium which s ta nds out most 
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awler most word of mouth comment, is 
Henry the most effective in attracting 
peka, people to the showroom, and does 
gular the best job of pre-selling custo- 
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Perhaps they like the 
quiet dignity . . . the con- 
venient location...the 
seni warm and hospitable 
service. But whatever the 
reason—our registrations 
show that more people 
from Detroit stay at The 
cally Drake than any other 
eves city but one. We are al- 
- ways happy to have you 
ae . .and remember, it costs 
a no more to stay at The 
lac. Drake . 
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-| forts to one medium, six out of 10 


dealers say they would recommend 
television as the medium to be 
used. And over half of the dealers 
think the television advertising for 
their cars should be increased. 


3. The results of the study in- 
dicate there is considerable cor- 
relation between respondents’ 
viewing of programs sponsored 
by automobile companies and the 
make of car sold or purchased. 
With few exceptions the level of 
exposure to each auto-sponsored 
television program is higher 
among shoppers, purchasers and 
dealers for the sponsor’s make 
than it is for all shopper, pur- 
chasers, and dealers at large. 

The survey covered approxi- 
mately 4,500 purchasers, shoppers 
for new cars and dealers across the 

U. S. Purchasers included only 
those persons who had bought a 
new car not more than 30 days 
prior to the interview. 


Nearly all shoppers reported that 


they had recently seen or heard | 
advertising concerning the particu-| % 


lar make of car in which they were 
interested. Seven out of 10 named 
television as the source; less than 
half cited magazines or newspapers 
as the place where the advertising 
had been seen. 

The results, analyzed according 
to make of car, showed cases 
where television’s advantage over 
other media was more pro- 
nounced; for example, nine out of 
10 Dodge shoppers who were re- 
cently exposed to Dodge advertis- 
ing named television as the 
source. Less than three out of 10 
mentioned magazines, and fewer 
than two in 10 named newspapers 
as the place where they saw 
Dodge advertising. 

Television, according to the sur- 
vey, also is the dominant adver- 
tising medium in the minds of 
shoppers, with 61 percent of the 
shoppers reporting that television 
advertising stood out most strongly 
in their minds. Magazines were 
mentioned 18.8 percent of the time, 
and newspapers 11.8 percent. 

In answer to the question: 
“Which kind of advertising did the 
most to get your interest in looking 
at a particular make,” again tele- 
vision, according to the survey, lead 
other media by a wide margin. 
Television was mentioned by 45.3 
percent of the shoppers, while 
magazines registered 16.4 percent, 
and newspapers, 10.8 percent. 

According to an auto industry 
official, there is an impression in 
the auto manufacturing field that 
television tends to distort the ap- 
pearance of cars. This question 
was included in the study in or- 
der to test this contention. 

The results refuted the theory, 
with more than half of all shop- 
pers naming television as the 
medium which makes cars look 
most natural and lifelike. Maga- 
zines were mentioned by 32.7 per- 
cent of the shoppers and news- 
papers only 6.6 percent. 

Filmed road tests, new design 
and styling and slogan or theme 
song were the most remembered 
commercial elements by shoppers 
who viewed television programs. 

Chevrolet shoppers, in particu- 
lar, cited the slogan or theme 
song, while Chrysler Corp. shop- 
pers and Mercury shoppers em- 
phasized design and styling. 

More purchasers mentioned deal- 
ers or salesman than any other 
item as a source of information 
about their new automobile, but 
within the category of advertising, 
television was the principal medium 


by a wide margin. 
” om * 


Ford Ups Mecke 


Theodore H. Mecke jr., formerly 
executive assistant to Charles F. 
Moore jr., public relations vice- 
president, has been named general 
public relations manager of Ford 
Motor Co. 

Mecke joined Ford Motor in 1949 
as assistant public relations man- 
ager of the company’s southeastern 


region. 
* 


GM Tops U. S. Advertisers 


General Motors led U. S. adver- 
tisers in 1956 with an outlay of 
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$162,499,248 for promotions in news- 
papers, magazines, farm publica- 
tions, business publications, spot 
television, network radio and out- 
door. This compared with an ex- 
penditure of $170,381,860 in 1955. 

The expenditures for the Top 
100 Advertisers in the nation were 
compiled and published by Adver- 
tising Age. 

Ford Motor Co. placed third 
among the top advertisers with an 
expenditure of $88,650,000 in 1956, 
as compared with $72,942,694 in 
1955; Chrysler placed eighth with 
$60,093,289 in 1956, as against $68,- 
629,722 in 1955; American Motors 
was tied for 5ist with $14,500,000 
in ’56, compared with $18,000,000 
in ’55, and Studebaker-Packard 
Corp. finished in 57th place with 
$12,841,674 in ’56, as against $13,275,- 
209 in ’55. 

Total expenditures by the Top 100 
advertisers amounted to $2,079,623,- 
400 in 1956, compared with $1,850,- 
223,170 the previous year. 

* * * 


Grant Appoints Yagley 


Albin F. Yagley has been named 
media director for the Detroit of- 
fice of Grant Advertising, Inc. 

Before joining 
Grant, Yagley was 
employed by Mc- 
Manus, John & 
Adam~s, Inc., of 
Detroit for 17 
years, starting as 
a space buyer in 
1946 and rising to 
the position of 
assistant media 
director. He be- 
came assistant 
media director in 





A. F. Yagley 
1951. 

He began his advertising career 
in the co-op advertising department 
of Pontiac. 


* * * 


Kudner Names Morrissey 


Fred A. Morrissey has been trans- 
ferred from the New York office 
of Kudner Agency, Inc., to become 
Detroit manager for the Buick ac- 
count, succeeding Martin Rice who 
has resigned. 

Morrissey joined Kudner Agency 
in 1945 and has worked exclusively 
on the Buick account, dividing his 
time between New York and Buick 
headquarters in Flint. 

* ~ + 


FC&B Adds Hertz 


Foote, Cone & Belding has been 
named to handle advertising for 
the Hertz Rent-A-Plane System, 
Inc., subsidiary of Hertz Corp. 

Campbell-Ewald Co. will con- 
tinue to handle car rental and 
truck leasing advertising for the 
Hertz Rent-A-Car System., an- 
other subsidiary of Hertz Corp. 

* 


Damon Gall Dies _ 


Damon S. Gall, Detroit district 
manager of Farm Journal, Inc., 
died Aug. 15 in Henry Ford Hos- 
pital in Detroit. 

Before joining Farm Journal 11 
years ago, Mr. Gall was with 
Scripps-Howard Newspapers, Inc., 


for 22 years. 
>. = 


~ 
BBD&O Moves Office 

Batten, Barton, Durstine & Os- 
born, Inc., has announced the open- 
ing of a new office at 100 National 
City Bank Building, 629 Euclid 
Ave., Cleveland. The advertising 
agency formerly had offices at 1050 
Terminal Tower. 

+ ~ * 
Names 

Anthony Costanzo has been ap- 
pointed Dodge News Bureau repre- 
sentative in Grant Advertising’s New 
York office. He formerly was auto- 
motive public relations director for 
Upholstery Leather Group, Inc., 
and prior to that was auto editor 
for the Chicago Sun Times. 

x * * 

Remington Arnold, a veteran of 
20 years in the general advertising 
department of the Cleveland Press, 
is joining the Scripps-Howard gen- 
eral advertising department in New 
York. He has handled automotive 
accounts at the Press in recent 


years. 
* * 


+ 
Norman Traynor has been named 
director of radio and television by 
Brooke, Smith, French & Dorrance. 
Traynor has been serving as man- 
ager of the department since last 
November. 


a” ok og 
William D. Heyman has been 
appointed advertising account exec- 
utive with Ketchum, MacLeod & 




















DeSoto Wins Ad Award— 


J. L. Wichert, left, DeSoto advertising 
and sales promotion director, receives the 
National Denim Council Award for an ad 
“featuring DeSoto and denim in exciting, 
supporting roles."" Presenting the scroll is 
Joseph D. Andrews of J. P. Stevens and 
Co. 


Grove, Inc., Pittsburgh and New 
York advertising and public rela- 
tions firm. Heyman will supervise 
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the Pittsburgh zone Chevrolet deal- 
ers account, which includes adver- 
tising, public relations and mer- 
chandising work for 180 dealers in 
western Pennsylvania, southeastern 
Ohio, northern West Virginia and 
western Maryland. 
* + + 

Bettie K. Raymond has been 
added to the advertising staff to 
handle catalog preparation and re- 
lated creative duties for Parker 
Appliance Co., Cleveland, Miss Ray- 
mond has worked in the advertising 
departments of various Cleveland 
firms. 

= * + 

Richard L. McKee, formerly staff 
assistant, industrial relations di- 
vision, has been promoted to tech- 
nical editor in the public relations 


branch of Carborundum Co., Niag- 
ara Falls, N. Y. 
* + * 
Geyer Advertising, Inc., has ap- 


pointed Robert J. Hooper manager 
of the service department in its 
New York headquarters. At the 
same time, Angelo T. Cozzi was 
named manager of the print pro- 
duction department. Hooper pre- 
viously had served as assistant 
account executive in New York for 
the automotive division of Ameri- 
can Motors. 











FORD DEALERS... 


How to Help 
Frevent lomebacks 
on lied liar Sales 


Treat every car 
with Miracle Power® J 
to prevent sticky 
valves, noisy lifters, 
bent push rods 







Ford dealers have a good answer to one of the 
headaches in the used car business . . . comebacks 
due to sticky valves, noisy lifters, or bent push rods. 


Just treat every used car sold with Miracle Power, 
the approved supplemental lubricant. Miracle 
Power is all lubricant—does a job that even the 
finest of modern oils often cannot do. 

Its secret is specially processed synthetic graphite, 
held in suspension, which forms a graphite coating 
on metal surfaces. The lubricating film assures 
positive lubrication under all conditions, helps avoid 
valveand push-rod troubles, improvescompression. 


Try the Miracle Power treatment for used car 
service and reconditioning . .. 8 oz. in the crank- 
case, 8 02. through the car- 
buretor, 8 oz. in the gas tank. 
The cost is mighty small... 
the customer satisfaction 
you create is priceless! 





Distributed by | 

FORD MOTOR COMPANY | 

Ford Part No. 1A-19588-A | 

NOT A CHEMICAL ADDITIVE fcc. ce ces cece wees eee eee eee ee ee cintentpcieetihetn aia 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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Prices of ‘56s added and ’48s dropped in November, 1955. Prices of '57s added and '49s dropped in November, 1956. 
Figures alongside bars represent dollars. 


Market Trend 


The overall average price of 
used cars sold at wholesale auc- 
tion last week declined $6 to $873, 
according to Automotive News’ 
index. 

The downward trend was es- 
caped only by ’51s, which edged 
upward $1. 

Losses amounted to $15 on ’57s 
(bringing that model to a new 
low); $11 on 55s; $8 on ’56s; $8 
on '54s; $5 on 52s; $2 on ’53s, and 
$1 on ’50s. 

At a group of representative 
auctions last week, the average 
consignment was 198.9 units, of 
which 664 percent were sold. A 
week earlier, the sales ratio was 
64.6 percent on an average con- 
signment of 175.2 units. 

Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 


drive, and (ps) indicates power 


steering. 
* * 


BUFFALO, N. Y. 


(Thruway Auto Auction, Sale every Mon- 

day. Prices are for sale of Aug. 19.) 

(Seventy percent of entries sold in 
brisk fast sale today. Sold 56 cars out 
of 81 consignments.) 

BUICK—’55 Super 4-dr., $1,350*° (ps). "54 
Special 2-dr., $985*, $750. "53 RM Hard- 
top, $460*° (ps). ‘51 Super Hardtop, 
$145°*. 

CADILLAC—’53 coupe de Ville, 
"52 (62) conv., $815*° (ps). 
conv., $525°*. 

CHEVROLET—'56 Two-ten (8) 2-dr., $1,- 
a 'S4 Bel Air 4-dr., $725. '53 Two-ten 

4-dr., $550°; 2-dr., $495, $455, $430. 

| DODGE— 'S4 Coronet (6) 4-dr., $475*; 
Meadowbrook 2-dr., $475. °53 Coronet 
(6) 4-dr., $460°%; 2-dr., $370*; coupe, 
$280° ; Meadowbrook, $265°: 4-dr., $235°. 
"52 Coronet Hardtop, $350, $325*; Mead- 
owbrook 4-dr., $195. 

FORD—'55 Sunliner (6) conv., $675. °54 
Hardtop, $800; Custom Victoria, $700*. 
"53 Ranch Wagon, $700*; Custom (8) 
2-dr., $625*; sedan, $595. ‘52 Victoria 
© Hardtop, $375*. °51 Custom (6) 2- 

$200° 

LING OLN—’'53 Capri Hardtop, $760* (ps). 
"52 sedan, $500. 

* [-RCURY—’55 Custom 2-dr., $1,175*. "54 

Montclair 4-dr., $635° (ps). 


$1,310°*. 
"50 (62) 





NASH—’52 Ambassador 4-dr., $185. 
OLDSMOBILE—’55 (88) Hardtop, $1,435*. 


54 (88) 2-dr. $1,200* (ps). '53 Super 
(88) 4-dr., $775*, $700*. 
PACKARD—’52 Clipper 4-dr., $165*. 


PLYMOUTH—’56 Savoy Hardtop, $1,425*. 
'55 Belvedere (6) 4-dr., $1,075*. ‘53 
Cranbrook 2-dr., $435. 

PONTIAC—’55 Star Chief Hardtop, $1,- 


200*; conv., $1,100*. "52 Chieftain 2-dr., 

$115. ‘51 Chieftain (6) 4-dr., $195°*. 
RAMBLER—’56 4-dr., $1,275. 
WILLYS—’54 4-dr., $300. 


MISCELLANEOUS—’51 Frazier sedan 4- 


r., $105. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale Aug. 16.) 

(Market was strong. We had an excep- 
tionally good run of sharp cars. Solid 
200 cars out of 282 consignments.) 


BUICK—’'56 Century station wagon, 
200° (ps); Special 2-dr., $1,590*; 
conv., $1,580° (ps). '55 Special conv., 
$1,200*° (ps); Riviera, $1,100°. °54 Spe- 
cial 4-dr., $800*, $725*. ‘53 RM 4-dr., 
$690* (ps). °52 Special Riviera, $225*. 
"51 Special sedan, $240*, $235°. 

CADILLAC—’57 (60) 4-dr. Hardtop, $4,- 
920* (ps); coupe de Ville, $4,350° (ps). 
‘56 (62) coupe, $3,270* (ps), $3,005* 
(ps); 4-dr., $3,000* (ps), $2,880° (ps). 
"54 coupe de Ville, $2,100*° (ps). 

CHEVROLET—'57 Bel Air 4-dr. 
$2,175*; coupe, $1,930. "56 Bel Air (8) 


$2,- 





RM | 





Hardtop, | 


| MERCURY—'56 Montclair 4-dr. 





Hardtop, $1,600*, $1,290*; Two-ten (6) 
station wagon, $1,470* (ps); 2-dr., $1,- 
175, $1,100; (8), $1,140*, $1,120. '55 Bel 
Air (8) coupe, $1.470°, $1,065; 2-dr., 
$935*; (6), $1,335*; ‘Two-ten, $905, 
$865*, $860, $820, $795. "54 Bel Air (8) 
coupe, 2 at $945°. 

CHRYSLER — '51 Imperial 4-dr., $225* 
(ps). 

DeSOTO—’55 Fireflite 4-dr., $1,245* (ps); 
conv., $1,195* (ps). 

D O D G E — '57 Royal (8) coupe, $2,475* 
(ps); Coronet (6) 2-dr., $1,880°. ‘56 
Coronet (6) sedan, $1,350*. ‘54 Meadow- 
brook (6) 4-dr., "$550. ’51 Coronet (6) 
4-dr., $215. 

FORD—’57 Fairlane (6) 500 Victoria, $2,- 
385° (ps), $2,225* (ps), $2,210*, $2,100°; 
Custom 300 4-dr., $1,800*. '56 Fairlane 
(8) Victoria, $1,675* (ps), $1,595° (ps), 
$1,575*; conv., $1,520° $1,480*, 
$1,460*, $1,425° (ps); 4-dr., $1,375°; 
Country sedan, $1,600; Ranch Wagon 
(6), $1,245; Custom (8) 2-dr., $1,145, 
$1,000. "55 (8) Ranch Wagon, $1,080; 
Fairlane 4-dr., $975*, $945*; Custom, 
$845*, $805, $790. 

HUDSON—’'55 Hornet (8) coupe, $1,230°. 

LINCOLN—’51 4-dr., $195*. °38 Zephyr 
4-dr., $100. 


(ps), 


Hardtop, 
Monterey coupe, $1,775°; 
station wagon, $1,675*. °55 Monterey 
coupe, $1,370*, $1,300* $1,180°; 4-dr., 
$1,150 (ps), $1,025°; Montclair, $1,310° 
(ps). ‘54 Monterey coupe, $985 


$1,980° (ps); 


| NASH—’'56 Cross Country station wagon, 


$1,510*. ‘55 Cross Country station wag- 
on, $1,205*. '53 Statesman Custom club 
-” $330*; Statesman Super 4-dr., 


$ 

OLDSMOBILE—’57 (88) Holiday, $2,550* 
(ps). °56 Super (88) 4-dr. Holiday, $2,- 
275* (ps); 2-dr., $1,600*; (98) conv., 
$2,185 (ps). °55' Super (88) 2-dr., $1,- 
400°; 4-dr. Holiday, $1,175*. 54" (98) 
4-dr., $1,205* (ps). '53 (98) 4-dr., $785*, 

PLYMOUTH—’57 Plaza (6) 2-dr., $1,380. 
56 Savoy (8) 4-dr., $1,100. '55 Belve- 
dere (6) coupe, $1, ‘300° : conv., $1,130* 
(ps); Savoy (8) 4-dr., $895*. 54 Belve- 
dere conv., $510. 53 Cranbrook 4- dr., 
$350°, $335; Cambridge 2-dr., $155. 

PONTIAC—’57 Super Chief 4- dr. Catalina, 
$2,100* (ps). °56 Chieftain 4-dr.. Cata- 
lina, $1,435. °55 Chieftain Catalina, $1,- 
280°; 2-dr., $980*; 4-dr., $930*. 54 Star 
Chief (8) conv., $795*: "4-dr., $735°, 

RAMBLER—’ 56 Super 4-dr., $1,175*. "55 
Country Club, $905. 

WILLYS—’48 Jeepster, $160. 

MISCELLANEOUS—'52 Kaiser Manhattan 
4-dr., $175*. ‘51 Kaiser Deluxe 2-dr., 
$140*; Customized conv., $100*. '48 Cad- 
illac Hearse, $200. 


LITTLETON, COLO. 


(Colorado Auto Auction. Sale every Mon- 
day. Prices are for sale Aug. 19.) 


BUICK —’'56 RM 2-dr. Riviera, $1,885* 
(ps); Century, $1,805* (ps); Special, $1,- 
485. °55 Special 4-dr. Riviera, $1,490*, 
$1,220*; Super 2-dr., $1,435* (ps), $1,- 
420* (ps), $1,415* (ps). °54 Special 2-dr. 
Riviera, $1,195*; Super, $1,150*, $900* 
(ps). "53 RM 4-dr., $545* (ps). °51 RM 
2-dr. Riviera, $195*. 


CADILLAC—’'57 (62) 2-dr. coupe de Ville, 


$4,415* (ps). "56 (62) 2-dr. coupe de 
Ville, $3,670* (ps), $3,535* (ps); coupe, 
$3,470* (ps), $3,255* (ps); 4-dr. coupe 
de Ville, $3,185* (ps). °55 (62) 4-dr., 
$2,525* (ps); (60), $2,470* (ps), $2,235* 
(ps). 

CHEVROLET—'57 Bel Air 4-dr. station 


wagon, $2,650* (ps); 2-dr. Hardtop, $2,- 
145, $2,145*, $2,085*; Two-ten 4-dr. sta- 
tion wagon, $2,425*. °56 Bel Air (8) sta- 
tion wagon, $1,935*; 4-dr., $1,555*; Two- 
ten 4-dr. station wagon, $1, 830°, $1, 775, 
$1,750* (ps), $1,595, $1,580, $1, 525°. '55 
Bel Air (8) station wagon, $1,535°. °54 
Two-ten (6) Delray, $700. ‘53 Two-ten 
2-dr., $735. °50 2-dr., 

CHRYSLER—’'57 Saratoga 2-dr. Hardtop, 
$3,250* (ps). "56 NY 4-dr., $2,100* (ps). 
"53 Windsor (6) 4-dr., $525°*. 

DeSOTO — ‘57 Explorer 9 pass. station 
wagon, $2,545*; Firesweep 4-dr., $2,240*. 
'56 Firedome 4-dr., $1,690* (ps). 

DODGE—’57 Custom Royal (8) 500 2-dr., 
$2,750° (ps); Royal 4-dr., oa "56 
Coronet (8) 4-dr., $1,200°. '54 Royal (8) 
4-dr., $560. 

FORD—'57 Retractable, $3,200* (ps), $2,- 
835*; Country sedan ‘station wagon, $2,- 
275; Fairlane (8) 4-dr.. $2,175* (ps), 
$2,155°, $2,135°, 2 at $2,125°, $2,110*, 
$2,095°. °56 Fairlane (8) Country sedan 


(Continued on Page 35, Col. 1) 


Frequency Rates: Listing (maximum: three lines of type) —$5.00, 1-time; $4.00, 13-times; $3.50, 52-times. Display (alee aay 
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ALABAMA __ 


JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 








COLORADO 





COLORADO AUTO AUCTION 
LITTLETON, COLO. SOUTH 


Auctioneers: 
Colonels Johnny Wood ont Dean Davis 
All cars paid for by our own check through 
The Bank of Denver 








MID-WEST AUTO AUCTION 
1155 So. Platte River Dr. 
DENVER, COLORADO 
Burden-Caswell-Nace-Dudley 
Auctioneer: Harvey Greenwood 
Sale every Tuesday at |i A.M. 
Phone Sherman 4-3263 








DENVER AUTO AUCTION 
(Denver's Oldest and Finest Auto Auction) 
4595 So, Sante Fe Littleton, Colo. 
Ph: SU 1-6673 — Smith, Southworth, Kerr 
Auction Every Friday at 12:00 A. M. 

We Issue Auction Checks and Insure Titles 








LUCAD 


(Leading Used Car Auction Directory) 

eels the key to a dealer's problem when 
leoking for a place toe buy or sell cars. 

ee For rates, contact Automotive News, 
2666 Penobscot Bidg., Detroit 26. 








CONNECTICUT 





NEW ENGLAND'S OLDEST AND BEST 
10 YEARS CONTINUOUS OPERATION 
Sale Every Wednesday at 11:00 


SOUTHERN AUTO SALES, INC. 
AUCTION 


Warehouse Pt., Conn. 





on ILLINOIS 

QUINCY — Quincy Auto Auction, 
3202-3220 Broadway, Every Mon- 
day 12:30 P.M. 


MICHIGAN 











lint Auto Auction, Inc. 
3711 Western Rd. Flint, Michigan 
Exclusively for Dealers 
Here in the shadow of General Motors, you 
get the best buys. 


NEW CAR DEALERS balance their stock here | 
—Why not visit us real soon? 


Michigan's Finest Sale 
Titles and Checks Guaranteed 
12:30 — SALE EVERY WEDNESDAY — 12:30 
M,. D. McCollum, Mgr. Phone Cedar 9-4492 








MICHIGAN 





GRAND RAPIDS AUCTIONS, INC. 


On M2i—One Half _ west of Grandville, 
ch. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col, W. E. “Bill Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 





JACKSON — Greater Jackson Auto 
Auction, Inc., Wilmington St., P. O. 
Box 8468, Wednesday, 12:30 P. M. 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 
Checks and Titles Guaranteed 
Owned and Operated by 
BILL McCRACKEN and 
ROY McMANAMA 
{Dealers Only) 
Operating Since 1946 








MICHIGAN 


Detroit's Barometer 
APTCO AUTO AUCTION 


8 Years Old 


Conveniently located % mile from Detroit, City Limits 


TWO BIG AUCTIONS EACH WEEK... 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S. ROUTE 25) 
MELVINDALE, MICHIGAN 


Checks and titles guaranteed 


Phone Dunkirk 3-0150 








Friday: 
>. wo = 
400 or More Cars . i 


"10:30 a.m. 
Selling . . 
n Half the Time.” 





NEW YORK 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 
Tel. EVergreen 3-4800 


Auctioneers—David 8. Spielman 
John W. Becker 





THRUWAY AUTO AUCTION, INC. 
Route {8 B Buffalo, New York 
EVERY MONDAY 
We Have Insured Checks and Titles 
Fast, Accurate Market Reports 
Phone: HObart 4700 Al Clements, Owner 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TiM ANSPACH 
Dealer Auto Auction 
Albany 5, N. Y. 

Ory ‘Monday — I! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 





| LAFAYETTE—Syracuse Auto Auction, 
Insured 


Center of Empire State, 
Checks and Titles (Wed.). 


NORTH CAROLINA 


RALEIGH — Mann's Auto Auction 
Sale, Re. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 





MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


Your Good Will—Our Most Valuable Asset 
On U. S. Rowte 20A Phone 5-9535 





PENNSYLVANIA 





MANHEIM AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 








WASHINGTON 
SOUTH SEATTLE AUTO AUCTION 
10844 E. Marginal Way Seattie 88, Wash. 


Phone Mohawk 6490 
SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 
“Take Home a Guaranteed Auction Check" 
Bill Johnson Bob McConkey 


Crossroads 


- + where they meet . . . buyers 
and sellers . . . new and used car 
dealers. They meet at the dealer auc- 
tions of the nation . . . and on the 
pages of Automotive News. 

You will reach both groups through 


‘an ad in Automotive News. 
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(Continued from Page 34) 


station wagon, $1,625* (ps), $1,595*, 2 $1,550*; Savoy (6 1,210; 
$1,525*; Crown Victoria, $1,545; Main-| 2-dr. $1,080; Plaza club’ anes eg So. 
line Ranch Wagon, $1,500. °55 Fairlane| °55 Plaza (8) 4-dr.. $865*. ’54 Sa Beivcaecs 


(8) Country sedan ‘station wagon, $1, — 
$1,390* (ps); Crown Victoria, $1,350* 
(ps). °54 Crestline (8) Skyliner conv., 
$1,070. ’53 Ranch Wagon, $720, $710. 


HUDSON—’55 Hornet (8) 2-dr. Hardtop, 
$1,005*. 

LINCOLN—’56 Premiere 2-dr. Hardtop, 
$3,170* (ps). '55 Capri 4-dr., $1,560*. 
'53 Capri 4-dr., $870* (ps). 

MERCURY—’57 Monterey 4-dr., $2,275*. 
’56 Monterey 2-dr. Hardtop, $1,530, $1,- 
240°; Medalist, $1,505*. ‘55 Monterey 
2-dr. Hardtop, $1,180*. '54 Custom sta- 
tion wagon, $1,145*; Monterey 4-dr. a - 


(6) club coupe Hardtop, $490. 53 Cam- 
bridge 4-dr., $395; 2-dr., $285. 

PONTIAC—'57 station wagon, $2,440*. '53 
a Deluxe (8) 4-dr., $525*, $475*; 

, $470. '51 station wagon, $i75. 

oman 57 Custom, $1,880*. 

STUDEBAKER—’52 Commander (8) club 
coupe, $240*. '49 4-dr., $105. 

“— (6) 2-dr, ‘station wagon, $1,- 


MISCELLANEOUS—’ 57 Isetta coupe, $910. 
54 Chevrolet carryall, $800. '53 Ford 
(8) panel, $320; Henry J (6) 2-dr., $250. 
52 Chevrolet pickup, $385, $315. 


O75* (ps). °53 Custom 2-dr. Hardtop, 
$780. 
OLDSMOBILE — ’57 (88) 2-dr. Holiday, FLINT, MICH. 
$2,625* (ps), i 320°. ‘56 Super (88) - (Flint Auto Auction, Sale every Wednes- 
dr., $1,960* 865*; conv. $1,925*;| day. Prices are for sale Aug. 21.) 


Holiday, $1, ds5*. $1,835*, $735*, ’55 Su- (Market showed some signs of weak- 


per (88) 2-dr.’ Holiday, $1,550° (ps),| BOSS yesterday. '57 and ’56 models were 
$1,545°, $1,295*, $1,260*. '54 (98) conv.,| Slow and very few sold, Sold 110 cars 
$1,500* (ps); 4-dr. Holiday, $1,445*| out of 171 consignments.) 
(ps), $1,300* (ps). BUICK—'55 Century 2-dr. Riviera, $1,445* 
PACKARD—’56 Super Clipper 4-dr., $1,- (ps), $1,250*° (ps); Special, $1, 265°,’ $1,- 
350°. ’54 400" 4-dr., $750* (ps). 165°. '54 Super 2-dr, Riviera, $1,065*, 
PLYMOUTH—'52 Cranbrook 4-dr., $200,| $975*. '53 Special 4-dr. $480*. '52 RM 
"49 Suburban, $295. station wagon, $415*; Super Riviera 2- 
PONTIAC—’53 Chieftain (8) 4-dr., $785* dr., $305*. ’51 Super 4-dr., $100°. °50 
(ps). "49 conv., $150*. Special 2-Gr., $315°; Super’ 4- dr., $190. 
WILLYS—’56 (6) piekup, $1,065*. °55 1- CADILLA C—’57 coupe de Ville 2- -dr., %4,- 
ton pickup, $815, $755. ’51 Jeep, $600,| 350°. "55 (62) club coupe, $2,035* (ps). 
$390; station wagon, $225. ‘50 (60) Special, $300*. 
MISCELLANEOUS—’57 Chevrolet (6) 1-|CHEVROLET—’5S7 Bel Air Hardtop, $1,- 
ton pickup, $1,655; Dodge %-ton, $1,520,| 935°. "56 Bel Air (8) conv., $1,615; Two- 
66 Dodge %-ton pickup, $920. '55 Chev-| ‘en (5) 2-dr., $1,295; (6) 4-dr., $1,090. 
rolet (6) %-ton pickup, $795; Ford %- 55 Bel Air (8) Hardtop, $1,305; 4-dr., 
ton (8) pickup, $705. 50 Studebaker| $1,150°. '54 Bel Air club coupe, $845; 
%-ton pickup, $200. Two-ten 2-dr., $535. '53 Bel Air 2-dr., 


$600*; Two- ten, $535*, $440°. '52 Bel Air 
Hardtop, $675; SL Deluxe 4- dr., $3200. 
51 Bel Air club coupe, $255; SL "Deluxe 


JENISON, MICH. 


(Grand Rapids Auction, Sale every Tues- 4-dr., $200. 
day. Prices ore for sale Aug. 20.) OHRYSLER — ‘55 Windsor Nassau 2-dr., 
(Market shaky on shoddy cars. Sharp- $1,445* (ps), $1,350*; Hardtop, $1,250°. 
les are still in big demand and short | DeSOTO—'53 Firedome (8) 4-dr., $425*. 


DODGE—’54 Royal (8) club coupe, $575*. 


131 if 1 com- 
~— a> eo "53 Coronet (8) conv., $200*. 
BUICK — '57 Special conv., $2,435*. °56|FORD—'57 Fairlane “500° (8) Retract- 
Super 4-dr., $2,150° (ps); Riviera, $2,- able Hardtop, $2,550; conv., $2,120; 
150° (ps), $1,880°, $1,625°; 2-dr., $1,- “*300°’ 2-dr., $1,510. "56 (8) Ranch Wag- 
750°, $1,625°. '55 Special 4-dr., $1,555*,| 0m, $1,690*, $1,210; Custom (6) station 
$1,525* (ps), $1,515*; Deluxe, $1,525°, wagon, $1,555°; (8) 2-dr., $1,305, $1,245; 
$1,405*; Riviera 2-dr., $1,390*, $1,370*. 4-dr., $1,125; Fairlane (8) 2-dr., $1,300. 
"54 RM 4-dr., $1,085* (ps); Super Rivi-| ‘55 Fairlane (8) 4-dr., $1,080; 2-dr., 
era 2-dr., $1,075*, $1,030°. ‘53 Super $1,055; conv., $1,040°; Custom, $955, 
2-dr. Riviera, $775*; Special Deluxe 4- $900; 4-dr., $780. ‘53 Country sedan 9 
dr., $500*, $440°. pass. station wagon (8), $650; Ranch 
CADILLAC—'56 (62) 4-dr., $3,285° (ps); Wagon, $625; Victoria (8) club coupe, 
club coupe, $3,225* (ps). "55 (62) 4-dr., $545; Custom 4-dr., $430°; club coupe, 
$2,315* (ps). $360; Mainline (6) 2-dr., $375. ‘52 Cus- 
CHEVROLET—'57 Two-ten 4-dr., $1,815*; tom (8) 4-dr., $520; 2-dr., $300. ‘51 
2-dr., $1,750°. ‘56 Bel Air (8) 4-dr., Mainline (8) 4-dr., $200; Victoria, $170. 
$1,650; station wagon, $1,600* (ps); | LINCOLN—'5S7 Premiere club coupe, $3,- 
conv., $1,600° (ps); Delray club coupe, 525°. 
$1,325; Two-ten 2-dr., $1,175. "55 Bel MERCURY — ‘56 Monterey Hardtop, $1,- 
Air (6) 2-dr. station wagon, $1,240; (8) 470°. ‘55 Monterey 4-dr., $1,140*; club 
4-dr., $1,200*, $1,170; (8) coupe, $1,160, coupe, $1,110*; Custom 2-ar., $920. "hh 
$1,145*; Two-ten (8) 4-dr., $1,060, 2 at Monterey 4-dr., $640; Custom, $365. °53 
$1,000*, $915; Delray (6) 2-dr., $910, Custom Hardtop, $635. 
$905, $900°, $775. "54 Delray club coupe, OLDSMOBILE — (98) Holiday club 
$720; Two-ten 2-dr., $560. ‘53 4-dr., coupe, $2,100°; (88), $1,765° (ps). '54 
$500. ‘51 4-dr., $235°. Super (88) 2-dr., $1,100° (ps); (98) 4- 
CHRYSLER—’'55 NY club coupe Hardtop, dr., $1,075* (ps). "53 Super (88) 4-dr., 
$1,450°. '49 4-dr., $120. $535*, $530°; Deluxe 2-dr., $500°. 
DeSOTO—’57 Firedome 4-dr., $2,400° (ps). PLYMOUTH—'57 Belvedere (8) 2- ar., ‘bs - 
'53 Firedome (8) 4-dr., $400°. '51 Cus-| 750°; Plaza (6) 4-dr., $1,365. "56 Be 
tom 4-dr., $225°. dere (8) 4-dr., $1, 265°: Savoy (6), . - 
DODGE—’'56 Coronet (8) coupe, $1,450°. 150. '55 Belvedere (8) 4-dr., $830. '53 
‘53 Suburban (6) station wagon, $515;| Cambridge Suburban, $520*. ‘51 Cam- 
Meadowbrook 4-dr., $400; club coupe, bridge club coupe, $105. 
$325. PONTIAC—'54 Chieftain (8) 2-dr., $375. 
FORD—'57 Fairlane (500) conv., $2,235°; "51 Chieftain 2-dr., $160°. 
2-dr., $2,150*, $2,150° (ps); Municipal | STUDEBAKER—'56 Flight Hawk (6) club 
sedan, $1,775; Custom (6) 4-dr., $1,215. coupe, $1,415°. "54 Commander (8) club 
"56 Country sedan (8) station wagon, coupe, $525°. "53 Champion (6) 2-dr., 
$1,660°, $1,325; Sunliner conv., $1,600°; $500°: '52 Land Cruiser (8) 4-dr., $215. 
Fairlane 2-dr., $1,550, $1,400° $1,300. MISCELLANEOUS—'S6 V ” 4-dr., 
"55 Victoria (8) club coupe, $1, (ps); $1,410. '54 Ford (8) %-ton pickup, $605. 
Fairlane conv., $1,150*, $1,015; Custom| ‘52 Chevrolet %-ton pickup, $275. °51 
4-dr., $1,065°, $835, $300; Mainline 2- Kaiser Special 2-dr., $150°. 
$73 $555 (police). ‘54 Custom hi | PORTLAN 
35°; Crestline 4-dr., $700°. ‘5S ‘oun- 
try sedan station wagon, $660; Custom D, ORE. 
4-dr., $525; Mainline, $370. ‘52 2-dr., (Portiand auto auction. Sale every 
$380. Tuesday. Prices are for sale of Aug. 20.) 
HUDSON—’52 Wasp 2-dr., $235°. BUICK—'55 Century 2-dr. Hardtop, $1, 
MERCURY — ‘56 Monterey Sport coupe, 475°, $1,475° (ps), $1,345. ‘54 Century 
$1,570°. "55 9 . station wagon, $1,- 2-dr. Hardtop, $1,320* (ps), $1,220* 
350°; Montclair 2-dr., $1,240*. "54 Mon- (ps); Special, $1,195°, $900. ‘53 Super 
terey 2-dr. Hardtop, $865. "53 Custom conv., $710° (ps), $570°, "51 Super 4- 
2-dr., $525, $500. dr., $395°; Special, $325*; conv., $280. 
NASH—'55 Ambassador 2-dr., $1,150*. OADILLAC—'S (62) 4-dr. $2,065° (ps). 
OLDSMOBILE — 'S7T (88) station wagon, "51 (60) 4-dr., $700, $600°. 
$2,795*; 4-dr., $2,425°; club coupe, §2,- | CHE VROLET—'57 Bel Air (8) 4-dr. Hard- 
400°. "56 (98) 4-dr., $2,085°; (88), $1,- - $2,235°, $2,205°; One-fifty (6) 2- 
735°. °55 (88) 4-dr., $1,300°. ‘54 (88) $1,950. ‘56 Bel Air (8) 2-dr. Hard- 
Holiday club coupe, $1,315*; 4-dr., $1,- = $1,930° (ps); Two-ten (6) 4-dr., 
7 "53 (98) 4-dr., $315*. "52 (98) 4- $1, 715°; (8), $1,495°; 2-dr.. $1,360; (6) 
$375°. 4-dr., $1,350, $1,310, $1,285; One-fifty 
PLYMOUTH —'ST Savoy (8) 2-dr. i (8) 2-dr., $1,530. ’55 Bel Air (8) 2-dr. 
top, $2,095*. ‘56 Belvedere (8) Hardtop, $1,500°; 4-dr.. $1,375; conv., 


The Million-Dollar Driveaway— 


$1,250°; (6), $1,120; 
$1,- 


$1, 250°; (6) 2-dr., 
$655. 


64 Bel Air 4-dr., $825*; Two-ten, $795. 
53 Bel Air 2-dr., Hardtop, 
52 club coupe, $600; seyctine ‘Deluxe 


2-dr., $550, $460*; 4-dr., $310*; Deluxe, 
$530*, $475*; Bel Air’ 2-dr. ‘Hardtop, 
$435*; Fleetline Deluxe, $350*. 


CHRYSLER—’53 Windsor (6) 4-dr., wees 
2-dr., $600*, °52 Custom 4-dr., $435 
50 Deluxe 4- dr., $320. 

DODGE—’ 56 Coronet (8) 2-dr., $1,195. '55 
Custom Royal Lancer (8) 2-dr. Hardtop, 
$1,425*. '52 Meadowbrook 4-dr., $200. 

FORD ’S7 Fairlane ‘‘500’’ (8) 2-dr. 
Hardtop, $2,125* (ps); 2-dr., $2,070*; 
Custom ‘'300’’, $1,560; Customline (6) 
2-dr., $1,510. ‘56 Fairlane (8) 4-dr., $1,- 
500; Customline, $1,200. '55 Customline 
(8) 6-passenger 4-dr., $1,560°, $1,535; 
2-dr., $925; Crown Victoria,’ $1,500; 
Fairlane, $1,350, $1,310. 54" Skyliner 
> 2-dr. Hardtop, $1,035; Crestline 4- 

$905*, $900°, $790; (6) 2-dr., $675; 
Sujeumn (8) 4-dr., $675; Mainline (6) 
2-dr., $615; (8) 4-dr., $515. '53 Victoria 
(6) coupe Hardtop, $600; Mainline (8) 
4-dr., $500; (6), $430. '52 Crestline (8) 
conv., $450; 2-dr., $420°. °51 (6) 4-dr., 
$375, $305°. 

HUDSON—’53 Hornet 4-dr., $465*. 

LINCOLN—’'52 Capri 2-dr. Hardtop, $800*. 

MERCURY—’56 Custom 4-dr., $1,500°. '55 
Monterey 4-dr., $1,695* (ps). ‘52 Cus- 
tom 4-dr., $540, $460°. ‘51 4-dr., $345. 
"50 4-dr., $285. 

NASH—’53 Ambassador (6) 4-dr., 
Statesman, $460. ‘51 Statesman 
r., $150; Ambassador 4-dr., 

OLDSMOBILE—’56 (88) 2-dr., $1,670*. 
(88) 4-dr., $1,650° (ps); Super 2-dr., 
$1,625* (ps). ‘54 (98) 2-dr. Hardtop, 
$1,420* (ps); Super (88) 4-dr., $1,340*. 
'53 (98) 2-dr. Hardtop, $980* (ps); 4- 
dr., $550°; Super (88), $800°. 51 (98) 
Hardtop, $355; Super (88), $355. ‘50 
(88) 4-dr., $250*; (98), $150°. 

PACKARD—’51 2-dr. Hardtop, $195*. 

PLYMOUTH—’'56 Savoy (8) 2-dr., $1,265. 
"64 Savoy 4-dr., $625; Plaza, . "S83 
Cranbrook 4-dr., $550. "52 Belvedere 2- 
dr. Hardtop, $350. '51 Cranbrook 4-dr., 
$325. °48 club coupe, $220. 

PONTIAC—'57 Chieftain 2-dr., $2,165*. 
‘56 Chieftain 4-dr. station wagon, $1,- 
965° (ps). "55 Star Chief 2-dr. Hardtop, 
$1,615* (ps), $1,265°; 4-dr., $990°. "54 
Chieftain (8) 2-dr. Hardtop, $1, 020° ; 4- 
dr. station wagon, $1,000° (ps); Cata- 
lina 2-dr., $995°. "53 Chieftain (8) 4-dr., 
$600°. ‘52 Chieftain (8) 4-dr., $480*, 
$435°. ‘S51 Chieftain (8) 2-dr.. $365°*, 
$350°. ‘50 Chieftain 2-dr. Hardtop, 
$310*, $295°; 4-dr., $160°. 

RAMBLER—’56 station wagon, $1,720*. 

STUDEBAKER—’55 Commander (8) club 
coupe, $1,135. ‘52 Commander (8) State- 
line coupe, $275*. 

WILLYS—'52 2-dr., $255. 

MISCELLANEOUS——'57 Volkswagen Micro 
Bus, $2,175; Ford English Consul 4- ry 


$605* ; 
(6) 2- 
$125°. 

55 


$1,505. ‘56 Volkswagen 2-dr., $1,580 
$1,500. ‘53 Ford (8) %- ton pickup, 
$695*, $565. '51 Ford Consul 4-dr., $1,- 


480; ‘%-ton (8) Pickup, $390. '50 Dodge 
Pickup, $375; Metropolitan, $350; Ford 
Panel, $120. 


NEW YORK CITY 


(Skyline Auto Auction, Sale every Tues- 
day. Prices are for sale of Aug. 20.) 
(Market ts good in New York City areca 


BUICK—'56 Special station wagon, $1,- 


750°; Super 4-dr., $1,550°. "55 RM 4-dr., 
$1,410° (ps); Special conv., $1,350°. "54 
Super 4-dr., $910°; Riviera, "$910; Special 
4-dr., $850°. ‘53 Special Riviera, $525. 
‘S2 Super conv., $510°. "51 conv., $125°; 
Super Riviera, §270°; Special 4-dr., 
$110*. 

CADILLAC—'S5 (62) 4-dr., $2,050° (ps). 
"53 (62) 4-dr., $1,095° (ps). "52 (62) 
4-dr., $710° (ps). 51 4-dr., $700*, $525°. 
"49 4-dr., $190°, $105°. 


CHEVROLET — ‘56 Bel Air Sport coupe, 
$1,200*; Two-ten 4-dr., $1,080, $1,040; 
2-dr., $1,200, $1,125. $1,100; One-fifty 
station wagon, $1,225*; 2-dr., $1,015, 
$1,000. 55 Two-ten station wagon, $1,- 
050; 4-dr., $905, $890, $860, $850, $810, 
$785. ‘53 Bel Air Sport coupe, $685° 
(ps); Two-ten 4-dr., $605°, $585°; One- 
fifty 2-dr., $255; Delray sedan, $305. ‘51 
station wagon, $310°; conv., $255°; 4- 
dr., $220°, $200; sedan, $205." 

CHRYSLER—'53 NY conv., $500° (ps). 
"52 conv., $175° (ps). *51 2-dr., $195°; 
4-dr., $300°. °50 4-dr., $135, $105°. 

DODGE—'55 Royal Hardtop, $1,080°. ‘53 
Meadowbrook 4-dr., $405. ‘50 4-dr., 

$925°; 


‘55 Fairlane (8) conv., 

Victoria, $1,110; Custom 2-dr., $925°. 
"52 Custom 2-dr., $205. "51 4-dr., $215°. 

HUDSON—'S4 Capri Hardtop, $1,200° (ps). 


NASH—'51 Ambassador 4-dr., $110. 
OLDSMOBILE — ‘56 (98) 4-dr., $2,000° 
(ps); (88) 4-dr., $1,600° (ps). "54 (98) 





Approximately 100 International truck dealers from the Boston district took part in a driveaway involving 184 International 


heavy-duty trucks valued at over $1 million. The dealers gather here in front of the International engineering building just 


before driving back to their respective dealerships in Massachusetts, Maine, New Hampshire and Rhode Island. 


4-dr., 
$215°; 
$135*. 
PACKARD—’53 2-dr., 
$150*. 
PLYMOUTH—’56 Savoy 4-dr., 
Belvedere Sport coupe, $1, 000°, 
vedere Sport coupe, 
$215°. '52 station wagon, 9318. 
PONTIAC — '56 Chieftain station 
$1,340*, '54 Star Chief 4-dr., $775*. 


MISCELLANEOUS — '56 Volkswagen sta- 
tion wagon, $1,360. °53 Willys 4-dr., 


$160. 
LOS ANGELES 


(Harold Henry's Los Angeles Auto Auc- 
tion. Sales every Tuesday and Thursday. 
Prices are for sale of Aug. 15 and Aug. 
20.) 

BUICK—’56 Super Riviera, $1,925* (ps); 
Special Riviera, $1,700* (ps), $1,695*. 
’55 Super Riviera, $1,595* (ps); Century 
Riviera, $1,515* (ps), $1,400*; Special 
Riviera, $1,330*, $1,020°, °'54 Century 
Riviera, $1,150°; 2-dr., $525°; Super 
Riviera, $1,100*. '53 Super Riviera, $525*, 
$495*; Special conv., $490*. '52 RM 4- 
r., $330°* (ps). ’51 Super Riviera, $260*; 
sedan, $155*. °50 Special sedan, $270*, 
$155. 

CADILLAC— 
(ps); (60) 


$1,300° (ps). 51 
4-dr., $260*, $190°. 


(98) coupe, 
"560 (88) 4-dr., 
$150*, °52 4-dr., 
$1,095. °55 
‘54 Bel- 
"53 4-dr., 


'57 Eldorado conv., 
4-dr., $4,700° (ps), $4,625° 
(ps); (62) 4-dr., $4,625*° (ps); coupe, 
$4,550* (ps). "56 coupe de Ville, $3,730* 
(ps); sedan de Ville, $3,635* (ps), $3,- 
500* (ps); conv., $3,430° (ps); (62) 
coupe, $3,250* (ps). '55 (60) 4-dr., $3,- 
010* (ps), $2,965* (ps); conv., $2,890° 
(ps), $2,525° (ps); (62) coupe, $2,725* 
(ps). °54 coupe de Ville, $2,300* (ps); 
conv., $2,300* (ps). °52 conv., $950* 
(ps). '51 (62) coupe, $750°; 4-dr., $450°*, 
$375*. °50 (62) 4-dr., $660°, "49 conv., 
$325°; 4-dr., $295°, ” $250°, ’48 coupe, 
$200. '42 4-dr., $100. 

CHEVROLET—'57 Corvette, 
050°, $2,725; Bel Air (8) Sport coupe, 
$2,370* (ps), $2,320°, $2,095*; Two-ten 
(8) Sport sedan, $2,195*. '56 Nomad 
station wagon, $1,950*; Bel Air (8) 
Sport sedan, $1,855* , $1,850° (ps); 
Sport coupe, $1,805*, $1,780°, $1,765°; 
4-dr., $1,725°; 2-dr., $1,670*; conv., $1,- 
560°; Two-ten (8) Sport coupe, $1,700*; 
station wagon, $1,630; Delray coupe, $1,- 
630°; 4-dr., $1,250°. "55 Two-ten (8) 
station wagon, $1,545*°; 4-dr., 
Two-ten (6) 4-dr., $1,005°, 
Air (8) Sport coupe, $1,530°, 
4-dr., $1,425°; 2-dr., $1,175; One-fifty 
station wagon, $1,150*; 2-dr., $875; 4- 
dr., $855. "54 Two-ten station wagon, 
$850; 4-dr., $760°; One-fifty 2-dr., 
"53 Bel Air 4-dr., $765; coupe, 
Two-ten 4-dr., $595°, $535. 
$385*, $350°; 2-dr.. $345°. 
$300°. 50 2-dr., $210; conv., 

ness coupe, $200; 4-dr., $200°. 

$140. 


CHRYSLER—'53 Windsor 4-dr., $750. 

DeSOTO—'54 Firedome (8) 4-dr., §775° 
(ps). 

DODGE—’'57 Royal (8) Lancer, $2,400°; 
4-dr., $2,150° (ps). "53 Coronet (8) Dip- 
lomat, $495. ‘52 Meadowbrook 4-dr., 
$235°. 

FORD—'57 Thunderbird, $3,115°; 
(8) 500 conv., $2,950° (ps); Victoria, 
$2,175°; club sedan, $2,095° (ps). ‘56 
Fairlane (8) Victoria, $1,800°, $1,625*° 
(ps), nae" 4-dr.. $1,600° (ps), $1,- 
530° (ps), 2 at $1, 470°: Main (8) Ranch 
Wagon, $1,700*°, $1, 545°; 4-dr., $1,055*,; 
Country sedan, $1,610*; Custom (8) 
Ranch Wagon, $1,600° (ps); Victoria, 
$1,590°; 2-dr.. $1,300°, $1,245°; 4-dr., 
$1,235*. °55 Fairlane (8) Victoria, $1,- 
510° (ps); Country sedan, $1,450, $1,400°, 
$1,385; 4-dr., $1,200° (ps); Custom (8) 
4-dr., $900; ‘Main (8) 2-dr., $860 $855; 
Main (6) 2-dr., $725. '53 Ranch Wagon, 
$695° ; Victoria, $605; 4-dr., $600, 
$320; Main 4-dr., $305, "52 ‘station wag. 
on, $420. ‘51 Custom (8) club coupe. 
$415; Victoria, 2 at $350°; conv., $215*; 
2-dr., $135. "50 coupe, $215; conv., $200. 


$5,450° 


$3,125°, $3,- 


$1, ‘480°; 


Fairlane 


‘49 station wagon, $155. 

HUDSON—'55 Metropolitan coupe, $870. 
"S52 4-dr., $275°. '51 4-dr., $115. 

LINCOLN — ‘57 Premiere conv., $4,000° 
(ps). °56 Premiere coupe, $2,800° (ps), 
$2,.755° (ps); 4-dr., $2,755° (ps); Capri 
coupe, $1,855° (ps). ‘49 club coupe, 
$210°. 

MERCURY—'57 Monterey conv., $2,400° 
(ps). ‘56 Monterey station wagon, §$2,- 
095°; Sport sedan, $1,470°. ‘55 Montclair 
coupe, $1,445, $1,310; Monterey coupe, 
$1,415*; Custom 2-dr., $1,200°. "54 Mon- 
terey coupe, $935°, $890; conv., $800*. 

‘53 Monterey coupe, $660; Custom 4-dr., 


$440°. °52 Monterey 4-dr., $440; Custom 
2-dr., $420. ‘51 station wagon, $315; club 
coupe, $250, $215. 


OLDSMOBILE—'57 (88) Holiday, $2,665* 
(ps); (88) Super Holiday, $2,495° (ps). 
"56 (88) Super Holiday, $1,995° (ps); 
(98) Holiday coupe, $1,875° (ps). ‘55 
(88) Super Holiday, $1,700*° (ps), $1,- 
600°; (88) Holiday, $1,450° (ps); 2-dr., 
$1,340°. "54 (98) Holiday, $1,550° (ps); 
(88) Super Holiday, $1,430° (ps), $1,- 
200; (88) Holiday, $1,050°. ‘53 (98) 
Holiday, $850° (ps). ‘52 (88) Super 4- 
dr., $545°; 2-dr., $295°, "51 (88) 4-dr., 
, $215; (98) 4-dr., $240°. "50 (88) 

, $350°; Holiday, $245*; (98) 4-dr., 


PACKARD—'S6 Clipper Hardtop, $1,685*. 

PLYMOUTH—'57 Plaza (8) 4-dr., $1,850*. 
’56 Suburban station wagon, $1,635, $1,- 
620°, $1,575* (ps). °55 Belvedere (8) 
4-dr., $855°; club sedan, $845. ‘54 Savoy 
4-dr., $650. "53 Cranbrook 4-dr., $395°; 
club coupe, $345. "52 4-dr., $125. ‘51 
4-dr., $260, $245, $225, $120; club coupe, 
$150, '49 2-dr., $125. 

PONTIAO—’56 Star Chief Catalina, $1,- 
795° (ps); Chieftain 4-dr., $1,550°. °55 
Chieftain station wagon, $1,935°; Cata- 
lina, $1,335°; 2-dr.. $900. '54 Chieftain 
Catalina, $895*, $850, $800°. ‘53 4-dr., 
$450. °52 4-dr., $225°. "51 4-dr., $185°. 
"50 station wagon, $285°; 4-dr., $150°. 
"49 station wagon, $140. 

RAMBLER—’56 Cross Country, $1,355. 

STUDEBAKER—’'57 Golden Hawk, $2,400* 
(ps). °55 Commander station wagon, $1,- 
005. °52 Commander sedan, $320. ‘51 
coupe, $180, . "50 4-dr., $135; coupe, 
$100. 


MISCELLANEOUS—’57 Dodge %-ton pick- 
up, $1,430; GMC %-ton pickup, $1,500; 
Mercedes-Benz 4-dr., $3,350; Ford 
Ranchero, $1,800. '56 Chevrolet Delivery 
truck, $895; MG roadster, $1,830; Mer- 
cedes-Benz 4-dr., $2,100; Simca station 

$1,070; a. 


ton pickup, $970; Willys pickup truck, 

$850; Austin Healy, $1,830, $1,775; a 

roadster, —_ "54 MG roadster 

045, '53’ Jaguar, $1,095. "52 GMC i100 
(Continued on Page 36, Col. 2) 


Sowite 
BUILD Y BUSINESS 


WITH STEMAC INDIVIDUALIZED 


DEALER NAME PLATES 


Identified and satisfied cus- 
tomers assures better serv- 


ice relations builds 
repeat business .. . in- 
creases sales volume. 

Typical sample, complete 


details on request. 


-Itemac ine. 


Division of C. A. Morgren Co. 
1281 SO. CHEROKEE ST., DENVER 23, COLO. 


MOTOR | 
MASTER 
















GENERAL 
SALES MANAGER 


This firm offers an outstanding oppor- 
tunity and a splendid future for the 
kind of man that can qualify. Par- 
ticularly if he eventually desires to 
own his own dealership. He must be 
a high calibre executive-type business 
man with ability to organize, direct 
and inspire a top-flight sales organiza- 
tion to sell America’s leading avto- 
mobile. 


This is a single-city point with a po- 
tential of 1,500 new units. Please 
don't phone. Write brief resume of 
background with picture, or call in 
person. 
Fred Emich, President 
JOLIET MOTOR SALES 
Joliet, Mlinois 


ELIMINATE 


BALL JOINT 


and 


ITORSION BAR 
SUSPENSION 
TROUBLES 


vai i, ae Pf 


A hae a 


BLACK 
WELVET 


Eliminates noise 

Stays put — won't flush est 
Withstends heavy punishmest 
Insores smooth-as-velvet ride 
Specially formulated from heavy duty, high- 
way water-resistant chassis lubricant . . . 
then fortified with special load-carrying 
and corrosion-resistant additives. 

There's nothing like AMALIE BLACK 
VELVET on the morket . . . to solve your 
Bali Joint and Torsion Bar suspension lubri- 
cating problems! Send coupon for details! 

AMALIE DIVISION 


&. Beneebere Sens, tec. + Prenkiia, Peeneytvecte 


Amalie Division, L. Sonneborn 
Sons Inc., Franklin, Pa. 


Please rush BLACK VELVET details! 















THE FIRST 


“NEW LOOK”’ 
PENNANTS 


in over 2,000 years 








Send for our free literature illustrating 
the largest line of traffic stoppers ever 
manufactured under one roof, Make 
your place stand out like a sore thumb. 
You get attention with Myrlo products. 


MYRLO CO. 


Dept. N, 1231 Main Ave. 
Cleveland 13, Ohie 


a 
Pacific Coast Dealers 
Overnight bus service on our pennants 


HARRY TAINTOR 


8547 24th Ave., N. W. Seattle 7, Wash. 
Phone: Hemlock 8176 





















AMPLE FOR ALL 
LOADING JOBS 


Mounts on chassis. Smooth, 
electro-hydraulic system raises 
or lowers at any point. 


TT a340 


a rahals 
LOADER 


CURTIS 
Ware i 





AMAZING SIMPLICITY 
AND EASE FOR USE 


on any model truck rear or side 
door. Loads lifted straight up. 
Platform can be loaded from 
either side. Lightweight but 
sturdy. Mounts on chassis 
quickly with 2 sturdy U-bolts. 
No alterations to truck needed. 
Can be transferred to any other 
truck. “Power package” and 
remote control unit hug the 
truck. All moving parts (except 
lifting arms) completely housed 
for safety. 


For 2, ¥% or 1 ton 


pick-up or stake trucks 





CURTIS 
MASTER LOADER 


SAVES TIME, MONEY, MEN; RE- 
DUCES CHANCES OF PER- 
SONAL INJURY, PROPERTY 
DAMAGES; INCREASES EFFI- 
CIENCY; LOWERS HANDLING 
COSTS. 


MAIL COUPON 





NVESTIGATE 


COLLINS AND ASSOCIATES 
4906 Heuwerth Ave. 
Cincinnati 38, Ohio 


Please send us literature and name 
nearest distributor. 
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Used-Car Auction Prices 





(Continued from Page 35) 


pickup, $495. ’47 Dodge 1%-ton truck, 


$255. 


‘ 


CHICAGO 


(Arena Auto Auction, Sale every Tues- 

day. Prices are for sale of Aug. 20.) 

(Sold 278 cars out of 383 consign- 
ments.) 

BUICK—’57 Special Riviera, $2,350* (ps). 
’56 Century 4-dr., $2,055*; Special» Rivi- 
era, $1,925* (ps); 2-dr., $1,745*, $1,745* 
(ps). 55 Super conv., $1,475* (ps); Spe- 
cial Riviera, $1,455* (ps), $1,410*° (ps); 
4-dr., $1,300*; conv., $1,150*; RM 2-dr., 


$1,440* (ps). '54 Special 4-dr., $1,050°; 
2-dr., $1,020%; Super 4-dr., $855*. °53 
Super Riviera, $765*, $730*; Special 
conv., $530*. '52 Super Riviera, $350*. 


"51 4-dr., $210*. 

CADILLAC—’57 sedan de Ville, $4,410* 
(ps). '56 coupe de Ville, $3,350*, '54 (62) 
4-dr., $1,925* (ps). '52 coupe de Ville, 
$915*. '51 4-dr., $535*. 

CHEVROLET—’'57 Beil Air (6) 2-dr., $1,- 
795*; One-fifty (6) 4-dr., $1,630. ‘56 
Two-ten station wagon, $1,780*, $1,740*; 
2-dr., $1,275*; Two-ten (6) 4-dr., $1,250; 
Bel Air (8) 4-dr., $1,775* (ps), $1,650*° 
(ps), $1,575*, $1,235, $1,225, $1,205, $1,- 
200. 55 Bel Air (6) 4-dr., $1,300*°; Sport 


coupe, $1,225*; 2-dr., $1,200°, $955°; 
Two-ten (6) 4-dr., $1,050, $970; 2-dr., 
$840; One-fifty 4-dr., $900. ‘54 Bel Air 


$795; Two-ten 4-dr., $775*. 


$575; Two-ten 4-dr., 
$560*, $455; One-fifty 4-dr., $425, °52 
2-dr., $425°; 4-dr., $275°. 

CHRYSLER — '55 ‘300’ 2-dr., $1,755* 
(ps); Windsor 2-dr., $1,450°; 4-dr., $1,- 
225*, $1,190. °53 NY Newport, $705* 
(ps); 4-dr., $400*, $250°. 

DeSOTO '57 Firesweep sedan, $2,400* 
(ps). °56 Firedome 4-dr., $1,460*°. ‘53 
Firedome conv., $505*. 

DODGE—’55 Coronet (8) 4-dr., $1,280*, 
$1,000. '54 Royal (8) conv., $895° (ps). 
‘53 Coronet 4-dr., $560°, $515°, $400. 

F O R D — ’'57 Thunderbird, $2,840° (ps); 
Fairlane (8) 500 Retractable Hardtop, 
$2,755* (ps); Country sedan, $2,250° 
(ps), $2,150° (ps); 2-dr., $2,100° (ps), 
$2,050* (ps); Victoria, $1,900*; Fairlane 
(6) 4-dr., $1,875° (ps), $1,850°. ‘56 
Country sedan, $1,800° (ps), $1,495°; 
Fairlane (8) Victoria, $1,645°, $1,560°, 
$1,535*, $1,510°, $1,490°, $1,445; 2-dr., 
$1,490*; conv., $1,390°, $1,245. '55 Thun- 
derbird, $1,640; Fairlane (8) conv., $1,- 


2-dr., $900, 
"53 Bel Air 4-dr., 


175* (ps); Victoria, $1,110*; station 
wagon, $1,105*; 2-dr., $875°; Custom 
(8) 2-dr., $805, $790. '53 Victoria, $710; 
conv., $670, $585; 2-dr., $465°; 4-dr., 
$265. 
HUDSON—'56 sedan, $1,510°; Super Hor- 
net, $1,175. 
MERCURY — '57 station wagon, $2,550° 
(ps); Monterey 2-dr., $2,375*, $2,300° 
(ps), $2,185*. "56 Monterey 2-dr., $1,- 


625°; Custom 2-dr., $1,415°, $1,360°. ‘55 
Monterey 2-dr., $1,205*°; Custom 2-dr., 
$1,075*, $980°*. ‘54 Monterey 4-dr., $975°; 
Custom 2-dr., $760, $550°. ‘53 2-dr., 
$710*. "52 2-dr., $430°. 

NASH—’52 4-dr., $635; 2-dr., $280. 

OLDSMOBILE—'56 (98) Holiday, $2,400° 
(ps), $2,300°, $1,955°; (88) Super 2-dr., 
$1,790° (ps). "55 (98) 4-dr., $1,465° (ps). 
"54 (98) 4-dr., $1,350° (ps). ‘53 (98) 
Holiday, $800° (ps); 4-dr., $750° (ps), 
$620°. °52 (98) Holiday, $500° (ps); 4- 

. 


dr., . 

PACKARD—'55 ‘‘400°" 2-dr., $1,495* (ps), 
$1,475° (ps). 

PLYMOUTH—’'57 Belvedere (8) 2-dr., $2,- 
225°. °'56 Suburban (6) station wagon, 
$1,450*, $1,345; Belvedere (8) 2-dr., $1,- 
425°; Savoy (6) 4-dr., $1,090. "55 Bel- 
vedere (8) conv., $1,100°; Plaza (6) sta- 
tion wagon, $1,030; Savoy (6) 4-dr., 
$595. °54 Savoy 2-dr., $420. '53 conv., 
$425; 4-dr., $410; 2-dr., $405. 

PONTIAC—’'57 Star Chief 2-dr., $2,050°. 
"56 Catalina 4-dr., $1,770° (ps), $1,620°. 
'55 Chieftain Catalina, $1,410°; Star 
Chief conv., $1,250° (ps); 2-dr., $965°. 
"54 Star Chief Catalina, $965*; Chieftain 
2-dr., $720°; 4-dr., $590°. ‘53 Chieftain 
Catalina, $590*, $575* (ps); conv., $545°; 
4-dr., $320°, $280°. ‘52 2-dr., $200°. "51 
4-dr., $210°. 

RAMBLER—'56 Custom, $1,770°. 
tom, $1,245°; 4-dr., $1,210°. 
coupe, $650°. 

STUDEBAKER—’56 President 4-dr., 


"55 Cus- 
54 club 


$1,- 


230° (ps). °55 President 2-dr., $1,305°; 

Commander 2-dr., $625°*. 
MISCELLANEOUS—'57 MG conv., $1,925. 

"56 Volkswagen 2-dr., $1,600, $1,430, 


$1,400. °55 Ford F-100 pickup, $800. '52 


Chevrolet %-ton pickup, $420. 


SEATTLE, WASH. 


(South Seattle Auto Auction. Sale every 
Wednesday. Prices are for sale of Aug. 
14.) 

(Sold 129 cars out of 298 consign- 
ments.) 

BUICK—’55 Super conv., $1,580° (ps); 
RM 4-dr., $1,455* (ps); Special Sport 
coupe, $1,505*, $1,395*. "54 Super Sport 
coupe, $1,250* (ps), $1,190°. ‘53 Super 
Sport coupe, $580*. °52 Special conv., 
$350. °50 RM 4-dr., $175*; Super conv., 
$160°. 

CADILLAC—’'55 Eldorado conv., $3,100* 
(ps); (62) coupe, $2,410* (ps). °53 (62) 
4-dr., $1,200*. °48 4-dr., $320°. 

CHEVROLET—' 57 Bel Air (8) Sport coupe, 
$2,300* (ps), $2,240*, $2,230*; Hardtop, 
2 at $2,220*°; Two-ten (6) 2-dr., $1,650. 
"56 Two-ten (6) station wagon, $1,750*; 
4-dr. sedan, $1,465. '55 Bel Air (8) 2-dr., 
$1,420; 4-dr., $1,130*; Two-ten (6) sta- 
tion wagon, $1,320; 2-dr., $1,220, $1,090; 
Two-ten (8) 4-dr., $1,150, $1,135. °53 
Bel Air 4-dr., $650; 2-dr., $545*; Two- 
ten 2-dr., $650; One-fifty 4-dr., $250. 52 
4-dr., $410*. ‘51 2-dr., $300*, '50 2-dr., 
$145, $120. ’48 conv., $125. 

CHRYSLER —'55 NY St. Regis, $1,825* 
(ps); 4-dr., $1,475° (ps). °54 Sport 
coupe, $1,130* (ps). 

DeSOTO—’'55 Firedome Sport coupe, $1,- 
380*, $1,355*. '52 4-dr., $350* (ps). °49 
4-dr., $150, $125. 

DODGE—’56 Coronet (8) Hardtop, $1,695*. 
’54 Royal 4-dr., $795* (ps), °53 Sport 
coupe, $405*. '50 4-dr., $120. 

FORD—’57 Country sedan, $2,350*; Fair- 
lane (8) 500 2-dr., $2,140*, $2,050°, '56 
Fairlane Country sedan, $1,900* (ps), 
$1,605*; conv., $1,680* (ps); Custom 
2-dr., $1,350, $810. ’55 Fairlane (8) Vic- 
toria, $1,575* (ps); Ranch Wagon, $1,- 
275*; 2-dr., $890°. °54 Crest Victoria, 





$955*. °53 Custom 4-dr., $610*, $515°*. 
"52 4-dr., $520*. 51 2-dr., $215, ’50 4- 
dr., $170. 


HUDSON—’53 Wasp 4-dr., $350*. 

LINCOLN—’53 Sport coupe, $615*. 

MERCURY —'’'57 Monterey Sport coupe, 
$2,435*. °56 Custom station wagon, $1,- 
695° (ps). °'55 Montclair Sport coupe, 
$1,705* (ps); Monterey Sport coupe, $1,- 
405°. '54 conv., $995*. '52 4-dr., $595°*. 
"51 4-dr., $345*, $220°*. 

NASH—’49 4-dr., $120°. 

OLDSMOBILE—’55 Star Fire conv., $1,- 
605°; (88) Super 4-dr., $1,560* (ps). ’54 
(88) Super Sport coupe, $1,250*. ’53 (88) 
Super 4-dr., $600*. '50 2-dr., $190°*. 

PACKARD—’51 2-dr., $210°*. 

PLYMOUTH—’56 Custom (8) station wag- 
on, $1,570*; Savoy (8) 4-dr., $1,395*; 
2-dr., $1,245; Plaza (6) station wagon, 
$1,240°*. °54 Savoy 4-dr., $715. °53 4-dr., 
$475. °52 4-dr., $245. '51 station wagon, 
$425; 4-dr., $180 

PONTIAC — '55 Chieftain station wagon, 
$1,375*. °52 Chieftain 2-dr., $255*°, °50 
Sport coupe, $330*. 

STUDEBAKER—’'50 coupe, $195*. 

* * * 


— Auctions in Brief — 


FARGO, N. D. 

Tri-State Auction Co. Sale every Thurs- 
day (Aug. 22). Demand for '54-’55 models. 
More sharp cars needed, Sold 66 cars out 
of 114 consignments. 

* + * 
VALDOSTA, GA. 

Tom Hewitt Auto Auction. Sale every 
Friday (Aug. 23). Clean cars are in de- 
mand and sellers can get the high dollar 
for them. Weather was nice and we had 
lots of buyers and sellers present. 

* * * 
CHICAGO 


Greater Chicago Auto Auction, Sale every 
Thursday (Aug. 22). Sold 319 cars out of 
528 consignments. 

* > * 


WAREHOUSE POINT, CONN. 
Southern Auto Sales, Inc. Sale every 
Wednesday (Aug. 21). Sold 162 cars out of 
221 consignments. 
* * * 


DANVILLE, VA. 
Danville Auto Auction. Sale every Wed- 


Brockway Truck 
To Up Output of 
Heavy Chassis 


CORTLAND, N. Y.— Brockway 
Motor Trucks last week announced 
plans to increase production of 
heavy-duty truck chassis at its 
plant here. 


J. E, Cambria, Brockway general 
manager, said his company is “now 
in a position to build and deliver 
individually-tailored trucks in pro- 
duction quantities. He said Brock- 
way can easily double its current 
output. 

To achieve its goal, Brockway 
will couple national advertising with 
regiona] sales efforts. 


Current plans call for a series of 
sales meetings with all Brockway 
branches and dealers to provide 
them with literature and informa- 
tion pertinent to the expanded pro- 
gram, as well as the firm’s new off- 
highway and special Shorty tractor 
models, Cambria said. 





Sutter Names Dinsmore 


LANCASTER, O. — Alden Dins- 
more, president of Dinsmore Buick, 
Inc., has been named NADA chair- 
man for this area by Frederick M. 
Sutter, NADA president, 








Model Breakdown 
Of Auction Averages 














Model Aug. July June 
1957 1957 1957 
BB vesevvseceseve $2,172 $2,213 $2,198 
1956...... 1,523 1,553 1,569 
1955...... 1,195 1,202 1,171 
1954...... 816 830 849 
1953... 529 538 553 
1952...... 330 345 359 
1951...... 236 248 249 
Br cccsvivveens 182 199 192 
Overall 
Average $ 873 $ 891 $ 893 





nesday (Aug. 21). A very good sale this 
week. Sold 156 cars out of 221 consign- 
ments. 
* * * 
MASON CITY, IA. 

Central States Auto Auction, Sale every 
Wednesday (Aug. 21). High percentage 
sold at top prices as buyers clamored for 
more cars. Retail activity in this area is 
very strong on all clean used cars, New- 
car prices falling rapidly. 

* * * 


Tim Anspach Dealer’s Auto Auction. 
Sale every Monday (Aug. 19). Many buy- 
ers as usual showed but all complained of 
retarded retail sales and tight money, Sold 


154 cars out of 204 consignments. 
* * +. 


WINDSOR, VA. 
Windsor Auto Auction, Sale every Thurs- 
day (Aug. 22). Had a very good sale to- 
day, with a high percentage of cars being 


sold. 
* * * 


INDIANAPOLIS 
Ken Schaefer Auto Auction. Sale every 
Thursday (Aug. 22). All cars held steady 
today as buying continued here at a fast 
pace, Sold 76 percent of the consignment. 





Grand Opening— 


Guy lL. Honeycutt, left, and Jack W. 
Campbell, of Campbell-Honeycutt, Inc. 
(Studebaker-Packard), Raleigh, N. C., 
stand beside a Mercedes-Benz 190 SL 
roadster at their formal opening as a 
Mercedes-Benz dealership. Campbel'l- 
Honeycutt is one of more than 200 Mer- 
cedes-Benz dealerships franchised by 
Studebaker-Packard from its dealer body. 
Campbell was sales manager of the dealer- 
ship from 1949 to 1954 and general 
manager from 1954 to 1956. He bought 
into the firm in Aug., 1956. 


Bulletin Board ... 


Brazing Fundamentals 


“Fundamentals of Brazing”—101 
pages, $2.75. Report No. PB-121553, 
U. S. Department of Commerce, 
Washington 25, D. C. 

= 


” * 


Steel Shelving 


Information about adjustable 
steel shelving—six pages, free. Bul- 
letin SE-5, Penco Metal Products 
division, Alan Wood Steel Co., 200 
Bower Ave., Oaks, Pa. 

* > > 
Dry-Film Lubricants 

“Evaluation of Dry-Film Lubri- 
cant Coatings, Part I’—29 pages, 
7 cents. Report PB-121922, U. S. 
Department of Commerce, Wash- 
ington 25, D. C. 

> 


Pneumatic Conveyors 
Stationary and portable pneu- 
matic conveying systems—free. Bul- 
letin 143-B, Spencer Turbine Co., 
Hartford, Conn. 
o > > 
2-Way Radio for Trucks 
A brochure, ECR-431, on two-way 
radio in the trucking industry, des- 
cribing the Progress Line of equip- 
ment—12 pages, free. General 
Electric Communications Equip- 
ment, Atlantic Building, Electronics 
Park, Syracuse, N. Y. 
+ am > 
Hydraulic Testing 
A brochure describing the opera- 


tion of a machine newly designed | — 





for the functional and operational 
testing of hydraulic components— 
free. Test Equipment Division, 
Greer Hydraulics, Inc., New York 
International Airport, Jamaica 30, 
N. Y. 


> > . 
Greater Engine Life 
“How to Increase Engine Life 


90%”"—free. Fram Corp., Providence 
16, RL 


. 7 > 
All About Floodlights 
“How to Select and Apply Flood- 
lights”—16 pages, free. Bulletin 
GEA-6175A, General Electric Co., 
Schenectady 5, N. Y. 
> 


Tube Working Tools 


Tool Catalog 6111, featuring a 
new line of tube working tools— 
eight pages, free. Customer Rela- 
tions Department, Weatherhead 
Co., 128 W. Washington Bivd., Fort 
Wayne, Ind. 





Georgia Pontiac Dealer 


Has 20th Anniversary 


AUGUSTA, Ga—Pontiac Mas- 
ter Auto Service has celebrated 
its 20th anniversary with an open 
house. 

Walter Schlapp and William L. 
Schafer, coowners of the firm, 
displayed a 1937 Pontiac with 
their 1957 Pontiacs to point up 
the differences 20 years have 
made in the automotive industry. 








[Mw LF 


Winners in Chevrolet Contest— 





Atlanta Chevrolet dealers and their wives, winners in Chevrolet's “Sellerama" sales campaign, prepare to board a plane for 
New York. A total of 250 dealers from the Southeast region spent three days in New York on a payoff party in connection 


with Chevrolet's May-June sales drive. 
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In Parts and Accessory Distribution 


New Philadelphia Warehouse | tributed through major tire and 


Is Opened by AP Parts 

PHILADELPHIA.—AP Parts 
Corp. has opened a new warehouse 
at 611-13 Catherine St. here that 
is double the size of the former 
warehouse, according to H, C. 
Stivers, sales manager of the muf- 
fler manufacturer. 

The warehouse will serve whole- 
salers in the Greater Philadelphia 
area and the Mid-Atlantic states. 
It is one of five warehouses op- 
erated by AP in the East. 

> * * 


New York Firm Produces 


Brake Bonding for Fiats 

WESTBURY, N. Y—A brake 
bonding system, developed by 
Permafuse Corp., is being utilized 
in the manufacture of Fiat auto- 
mobiles in Turin, Italy, according 
to Sydney G. Tilden, president of 
Permafuse. 

Tilden recently returned from 
a trip to the Fiat plant where he 
viewed his newly installed equip- 
ment in operation. The Permafuse 
system is used in permanently 
bonding the brake lining to the 
brake shoe with an adhesive. 


26 Complete 
MEWA Institute 


LOS ANGELES. — Twenty-six 
men have completed a sales- 
management institute at Los An- 
geles State College. The institute 
was one of two sponsored by the 
Motor and Equipment Wholesalers 
Assn. 

The graduates are: 

Howard F. Barrett, Lubbock, 
Tex.: William J. O’Hara, Seattle; 
James H. Paulhamus, Los Angeles; 
B. R. Stubbs, Santa Rosa, Calif.; 
Algie R. Glenn, Riverside, Calif.; 
L. C. Desmond, Vallejo, Calif.; 
Guldbrand J. Kramer, Eureka, 
Calif.; A. O. Miller, Beaumont, 
Tex.; Rollin J. McBurney, West Los 
Angeles. 

Ralph Albertson, Hutchinson, 
Kans.: Forest Bodwell, Hunting- 
ton Park, Calif.; Don Duncan, Los 
Angeles; Y. R. Vance, San Bernar- 
dino, Calif.; Dewey Dunn, San 
Diego, Calif.; Armando Romandia, 
Calexico, Calif.; Les Brandenborg, 
Minneapolis; A. H. Swanson, 
Ephrata, Wash.; E. M. Hedahl, Bis- 
marck, N. D. 

Charles S. Lambert, Los Angeles; 
Carl Cribari, Denver; J. Kenneth 
Hickman, Fresno, Calif.; Kenneth 
McClelland, Los Angeles; James E. 
Bussey, Santa Monica, Calif.; J. T. 
Prochaska, Alhambra, Calif.; Rob- 
ert Borders, Yreka, Calif.; Tom 
Zimmerman, Van Nuys, Calif. 

. > > 


Tire Service Book Civen 


To 500.000 Repair Firms 


CINCINNATL — Big Four In- 
dustries, Inc., 5938 Carthage 
Court, Cincinnati 12, O., has 
passed the half-million mark in 
distributing its fact book on 
service for 14-inch tires. 


The book is available at no 
cost to tire dealers and service 
shops and also has been dis- 


‘Smog Czar’ Raps 
Exhaust Chemical 
Studied by Ford 


LOS ANGELES.—Smith Griswold, 
Los Angeles-area “smog czar,” has 
termed unsatisfactory an exhaust- 
filtering chemical under study by 
Ford Motor Co. 

Ford researchers gave an en- 
couraging report on the use of the 
chemical—vanadium pentoxide—at 
the West Coast meeting of the 
Society of Automotive Engineers in 
Seattle. 

Griswold, who attended the meet- 
ing, quoted “automotive experts” 
there as saying there is no im- 
mediate promise of a chemical 
which will take objectional hydro- 
carbons out of exhaust fumes. 

Griswold said devices now avail- 
able give only limited benefits. 


oil companies. 
* * * 


Ammco Honors W 


For 20 Years’ Service 


NORTH CHICAGO, Ill.—Regional 
Manager Ken Wood has received a 
gold watch from Fred Wacker, 
president of Ammco Tools, Inc., in 
recognition of 20 years’ service with 
the company. 

The watch was presented at a 
regional managers’ sales meeting. 

* * * 


Airtemp Names Airecon 


Distributor for Georgia 


ATLANTA. — Airecon Distribu- 
tors has been named Georgia dis- 
tributor for Airtemp division of 
Chrysler Corp. L. J. O’Callaghan is 
president of Airecon. 

Here for the opening of the dis- 
tributorship were Carl E. Buch- 
holzer, Airtemp president; J. F. 





Knoff, sales vice-president, and R. 
J. Schumann, manufacturing vice- 
president, 


~ +* * 
New Dress for ‘Big Q’ 
OIL CITY, Pa. — A new family 
of corrugated boxes—all designed 
around the Quaker State big “Q”’ 
motif—are being used by Quaker 
State Oil Refining Corp. The com- 
pany’s identification is printed in 
green and white on all four sides 
of the boxes which were manufac- 
tured by Hinde & Dauch, Cleve- 
land. 
* * * 


AWDA Offers Directory 
KANSAS CITY.—The Automotive 
Warehouse Distributors Assn. has 
published its 1957 membership di- 
rectory. Copies are available from 
Martin Fromm, executive secretary, 
6314 Brookside Plaza, Kansas City 





13, Mo. 





Metals Expert 


Sees Rise 


In Lead and Zinc Sales 


CHICAGO.—The recent tapering- 
off of lead and zinc demand is 
simply a continuation of the 
leveling-off of the 1955 business 
boom, according to Dr. Joseph Zim- 
merman, editor of the Daily Metal 
Reporter. 

Zimmerman addressed a joint 
session of 400 representatives of 
the Lead Industries Assn. and the 
Ameircan Zinc Institute. Conven- 
tions of the two groups overlapped 
by a day. 

Other speakers were Richard H. 
Mote, U. S. Bureau of Mines, and 
R. Hendricks, sales vice-president, 
Consolidated Mining & Smelting Co. 
of Canada, Ltd. 

Zimmerman noted that consumers 
of lead and zinc have reduced their 
inventories greatly, and some of 
them are down to a 30-day supply. 
This means they aren’t going to be 
able to stay out of the market in- 
definitely, he said. 

Meanwhile, he continued, the Gov- 
ernment’s policy on stockpiling, to- 
gether with its exercise of the farm 


barter program, is the controlling 


factor on zinc prices. 
Mote, g world supplies, 
estimated that world production 
of slab zinc should reach an all- 
time high of 3,141,000 short tons 
in 1957, an increase of 59,000 tons 
over 1956 output. 
He estimated lead production at 
2,328,000 short tons, up 27,000 tons. 

He said the U. S. will lead the 
world in production with one mil- 
lion tons of zinc and 550,000 tons 
of lead. Russia and Canada rank 
second and third in zinc output, 
while Australia holds a slim lead 
over Russia for second place in 
lead production. 

In this country, he said, lead and 


Highway Safety— 


A new approach to upgrading 


the 
driving skills of the nation’s truck drivers 
is being outlined to Edward J. Emond, 
aviomobile safety director for Armour & 


Co. The explaining is being done by 
Harold L. Smith, left, a Ford truck market- 
ing consultant, who is conducting a train- 
ing program -at various locations over 
the nation for the safety directors of 
large fleets. Primarily, it consists of 
evaluating drivers on a 12-point rating 
system and then outlining five simple 
principles for new habit formation. At 
right is Fletcher N. Platt, manager of 
Ford Motor Co.'s traffic and highway im- 
provement department. 


zine supplies are adequate to meet 
all foreseeable needs, He noted that 
many new mines are being devel- 
oped, including properties in Penn- 
sylvania, New Jersey, Virginia and 
Tennessee. 

Hendricks mentioned that zinc 
consumption is trailing production. 
He said this was an unhealthy situ- 
ation despite the fact that surpluses 
are being withdrawn from the mar- 
ket for government stockpiles. 

As for lead, he declared that al- 
though it is being consumed faster 
than new reserves are being dis- 
covered, this situation could be re- 
versed quickly if automobiles should 
turn to fuels not requiring lead. 

New major uses of lead are not 
being developed fast enough, he 


said, and research is needed in this 
area. 


aE 
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I those shoppers 
who may buy 
...elsewhere 


write for your free copy of 
“Showroom 
Trafttic’’ 


The Carlife Guaranty Co. 
9955 Grand River 
Detroit 4, Michigan 





















““WEIGHT-SAVER’, 


BODIES 












Magnesium and Fiberglass Reinforced Plastic 
Here is the latest addition to the Boyertown 
line of standard “better built’ truck bodies 
for the buyer who prefers an extremely light- 
weight unit. The deluxe “Weight-Saver” is 
ideal for businesses where lower operating 
costs, longer truck wear and easier handling 
are essential. 

The smartly styled “Weight-Saver” is 
available now in two basic body sizes that 
will put more pay in your payloads with less 
dead-weight to haul. Contact us now for 
particulars about this most advanced truck 
body in the field. 

CALL BOYERTOWN 7-2146 OR WRITE: 


RoOYERTOW 
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Goodyear ns 
Rubber Factory 
In Northwest 


Current Prices on U. S. Cars 


$2,762.80; 2-dr. hardtop, ee 80; 





The following advertised - delivered 


Wagons—2-dr. 


2-seat Suburban, $2,861; 


top, $2,418.50; 2-dr, hardtop, $2,348.50; 
conv. (V-8 std.), $2,638. Fury—2-dr, hard- 
top, $2,925.25, Station wagons—2-dr, 2-seat 
Deluxe, $2,330.25; 2-dr, 2-seat Custom, $2,- 
440; 4-dr. 2-seat Custom, $2,493.75; “a-dr. 
3-seat Custom, $2,648.75; 4- dr, 2-seat’ Sport, 
$2,621.75; 4-dr, 3-seat Sport, $2,776.75, 
PONTIAC — Chieftain — 4-dr. sed., $2,- 
527.39; 2-dr, sed., $2,463.39; 4-dr. hardtop, 


conv., | $2,614.39; 2-dr. hardtop. $2,529. 39; 2-dr. 


Montclair—4-dr. $3,187.80; 


CHEHALIS, Wash.—The million- 
. base fac- |4-dr. 2-seat Sierra, $2,946; 4-dr 3-seat | $3,004.80. 2-seat stat, w: 2,84 a 
dollar tread-rubber plant, built by| Prices, include the susrested Mne tax (Sierra, $3,073; 4-dr. 2-seat Custom Slerra, | 4-dr. hardtop, $3,316.80; 2-dr. fr, hardtop, $3,- | 22" wane gabe. eh. 39; 4-5. —— 
ry st prices, $3,087; 4-dr, 3-seat Custom Sierra, $3,215. | 235.80; conv., $3,429.80, Turnpike Cruiser—| neq $9,664.39; 4-dr. hardtop, $2,793.39; i 


Goodyear Tire & Rubber Co., was 
formally opened last week by Plant 
Manager Robert W. Jenkinson. 

An eight-hour open house drew 
more than 5,000 Central Washing- 
ton residents, including Gov. Albert 
D. Rosellini, for guided tours 
through the new installation. 

The Goodyear facility, first of the 
company’s 22 domestic plants to be 
devoted entirely to the production 
of tread rubber, has excited con- 
siderable interest in the Pacific 
Northwest. It is the first plant to 
be built in the new industrial park 
developed by the city of Chehalis. 

As such, newspapers and civic 
leaders in other Pacific Northwest 
communities have used the Good- 
year-Chehalis industrial marriage 
as an example of the benefiits of 


amounts and suggested dealer delivery- 
and-handling charges. Not included are 
variable items passed on to the retail 
buyer, such as State and local taxes, 

transportation charges and optional 
equipment, 

BUICK — Special — 4-dr., sed., $2,659.83; 
2-dr, sed., $2,595.83; 4-dr. hardtop, $2,- 
779.83; 2-dr, hardtop, $2,703.83; conv., $2,- 
986.83; 4-dr, 2-seat stat, wag., $3,046.83; 
4-dr, 2-seat hardtop stat. wag., $3,166.83. 
Century—4-dr, sed., $3,234; 4-dr, hardtop, 
$3,354; 2-dr. hardtop, $3,270; conv., $3,- 
598; 4-dr. 2-seat hardtop stat, wag., $3,- 
706. Super—4-dr, hardtop, $3,681; 2-dr. 
hardtop, $3,536; conv., $3,901, Roadmaster 
—4-dr, hardtop, $4,053.33; 2-dr. hardtop, 
$3,944.33; conv., $4,066.33. Roadmaster 
“«75°*—4-dr, hardtop, $4,483.33; 2-dr. hard- 
“75.’" Power steering standard on Super, 
top, $4,373.33. (Dynafiow standard on Cen- 
tury, Super, Roadmaster and Roadmaster 
Roadmaster and Roadmaster ‘‘75.’’ Power 
brakes standard on Roadmaster ‘‘75.’’) 





156.56; 





292.80. 
2-dr. 


sed., 


2-dr. 


sed., 


FORD—(Prices are for 6-cyl. 
For V-8s, add $99.98.) Custom—4-dr, sed., 
$2,041.88; 2-dr. sed., $1,990.60; bus. “=: 
$1,878.64. Custom 300 — 4-dr, sed., 
$2,105.28 
4-dr, sed., $2,286.36: 2-dr, sed., $2,235.08; 
4-dr. hardtop, $2,357.44; 2-dr. hardtop, eae: 

Fairlane 500—4-dr. sed., $2,332.68; 
$2,281.40; 
403.76; 2-dr. hardtop, $2, 339. 12; conv., $2,- 


models. 


hardtop, $2,- 


505.32; retractable hardtop cpe. (V-8 only), 














cpe, 


$3,408.12, 


sed., 


$2,942. ‘05. Station Wagons — 2-dr. 
Ranch Wagon, $2,300.72; 2-dr. 
Rio Ranch Wagon, $2,397.32; 4-dr. 
Country sedan, $2,451.32; 4-dr, 3-seat Coun- 
try sedan, $2,556. 08; 4- ‘ar, 3-seat Country 
Squire, $2,683. 64, Thunderbird — hardtop 
(V-8 only), 


HUDSON—Hornet Super V-8—4-dr. sed., 
$2,820.80; 2-dr, hardtop, $2,910.80. Hornet 
Custom V-8—4-dr. 
hardtop, $3,100.80. 
on Custom.) 

IMPERIAL — Imperial — 4-dr. sed., 
837.50; 4-dr, hardtop, $4,837.50; 2-dr. hard- 
top, $4, 735.50. Crown—4- dr., 


2-seat 
2-seat Del 
2-seat 


$3,010.75; 2-dr. 
(Power brakes standard 


$4,- 


sedan, $5,406; 


2-dr. hardtop, 32, 735.39; 4-dr, 2-seat stat. 
wag., $3,021.39. Star Chief—4-dr, deluxe 
sed., $2,839.39; 4-dr, custom sed., $2,896.39; 
4-dr. hardtop, ‘s2, 975.39; 2-dr. hardtop, $2,- 
901.39; conv., $3,105. 39; Bonneville conv. 
(fuel injection), $5,782. 39; 2-dr. 2-seat 
Safari stat. wag., $3,481. 39; 4-dr, 2-seat 
Safari stat. wag., $3,636.39, ‘(Hydra- 
power steering, power brakes standard on 
Bonneville.) 


RAMBLER — Deluxe Six — 4-dr. sed., 
$1,961.45. Super Six—4-dr. sed. $2,122.65: 
4-dr, hardtop, $2,207.65; 4-dr. >-seat stat. 
wag., $2,409.65 Custom Six—4-dr. sed., 
$2,212.65; cron 2-seat stat, wag., $2,499.60, 
Super V-8—4-dr. sed., $2,252. 60; 4-dr, 2- 
seat stat. wag., $2,539.65. Custom V-8—4- 
dr, sed., $2,342.65; 4-dr, hardtop, $2,427.65; 
4-dr,. 2-seat stat, wag., $2,629.65; 4-dr. 2- 
seat hardtop stat. wag., $2,714.60. Rebel V- 
8—4-dr. hardtop, $2,785.90, 


STUDEBAKER—Scotsman 6—4-dr. sed., 
$1,826; 2-dr. sed., $1,776; 2-dr. 2-seat 
stat. wag., $1,995. ‘Champion 6—4-dr. cus- 
tom sed., $2,048.99; 4-dr. deluxe sed., $2,- 
170.79; 2- dr, custom sed., $2,000. o8; "2-dr, 
deluxe sed., $2,123.09. v-8— 


4-dr, hardtop, $3,848.80; 2-dr. hardtop, $3,- 
: Car conv., $4,102.80, Station 

Wagons — Commuter — 2-dr. 2-seat, $2,- 
902.80; 4-dr, 2-seat, $2,972.80; 4-dr, 3- 
seat $3,069.80. Voyager — 2-dr. 2-seat, 
$3,402.80; 4-dr. 3-seat $3,569.80. Colony 
Park — 4-dr. 3-seat, $3,676.80. (Mere- 
O-Matic standard on Montclair, Turnpike 
Cruiser, Voyager and Colony Park, Power 
steering and power brakes standard on 
Turnpike Cruiser.) 

NASH — Ambassacor V-8—4-dr. 
sed., $2,820.80; 2-dr, 
Ambassador Custom V-8—4-dr. sed 
010.75; 2-dr,. hardtop, $3,100.80, 
brakes standard on Custom.) 


OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,798.47; 2-dr. sed., $2,733.47; 4-dr. hard- 
top, $2,932.47; 2-dr. hardtop, $2,854.47; 
conv., $3,182.47; 4-dr, 2-seat stat. wag., 
$3, 202. 47; 4-dr. 2-seat hardtop, stat. wag., 
$3,313.47. Super 88—4-dr. sed., $3,030.47; 
2-dr. sed., $2,968.47; 4-dr. hardtop, $3,- 
257.47; 2-dr. hardtop, $3,180.47; conv., $3,- 
447.47; 4-dr. 2-seat hardtop, stat. wag., 
$3,541.47. Series 98—4-dr. sed., $3,740.55; 
4-dr. hardtop, $4,012.55; 2-dr. hardtop, $3,- 


rogressive communit planning. 4-dr, hardtop, $5,406; 2-dr. hardtop, $5,- | 936.55; conv., $4,216.55 (Jetaway Hydra-| 4- 
P Te Goodyear, iene of the in-| CADILLAC — Series 62 — 4-dr. hardtop, 268.50; conv., $5,597.50. LeBaron—4-dr. | Matic, power steering, power brakes stand- oa. Sateen “castem Gea., “a 128.50: 
t manage- $4,780.96; 2-dr. hardtop, $4,676.96; 4-dr.|sed., $5,742.50; 4-dr., hardtop, $5,742.50. | ard on Series 98.) 2-dr, deluxe sed., $2,246.09, President v-8 
stallation could rigger a . ig Sedan deVille hardtop, $5,255.96; 2-dr. Limousine prices not available. (TorqueFlite, PACKARD CLIPPER—4-dr. sed., $3,212; | —* dr. sed. $2,407.29: 2-dr. sed. , $2,357.99, 
ment decision to locate similar Coupe deVille hardtop, $5,115.96; conv., | Power steering, power brakes standard.) | 4 4, 9 seat stat. wag., $3,384, (Flighto-| President Classic — 4-dr. sed., $2,538.82. 
plants in other strategic areas. | $5292.96; Eldorado Seville 2-dr, hard- . a ate. sed., $4,794; 4-| matic standard.) a re -.. an Peiham 6, 
has expanded the pro-|top, $7,285.96; Eldorado Biarritz conv.,| 4%. hardtop, $4,794; 2-dr. hardtop, $4,649. es r. 2-seat Parkview V-8, $2,- 
d eager siti " f d- rubber $7,285.96; Eldorado Brougham 4-dr, hard-| Premiere —4-dr. sed., $5,203.50; 4-dr. hard-| ie For V-g6, add $100.) Placa das, weds | cede sant a rominelal V-8, $2560.73; 
uctive capacities of trea 1285.96; ° top, $5,293.50; 2-dr, hardtop, $5,148.50; | S/S. For V-8s, add $100.) ~dr, sed.,| 4-dr. 2-seat Broadmoor V-8, $2,665.97. 
units at plants in New Bedford, | top, ae — preg s conv., $5,381, (Turbo-drive, power steering, = poay 7 _ ~ , = 7 bus, ee. ° Sento Saree Hawk 6 cpe., $2,141.59; 
j $5,614.32. Series 75—8-pass, sed., $7,439.88; | power brakes standard. E er Hawk V-8 cpe., $2,263.17; 
Mass.; Gadsden, Ala.; Muncie, Ind., @séra-|. See dr. sed., $2,147.25; 4-dr. hardtop, $2,317.25; | Hawk V-8 2-dr. hardtop, Sean 82, — 


and Los Angeles. 

Housing a semi-automatic pro- 
duction line, the plant is capable 
of producing 30,000 pounds of tread 
rubber daily. 








Imperial limousine, $7,677.88 
Matic, power steering, power brakes stand- 
ard.) 

CHEVROLET — (Prices are for 6-cyl. 
models. For V-8s, add $100.) One-fifty— 
4-dr, sed., $2,048.32; 2-dr. sed., $1,996.32; 
util, sed., $1,885.32; 2-dr. 2-seat stat. wag., 
$2,307.32. Two-ten—4-dr. sed., $2,174.32; 








MERCURY — Monterey — 4-dr. sed., 
644.80; 2-dr. sed., $2,575.80; 4-dr. hardtop, 


$2,- 





2-dr. hardtop, $2,229, Belvedere—4- dr, sed. 
$2,309.75; 2-dr. sed., $2,263.50; 4-dr. ‘hard- | 





drive standard on Golden Hawk, 
standard on Scotsman.) 


New Commercial Car Registrations, 


Heater 












































s 
2-dr. sed., $2,122.32; club cpe., $2,162.32; 
Chry. sler Appoints 4-dr. hardtop, $2,270.32; 2-dr. hardtop, 32 States for ul 1 57 1 
$2,204.32; 2dr. seat stat. wag. $2. Ys = 
402.32; 4-dr, 2-seat stat. wag., » 32; 
Philadelphia Chie | 1327) et ri Gs eas. Sa ai 
4-dr, sed., $2,290.32; 2-dr, sed., goes Truck ee oy ates 
ET om J. Logan, |4-dr. hardtop, $2,364.32; 2-dr. ardtop, | j are releas: ere weekly, as 
DETROIT. pte lanning | $2:299.32; conv., $2,511.32; 4-dr. 2-seat || compiled by R. L Polk repre- Stude- . To- 
ae lea ® o Ch — P raven stat, wag., $2,580.32; 2-dr. 2-seat Nomad || sentatives in state capitals. Reo | baker | White | Willys | Mise. | TAL 
and placement for Chrysler stat. wag., $2,757.32. Corvette—Hardtop 
. i cpe, or conv, (V-8 only), $3,465.32. 19 States Previous! ‘57 4| 5809 80 
group marketing y | | 839) 5133) 1109/2235) = 283 37 221) 479) s-388) 16717 
organization, has| CHRYSLER — Windsor — 4-dr. sed., $3,- Reported for July 56 3} 5183 e 1069} 4687} 1504) 2490) 291 éo| 272; 451| +167) «16479 
be appointed | 988:_.4-4r. hardtop, $3,217; 2-dr. hardtop, | Arkansas ‘57 653 70) 617; 128; 226 8 15) 5 | vw eB 
en appo $3,153; 4-dr. 2-seat stat. wag., $3,575; 56 688 2 88. 57 153 zi . 5 | i733 
manager of the Saratege——4-dr. pot, 93,728; ea nere- Te ‘57 | | J o ig ‘i i i 4) 8) 2) 1705 
Philadelphia zone. | ‘top, $3,832; 2-dr. hardtop, $3,754. New 56 347 8 63 50 12; 113% 
Yorker—4-dr. sed., $4,172.50; 4-dr, hard- - 24 oI ‘9 13 “9 i 9 
He succeeds H. L.| top, $4,258.50; 2-dr. ‘hardtop, $4,201.50; | Florida ‘57 | #8 | 7 . 103, —7y a 
Corley, who has a. $4,638; <e. poms ae Se. $4,- "56| 7%} 6 7o4| os aa to ia] 9 a Bl Be 
been assigned to | 745.50. 300-C—2-dr. hardtop, $4,929; conv., | Georgia "57 574 ~ 45| ~—~543) 4 in ig 0 ee ae 
$5,359. (TorqueFlite, power steering stand- ‘ 15) a 1826 
ye wee te ype ard on Saratoga and New Yorker. Torque- ee : cea 8 a 2375| tae 721 ni ; 82 88 6!) 7| #é7il 1 
ng central office | Filte, power brakes standard on 300-C.) ° i 3 2 | 20) 07a 
56 57 
here. CONTINENTAL — 2-dr. hardtop, $9,- Michiaen "57 7 2 mn sos] taal — ’ ‘| S : a Lo 1520 
Logan will] be| 966. (Turbo-Drive, power steering, power 9 56 | 805 6 2% Sat +4 189 24 6 9 “COSI 4) 
responsible for brakes standard.) sajaneiote ey 4 3 a a 7 a u 8 15 2%| _—62 26| 2400 ‘ 
‘ 6 13 } 24! 14 
M. J. Logan the sales of the qtr, adr benane bagelte, i. mo 56 316 13 66| 349 112) 248} 3 10) ie 12} 31 2 
corporation’s cars and trucks in an | ¢o)°°$3.935.75; 4-dr. 2-seat stat, wag., $3,-| New Jersey ‘S7 iH} 533 8 134, «523 143,214 ) 6) 73\ $9) 6s! 1975 
area covering all of Delaware, the | 169.25; 4-dr. '3-seat stat. wag., $3,310.25. , = 14) 437 6} ts} 427|_—S7|_ zm 48 4 13 %| 47 28) 1554 
District of Columbia, and parts of | Firedeme “t-ar. sed. $2,957.75; *jaoeet9: oe Lf la «fala wei,|” | oy oe a a 
Pennsylvania, New Jersey, Virginia | cony.,” $3,361.25. sna ee. sed., . |___ 58} 42 3) 7 
and Maryland. 486.75; 4dr. hardtop, $3,670.75; 2-dr. hard. | ©"'° eal | 34 7 = = sl a = 9 2 oi) 7i| 0) 2078 
He joined Chrysler when the new | ‘0p, $5,613. Oi: aa ica, 2 seat | sooth Dakota °57| 158 1] 32) 160 4 1a i ee 7 —F; —F a 
group marketing organization w4s| wag. $4,123.75. Adventurer—2-dr. hardtop, ‘56 | 153 2 27|__—*160 49) 105 i 2 3 : + a 4 
516 
established in November, 1956./ $3,996.75; conv., $4,272.25. (TorqueFlite | Tennessee ‘57 483 4] 47 404 7 1) SO 4 _ = oz 
Prior to that time, he operated his | 8t#0dard on Fireflite and Adventurer. Power 56 468 4 64 347 210 132) 16 3 7 14 9) | 1274 
own auto dealership for four years |""™M°* Standard on Adventurer.) Vermont 57 | Bi ay a 2) 3 . 3 | 2) o 2 
DODGE—Coronet 6—4-dr. sed., $2,451; "56 I ! 14 50 3 6 | 
in Fairfax, Va. 2-dr, sed., $2,370.25. Coronet V-8—4-dr. : i tusitlicnennilllicisiasiiaiann 
oo sed., $2,568.50; 2-dr. sed. $2,478; 4-dr.| 34 pret eoPonee Rf 4 ray ye] tea7| zest) ae, ere, il a | I 
Wondering how new-car and truck pro-| hardtop, $2,665; 2-dr. hardtop, $2,580; Y ns ; : 2551} 12461 3724) __ 5240 617} 120) 418) 602} 69) S39 _ 40436 
duction and sales are making out? AUTO-| conv., $2,841.50. Royal V-8—4-dr. sed., $2,- eer 7 158616 om 26128) 147602! ae 49733) 7175 1279| 4040/7297 *11660| «9721, +460009 
MOTIVE NEWS gives you the entire story, | 711.50; 4-dr. hardtop, $2,818; 2-dr, hard- To Date 56 166443| 2231} 31982) 146868) 59921| 7195] 1665) 5439) 8671/1555) 5849| 495443 


plus many other pertinent facts concerning 
the automotive industry, every week 
throughout the year. 





top, $2,768.50. Custom Royal V-8—4-dr. 
sed., $2,881; 4-dr. hardtop, $2,991; 2-dr. 
hardtop, $2,920; conv., $3,146. Station 
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New Passenger Car Registrations, 25 States for July, 1957-1956 
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How They're Pushing Sales 


Dealer Ad Ideas 


Stick to One Barber 


1" AN advertisement headed, “A 
different barber for every hair- 
cut,” Gordon MacGregor, Inc. 
(Dodge-Plymouth), Brunswick, Ga., 
talked about repeat business. 


“You find one favorite barber, 
and you stick with him,” the ad 
said. “That’s how it is with many 
of our customers. They keep com- 
ing back, car after car. 

“That’s the kind of business we 
aim for—REPEAT business. And 
that’s why you’re sure of a square 
deal here. We’re not leaving town 
next week. We want to sell you 
the next three, five or 10 cars you 
buy. The only way to do that is to 
give you top values.” ‘ 


Downpayment on a Home 


E grand prize in a contest con- 

ducted by Jack Beasley Ford 
Sales, Inc., Altoona, Pa., was $1,500 
cash or the downpayment on a 
$15,000 home. 

The contest was open to per- 
sons who purchased new cars or 
trucks between Aug. 1 and Sept. 
15. They were asked to complete 
in 25 words or less the statement: 
“J bought at Jack Beasley Ford 
Sales because ... ” 

The dealership also offered a 
power lawn mower to anyone who 
purchased a new car or truck dur- 
ing a 10-day period and said it 
would give a set of four Ford drink- 
ing glasses to the first 200 persons 
who came in for a demonstration 


ride. 
> > > 


Transportation Bonus 
UT-OF-TOWN buyers of new 
Chevrolets were offered $1 a 

mile for their trip to do business 

with Gumbel Chevrolet, Clairton, 

Pa. 

The offer was part of an ad run 
in the Pittsburgh Press. The dealer- 
ship also said it had models with 
fuel injection ready for immediate 
delivery. 

> > 7” 

‘Tailored’ Finance Plan 

A= OPEN letter to car buyers in- 
formed Milwaukeeans that 

“there is something new in finance 

plans—at Edwards.” The letter was 


signed by T. A. Rogers, president, 
Edwards Motor Co. (Dodge- 


ge 

ment of John M. 

manager of the company’s 

finance division and told of a new 
“Edwards Tailored Finance 
Plan.” 

Rogers explained, “This new plan 
will ‘tailor’ financing to your needs 
—not to the needs of just anybody 
and everybody. It’s a bold step, but 
we believe you, as an Edwards cus- 
tomer, are entitled not only to 
lower rates, but also to a personal- 
ized, confidential consultation.” 

> > 


> 
Chevrolet Cheesecake 
A PICTURE of sultry Italian 
actress Sophia Loren graced an 

advertisement of Vic Potamkin 
Chevrolet, Philadelphia. A headline 
informed readers, “Your new ‘Pride 
and Passion’—the 1957 Chevrolet 
Bel Air four-door sedan.” 

Miss Loren had no part in the) 
promotion. A motion picture in 
which she appears was playing at 
a Philadelphia theater. It’s title: 
“The Pride and the Passion.” 

” * 


Discount Certificates 


re A full-page advertisement, 
Horner Motor Co. (Chevrolet), 
Lafayette, Ind., announced a dis- 
count sale on used units and prom- 
ised to give away “thousands of 
dollars in extra discounts.” 

The ad included a “discount cer- 
tificate’” which was said to be 
worth $25 to $100, depending upon 
the price of the used unit pur- 
chased. 

“Here’s how it works,” Horner 
explained. “After you make a deal 
satisfactory to you, present this 
certificate and receive the extra 


discount as indicated.” 
= * * 


Cas, Watches Plus Cirls 


Frze gasoline, wrist-watch 
prizes and a beauty contest 
were wrapped up in one day by 
Murdoch Chevrolet, Pittsburgh. 
Every purchaser of a new Chev- 


rolet was offered 1,000 gallons of 
free gasoline. The dealership held 
a drawing for a wrist watch every 
night during August. with no pur- 
chase necessary to qualify for the 
drawing. 

The beauty contest was for the 
selection of “Miss Murdoch Chevro- 
let of 1957.” Persons visiting the 
showroom on the day of the contest 
were invited to judge the 21 con- 
testants and vote for their choice. 

* 


‘Lucky 7’? at Westbrook 


FURING a civic celebration ob- 
Serving the 70th anniversary of 
East Point, Ga., Westbrook Motors 
(Dodge-Plymouth) gave a free oil 
change to the holder of’ every serv- 
ice order ending in “7.” 
The firm also gave free tickets 
to the celebration to every person 
who visited the dealership. 


* * . 


Overstockinged? 


A YEAR’S supply of ladies’ hos- 
iery with every used-car pur- 
chased during August was offered 
by Olson Buick, Altoona, Pa. 
The sale involved 70 cars. “Come 
in today, make your choice and 


take home your hosiery,” the com- 
pany advertised. 


* * * 


‘Come to the West Bank’ 

gyre dealers in Gretna, La, a 
suburb of New Orleans, com- 

bined to offer their wares in a 

single advertisement. Each pictured 

one of his cars in the ad. 

“Shop around for your 1957 auto- 
mobile,” the ad said, “then come 
on over to the West Bank and 
save.” 

Cooperating dealerships were 
Dick Bohn Ford, Deep South Mer- 
cury, Lesson Chevrolet and Bernie 
Dumas Buick. 


Profits and Publicity 


I Whim the sale of a T-900 Dodge 
truck, Herbert & Lebleu, Inc. 
(Dodge-Plymouth), Jennings, La., 
ran a newspaper ad congratulating 
the purchaser. The idea was to 
build goodwill and to publicize the 
fact that Herbert & Lebleu had 
such large truck units available. 
aa = * 


Free Vacation with Car 
FREE vacation in Florida with 
the purchase of a new Chrysler 
or Imperial was the offer in an ad 
by Perkins Motors, Louisville. 

The vacation included six nights 
and seven days at a resort hotel 
plus admission to five Florida at- 
tractions and a fishing trip. 


Auto Washington 





(Continued from Page 10) 


petroleum retailers. But he added 
that it is against “the misues of 
the economic power which big 
business is able to wield.” 


Declared Hansen: “There is some 
justification for the belief in some 
quarters that, if the Government 
had not won the 1911 Standard Oil 
case, there would today be but one 
crude oil purchaser, one refiner, one 
wholesaler from whom you could 
purchase your supplies and, for that 
matter, maybe only one retailer, 
Standard Oil, for whom you would 
all be working.” 

> 


Banking Action Postponed 
1 on House Banking Committee 

has postponed until next year 
further consideration of the Senate- 
passed bill overhauling and stream- 
lining the nation’s banking laws. 
Chairman Brent Spence, Kentucky 
Democrat, said many members had 
other pressing business and that 
further hearings would be held next 
year before any action is taken. 

> > > 


Safety Group to Meet 

7s President’s Committee for 
Traffic Safety, of which Harlow 

H. Curtice, president of General 

Motors, is chairman, will meet in 

Washington shortly to plan a series 

of nationwide conferences next year 








Raga 


For Traffic Duty— 


Joe Blance, left, parking control officer, 
San Fernando, Calif., is shown accepting 
keys for a Metropolitan “1500” from Ken 
Moore, manager, Nash-Ville, San Fernando. 
The car was ordered with a right-hand 
drive. By removing the right door, the 
driver is closer to the parked vehicle 
and is in a sitting position. He can 
perform his duties without fear of on- 
coming traffic, as well as being protected 
from extreme weather conditions. 


to enlist state support for its safety 
aims. 


Major meetings will be held in 
Chicago, San Francisco, Atlantic 
City and Miami Beach, Civic lead- 
ers will be urged to become more 
active in organizing support for 
measures considered essential for 
improved traffic safety. 


Pikes Join Interstate System 
JPEDERAL Highway Administra- 

tor Bertram Tallamy announced 
that 2,102 miles of toll roads in 15 
States have been included in the 
National System of Interstate and 
Defense Highways. These inclu- 
sions, it was said, were recom- 
mended by state highway depart- 
ments and have been approved by 
the Bureau of Public Roads. 

It was noted that they represent 
only about 5 percent of the total 
41,000-mile length of the Interstate 
System. 

Most of the country’s well 
known toll roads are among the 

routes approved for inclusion— 
such, for example, as the New 
York Thruway, Pennsylvania 
Turnpike, etc. The famed New 
Jersey turnpike, however, is a 
notable exception, only a short 
section being recommended by 
the State for inclusion. 

Inclusion of the toll roads in the 
Interstate System will not affect 
their status as toll roads. The Fed- 
eral-aid Highway Act of 1956 per- 
mits this, although no Federal-aid 
funds may be used for their im- 


provement. 
> > > 


Billboard Bill Delayed 


pPmaousam.s helping to clear 
the way for early adjournment 
of the first session of the 85th 


>| Congress, the Senate Public Works 


Committee voted to put aside until 
next year the bill limiting billboards 
on the new Federal highway pro- 
gram. It also voted—i12 to 1—to 
put over until next year a proposal 
to finance an additional] 8,000 miles 
of roads. 


NHUC Offers Booklet 


a National Highway Users 
Conference has announced pub- 
lication of the third edition of its 
popular “The Highway Transporta- 
tion Story—In Facts.” Originally 
issued in 1952, the booklet points 
up in charts, graphs and facts, the 
vital role motor vehicles and high- 
ways play in America’s economic 
and social life. 

It dramatizes the fact that high- 
way transportation represents 
something personal to every indi- 
vidual regardless of occupation. 

Copies of the new edition may be 
obtained from the National High- 
way Users Conference, National 
Press Building, Washington 4, D. C. 
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SELL DRAW-TITE HITCHES 


Custom Built for Any Car Make or Model! 
PROVEN DEMAND-—Over WE SHIP IN 24 HOURS! 


500,000 Sold! You do not need to stock a large 
CUSTOM DESIGN—Only the inventory to sell DRAW-TITE 
BALL Shows! ly HITCHES. Any car model, any year, 
there’s a hitch custom built and 
ready to install! 


EASY-TO-SELL—National adver- 
tising is building a steady stream 
of prospects — AND PROFITS — for 
you! Each year thousands of car 
owners buy DRAW-TITE. This busi- 
ness can be YOUR business — with- 
out adding to your overhead or 
personnel! 











All New 1958 Cars and Equip- 
ment in the 1958 Edition of 
“AUTO COSTS” 
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AUTO COSTS PUBLICA’ 
P.O. Box 22 . 300 
New York 1, N.Y. 


+ 


| Don’t lose @ sale to @ 


Enclosed he 
Se ton od the 1000 Gain end me you hnow what hie eontoare, A enone mint tans 
@ $10.00 per apy, Soon : AUTO COSTS | an ee ae save many deals with this 
Nome _. | 
tre nenenennnennneneneannene-- The full price of “AUTO COSTS” i , 

tk which includes free supplements conteining fi Con 

Tew eennnen conewnommoewen changes and model revisions that occur throughout the 
i oo ae | model-year. You'll never want to be without it. 
ESI RRES 2 72S | AUTO COSTS 

Sotinsibheicnend Mii ieee ol P.O. Box 224 

__ MSO miciUDE ruse 1957 EoMON | New York I, N. Y. 
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Timken Promotion 
Goes to Bessmer 


CANTON, O.—Dwight A. Bessmer 
has been elected executive vice- 
president of Timken Roller Bearing 
Co. 

He joined the 
company in 1933 
and served the 
automotive  divi- 
sion in Detroit as 
a service engineer 
and later as a 
sales engineer. 

After service as 
director of pur- 
chases, Bessmer 
was named assist- 
ant to the presi- 
dent in 1950. He was appointed 
vice-president and held that post 
until elected to his new position. 





D. A. Bessmer 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the _ entire 
story every week throughout the year. 
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Across the Nation... 


Auto Dealer Changes 


Madison Auto Sales, 227 Pasca- 
goula, Jackson, Miss., has been re- 
named Lane-Moak Pontiac. The 
firm is headed by Collin Lane and 
Paul Moak. Lane, who formed 
Madison Auto in 1939, is president 
of the Jackson Automobile Dealers 
Assn., NADA area chairman and a 
member of Pontiac’s National 
Dealer Council. 

* + + 


Diamond Picks Western 


Diamond T Motor Car Co. has 
announced the appointment of 
Western Motor Truck, Inc., Twin 
Falls, Id. as distributor for south- 
|ern Idaho. The new dealership is 
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Compensation Plans? 


We've got them for you, galore. Yes, you can now have your choice— 


or make up a combination plan 
plans which we can furnish you, 


of your own from the more than 70 
covering the following positions: 
Assistant Service Manager 
Service Salesman 
Parts Manager 
Assistant Parts Manager 
Salesmen—New Car 
Salesmen—Used Car 
Salesmen—C 


All taken from our research with currently operating dealers all over 


the nation. Mostly incentive type. 
to obtain them yourself. THEY 


DOLLARS ADDITIONAL PROFITS. 


It would cost you hundreds of dollars 
WILL MAKE YOU THOUSANDS OF 


DEALER PRICE ............0-0000000-. ONLY $17.95 


Mail your check today. 


Put them to work immediately. 


Also write us about our annual “Research Management Service” 


Clilomolive 


Crliypaides. 


Retail Research Specialists 


10600 Puritan Avenue 





Detroit 38, Mich. 








located in the United Oil Co, build- 
ing at 1992 Kimberly Rd. Fred 
Schoenrock is president of Western 
Motor Truck, United Oil will handle 
the parts and service functions of 
the new dealership. 

+ + + 


460 NOW LISTED... 


60 More Dealers 
Are Appointed for 
New Edsel Line 


Edsel division last week named 
60 additional dealers for its cars 
which go on sale this week, The 
new names bring the number of 
dealers revealed so far to 460. 

Latest named dealers are: 

ALABAMA 

McBrayer’s Edsel Motors, Dothan, 
Jack McBrayer; Abraham Motors, 
Inc., Montgomery, Jack H. Abra- 
ham, and Jesse Hammond Motors, 
Sheffield, Jack Gibbs. 

CALIFORNIA 

F. and L, Edsel Sales, Hayward, 
George C. Frakes jr., and Larry 
Hopkins Edsel Sales, Sunnydale, 
Larry Hopkins. 

CONNECTICUT 

Murphy Edsel Sales, Inc., Derby, 
Donald L. Murphy; Salvatore 
Brothers, Inc., Greenwich, Michael 
L, Salvatore, and O’Meara Edsel 
Sales, Inc., East Hartford, Martin 
J. O'Meara jr. 

FLORIDA 

J. E. Mims Motor Sales, 

Tampa, J. E. Mims. 
GEORGIA 

McGoldrick Motor Co. Macon, 

Joseph P. McGoldrick jr. 
IDAHO 

Town and Country Motor, Idaho 
Falls, Harold A. King. 

ILLINOIS 

Fergus-Edsel, Inc., Morton Grove, 
William D. Fergus; Slavin Motor 
Co. Chicago, Jerry Slavin, and 
Blaser’s Auto Sales, Inc., Moline, 
William H. Blaser. 

IOWA 

Doran Motor Co., Davenport, 

Francis Doran. 
KANSAS 

Stephens Motor Co. Abilene, 

O. B. Stephens jr. 
LOUISIANA 

Fortier Edsel] Motors, Lafayette, 

R. Jarvis Fortier. 
MAINE 

Roman Edsel Sales, Portland, 

Arthur W. Waterman. 
MASSACHUSETTS 

Parkway Motor Sales, Inc. Re- 
vere, Harold F. Baumeister, and 
Smith Edsel Sales, Haverhill, John 


J. Smith. 
NEVADA 
Cal-Vada Edsel Sales, Reno, Nick 
Lusick and Frank Borges. 
NEW JERSEY 
Pancho Motors, Vineland, An- 





Inc., 


| thony Panichello; Ed Roth & Sons, 
| Glassboro, Ed C. and Val M. Roth, 
j}and Sun Motors, Inc., Rahway, 
| Harry Roselli. 


Marino Auto Sales, Inc., Plain- 


\field, Anthony J. Marino, and 


Dorian Motors, Inc., Orange, 
George B. Dorian. 
NEW YORK 

Parsons Edsel, Amsterdam, 
Charles A. Parsons; C. J. Eldred, 
Oneonta, C. J. Eldred; Carroll and 
Kresge, Inc., Endicott, Henry 
Carroll and Roger L. Kresge, and 
Vetrone Motor Sales, Hancock, 
Lewis A. and Patsy P. Vetrone. 

Frank D. Robinson, Inc., Bing- 
hamton, Otto W. Robinson; Henson 
Edsel, Inc., Syracuse, Paul T. Hen- 
son; Elsenheimers Edsel, Inc., Hor- 
nell, Robert P. Elsenheimer, and 
Franz Edsel Sales, Kingston, Ed- 
ward H. Franz. 

Farmingdale Motor Sales, Inc., 
Farmingdale, Harry Sharp; Bano 
Motors Corp., Mt. Kisco, Alfred 
Martabano; Pilmer Edsel, Inc., 
Yonkers, Harold Oshray and Cole- 
man Edsel, Middletown, John S. 
and Raymond F. Coleman. 

Cadet Motors, Inc., Great Neck, 
Herbert B. Fried, Irwin Edsel 
Corp., Jackson Heights, Irwin 
Goldberg; Sea Wan Motors, Inc., 
Seaford, Harvey H’Lavac sr., and 


Buckley Edsel, Inc., Huntington 
Station, William J. Buckley. 
NORTH CAROLINA 
Craig Motor Co., Inc., Gastonia, 
E.. D. Craig. 
OHIO 


Koontz Motor Sales, Tiffin, Her-|™ 


man Koontz. 
PENNSYLVANIA 

Pletcher Edsel, Inc., Philadelphia, 
James J. Pletcher sr., R. L. Smith 
Edsel Sales, Inc., Sunbury, R. L. 
Smith; Lehigh Motor Co., Allen- 
town, Lewis F. Jarrett jr., and 
Campman Motors, Wellsboro, David 
J, Campman. 

McGill Edsel, Inc., Indiana, Lewis 
L. McGill; Klein Edsel, Inc., Aspin- 
wall, I. A. Klein; Connellsville, 
Motor Sales, Connellsville, Albert 
and J. David Enany, and Enany 
Motor Sales, Inc., Uniontown, J. 
Edward Enany. 

TENNESSEE 
Gilmore Motors, Inc., Memphis, 
James J, Corbitt. 
TEXAS 

Snelling Motor Co., Houston, 

Harry F. Snelling. 
VERMONT 

Val Edsel, Inc., Rutland, Peter 
ValPreda. 

WEST VIRGINIA 

Crowder-Freeman, Inc., Bluefield, 
W. J. Freeman. 

WISCONSIN 

Anderson Motors, Inc., Kenosha, 
A. J. Anderson; Casey Edsel Sales, 
Inc., Wisconsin Rapids, Gene A. 
Casey, and Roger T. Van Drisee, 
Inc., Green Bay, Robert E. Zimon- 
ick, 

WYOMING 

Varney Motors, Worland, C. Earl 

Varney. 





The following itmported-car prices are 
Port of Entry figures at New York, They 
include ocean freight, U. S, excise tax 
and import duty. They do not include 
“emergency freight”’ charges, U. S. trans- 
and local taxes or 


ASTON-MARTIN—DB24-Mark III cpe., 
$6,995. 

AUSTIN—A-35 deluxe 2-dr. sed., $1,553; 
A-55 deluxe 4-dr. sed., $2,127. (Heater 
standard. ) 

AUSTIN-HEALEY—conv., $2,919; deluxe 
conv., $3,195. (Heater standard on deluxe.) 

BENTLEY—Series S — Standard Steel 
Saloon, $12,200; 2-dr. or 4-dr. sed. (Mul- 
liner), $19,316; conv., $20,383. Continental 
4-dr, sed, (Mulliner), $20,035. (Series 8 
| chassis, $9.160.) 

CITROEN—2CV 4-dr. sunroof sed., $1,- 
298. Panhard 4-dr. sed., $1,995; 4-dr. de- 

luxe sed., $2,195. DS-19 4-dr. sed., $3,495. 
(Overdrive standard on 2CV; heater stand- 
ard on Panhard deluxe: power brakes, 
power steering and automatic clutch stand- 
ard on DS-19.) 

DKW—4-dr. sed., $2,395; 2-dr. sed., $1,- 
995; 2-dr. hardtop, $2,195; stat. wag., $2,- 
495. (Heater standard on all models.) 


FIAT—600 Series—Multipla 4-dr. 


sed., 


$1,598; 2-dr. sed., $1,298; sunroof conv., 
$1,360. 1100 Series—4-dr. sed., $1,655; 4- 
dr. TV (Fast-Touring) sed., $2,035; stat. 


wag. $2,069; TV roadster (hard top op- 
tional), $2,498. (Heater standard on all 
models. ) 

FORD (England)—Angliia Series—Anglia 
2-dr. sed., $1,539; Prefect 4-dr. sed., $1,- 
639; Escort 2-dr. stat. wag., $1,629; Squire 
2-dr. stat. wag., $1,739. Mark II Series— 


Consul—4-dr. sed., $2,012; conv., $2,351; 
Zephyr 4-dr. sed., $2,193; conv., $2,552; 
Zodiac—4-dr, sed., $2,365; conv., $2.910. 
HILLMAN—4-dr. sed., $1,849; conv., $2,- 
099: 2-dr. stat. wag. (Husky), $1,535; 
4-dr, stat. wag. (Minx), $2,299. 
ISETTA 300—$1,048. (Heater standard.) 


sed., $5,470. 
$4,505 
cpe., 


JAGUAR—Mark VII 4-dr. 
3.4 Liter sed., $4,420 (overdrive) ; 
(automatic transmission). XK-150 
$4,475; XK-150 conv., $4,595. 

MERCEDES-BENZ—180 4-dr. sed., $3,- 
240; 180-D 4-dr. sed. (diesel engine), 
$3,517; 190 4-dr sed., $3,431; 190-SL road- 
ster, $5,020; 190-SL epe., $5,232 (with 
removable hard or soft top, $5,416); 219 
4-dr sed., $3,823; 220-8 4-dr. sed., $4,283; 
220-S conv., $7,641; 300-C 4-dr. sed., $7,- 
559; 300-SL cpe., $8,905; 300-SL roadster, 


$10,928; 300-SC conv. or roadster, $12,- 
272. (Power brakes standard on 219 sed.; 
automatic transmission standard on 300-C 
sed.) 

METROPOLITAN — 2-dr. hardtop, $1,- 
567.15; conv., $1,591.15. 

MG—MGA roadster (disc wheels), $2,- 
389; roadster (wire wheels), $2,473; cpe. 
(disc wheels), $2,684; cpe, (wire wheels), 


$2,774. Magnette 4-dr. sed., $2,663. (Heater 
standard on Magnette.) 

MORRIS—4-dr. sed., $1,743; 4-dr. deluxe 
sed., $1,809; 2-dr. sed., $1,656; 2-dr. de- 
luxe sed., $1,713; Tourer sed., $1,638; 
Tourer deluxe sed., $1,695; stat. wag., $1,- 
863; deluxe stat. wag., $1,918. (Heater 
standard on deluxe models.) 

RENAULT —  4CV 4-dr. sed., $1,345; 
Dauphine 4-dr. sed., $1,645. (Heater stand- 
ard on both models. ) 

ROVER—90 4-dr. sed., $3,295; 1058S 4- 
dr. sed., $3,625 (overdrive); 105R 4-dr. 
sed., $3,765 (automatic transmission and 
overdrive); 105R deluxe 4-dr. sed., $3,865 
(automatic transmission and overdrive). 
(Heater standard on all models.) 

ROLLS-ROYCE—Slilver Cloud—Standard 
Steel Saloon, $12,500; 4-dr. sed. and 2-dr. 
sed, (Mulliner), $19,630; conv., $20,657. 





Port-of-Entry Prices 
On Imported Cars 


Car in Safe Hands— 


Chris Bayley, left, Harvard University 
freshman and 1956 Teen Age Roadeo 
grand champion safe driver of Seattle, is 
presented a miniature automobile by Plym- 
outh executives W. Heartsill Wilson, center, 
and David Kilgour, during his visit to 
the Plymouth main assembly plant in 
Detroit. Bayley, who competed against 
more than 275,000 teen-age drivers to 
win the 1956 Teen Age Roadeo safe- 
driving championship, was in Detroit to 
take possession of a new 1957 Plymouth 
Suburban station wagon, which he is driv- 
ing to the home of his parents, in Seattle. 





Sliver Wraith — touring lim. (Mulliner), 
$20,858, (Silver Cloud chassis, $9,480. Sil- 
ver Wraith chassis, $9,976.) 

SAAB—2-dr. sed., $1,895. (Heater stand- 
ard.) 

SIMCA — Aronde Series — Deluxe 4-dr. 
sed.. $1,595; Elysee 4-dr. sed., $1,745; 


Chatelaine 2-dr. stat. wag., $1,899; Grand 
Large 2-dr. hardtop, $1,999; Plein Ciel 
sport cpe., $2,688; Oceane conv., $2,888. 
Vedette V-8 Series—Trianon 4-dr. sed., $1,- 
999; Versailles 4-dr. sed., $2,199. (Heater 
standard on Grand Large, Plein Ciel and 
Oceane.) 

SUNBEAM — Rapier 2-dr. sed., 
(Heater and overdrive standard.) 

TEMPO — Matador — 12-passenger stat. 
wag., $2,575. (Heater standard.) 

TRIUMPH TR-3—softtop, $2,625; hard- 
tép, $2,790. 

VOLKSWAGEN—2-ar. sed., $1,495; 2-dr. 
sunroof, $1,575; conv., $1,995; Combi stat. 
wag. (8-passenger), $1,995; deluxe stat. 
wag., $2,095; sunroof stat. wag. $2,235; 
Karmann-Ghia sport cpe., $2,395; deluxe 


$2,499. 


camper, $2,712. (Heater standard on all 
all models.) 

VOLVO—2-dr. ‘sea., $2,170; 2-dr. stat. 
wag., $2,345. (Heater standard on both 
models. } 


available with 
2 CYCLE 2 H.P. GAS MOTOR 


Now — you have a choice of electric 
or gasoline power in these 2 famous 
little cars — for sure-fire big car 
retail sales promotion. 

Write today 
for specifications and liberal car 
dealer discounts. 


Power CAR Co. wen tes” 
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1,100 Outlets Signed Now... 


20 Edsels Per Dealer 
For Wednesday Bow 


(Continued from Page 2) 


1958-model year and ultimately a 
dealer body of between 2,500 and 
3,000. gry 


DDITIONAL Gealers will be 

chosen to provide sales and 
service in geographical areas not 
covered by our initial dealer body,” 
Doyle said. “We are not looking for 
numbers alone.” 

Doyle said that 30 percent of the 
initial dealers are Ford Motor Co. 
dealers who set up separate sales 
and service operations for the Ed- 
sel; eight percent are former em- 
ployes of Ford and competing lines 
of dealers; seven percent are 
former used-car dealers; six per- 
cent are from outside the auto busi- 
ness “who have acquired competent 
management,” and the balance, 49 
percent, from “competitive sources 
within the industry, mostly General 
Motors and Chrysler.” 

“We have drawn 14 percent of 
our dealer strength from persons 
willing to put up venture capital 
from other than automotive re- 
tailing sources,” Doyle pointed 
out. “We consider this a tremen- 
dous vote of confidence in our 
new Edsel.” 

Doyle asserted that Edsel re- 
ceived about 5,600 inquiries and 

applications for dealerships from 
every country in the world. 

“Not all of them were good pros- 
pects, to be sure,” he said, “like the 
sausage maker whom we didn’t 
sign up. But we did sign up a pat- 
ent medicine dealer. We didn’t get 
all the ones We wanted and we lost 
some, but got a lot of good ones.” 

= o = 


__aaace briefly discussed the re- 
juvenation of the company since 
1946, culminating in the introduc- 
tion of the Edsel. 

“It’s a husky youngster,” Breech 
said of the Edsel, and “like most 
other new parents, We are proud 
enough to pop our buttons.” 

But, he said, “we face the re- 
sponsibility of providing for the 
proper growth and development 
of our product ... We have at- 
tracted into partnership with us 
a fine new network of dealers 

whe are dedicated te providing 
the kind of merchandising and 
the kind of service that the auto- 
mobile buying public hag a right 
to expect today.” 


Ford paid tribute to his father, 5 


Edsel, whose “influence on the ulti- 
mate course of the company was 
fundamental.” He -pointed out that 
his father was president of Ford 
Motor Co. for 24 years, and “it 
would be difficult for me to visual- 
ize the Ford Motor Co. of today if 
there had not been an Edsel Ford.” 
(See “On the House” page three). 
Praising the 1,800 divisional em- 
ployes, General Manager Krafve 
told of the assistance his division 
received from Ford Central staff 
people and “our suppliers who made 
individual contributions to the de- 
sign and production of the car.” 
Noting that he had just returned 


Edsel Dealer Special— 


from a series of regional dealer 
meetings, Krafve said that “we are 
confident that they are the kind 
of dealers who will do a fine job of 
selling and servicing the Edsel. 
They are truly high calibre men.” 


* * * 


Lege told the newsmen that 
the Edsel emphasizes Ford 
Motor Co.’s “freedom to experi- 
ment” in the styling of automobiles. 
A “dramatic departure” from con- 
ventional styling gave the Edsel a 
new vertical-shaped front end, a 
“gull-wing” theme to the rear end 
and an integrated “scalloped effect” 
to the side, he said. 

“We believe there is more to be 
gained from offering advanced fea- 
tures at the earliest possible 
moment,” Walker declared, “than 
there is to confining them to a 
styling studio, or perhaps incorpo- 
rating them into a car built merely 
for display purposes.” 

Judge declared that for years 

Ford “has been starting and 


Dahlem Is Appointed 
NADA Area Chairman 


SAN FRANCISCO. — Earle C. 
Dahlem, general manager of Wil- 
liam L. Hughson Co. (Ford), has 
been appointed area chairman for 
NADA. 


He will serve until June 30, 1958. 


Dealers 


growing owners for the medium 
price cars of competing makers,” 
noting that only 26 percent of 
those trading up bought the com- 
pany’s Mercury cars because of 
lack of choice. 

“With introduction of the Edsel,” 
Judge said, “we hope to be able to 
retain somewhere around 75 per- 
cent of Ford product owners from 
year to year.” 

Judge listed these four objectives 

of the Edsel line: Greater coverage 
of the. medium price market for 
Ford Motor; greater retention of 
Ford upgraders moving every year 
to the medium price field; keeping 
more people in the Ford family 
with broader retention in terms of 
corporate loyalty; more dealers sell- 
ing more products made, by Ford. 


+ + * 
A UNIQUE demonstration of 

Edsel engineering features con- 

cluded first-day activities today at 
press meeting. 

Precision drivers performed in- 
tricate criss-cross patterns only 
inches apart to show Edsel’s re- 
circulating ball nut standard steer- 
ing ease. Ramp runs, with cars 
up on two wheels and bouncing 
violently back to all four, indi- 
cated the ruggedness of frame and 
standard suspension. 

Edsel’s new XR-49 integral 
power steering was shown by a 
“clown” driver who did all the 
steering work, including parking 

in a tight area, with a long cigar- 
ette holder. This same driver used 
an oversize toothpick to shift 
gears in a demonstration of Ed- 
sel’s “Teletouch” automatic trans- 
mission selector pushbuttons, 
which are electrically operated 
and mounted in the steering 
wheel hub. 

The new 345 horsepower engine 


Tell Me 





(Continued from Page 3) 


point and even after the increase, |and his overall profit picture. I 


dealers are still losing $18.27 for 
each $100 of gross customer 
labor. 

“Now, coupled with this reason- 
ing, we must bear in mind the very 
startling fact that the dealer has 
very little interest in the service 
department—much less about com- 
plete customer satisfaction — be- 
cause he feels he is caught in the 
vice between the sales department 





Upper Midwest Dealers 


Warned on Tire Offers 


MINNEAPOLIS. — Dealer as- 
sociations in the Upper Midwest 
have been warning members to 
exercise great care in buying 


tires at bargain prices.” e 

George Dixon, manager of the 
North Dakota Automobile Deal- 
ers Assn., reported that a tire 
firm was advertising its product 
in a way to give the impression 
that it it was selling new tires when 
really was selling used tires. 








About 60 officials of Edsel dealerships in the Des Moines district attended a re- 
gional meeting in Chicago. Part of the group is shown before boarding the “Edsel 


Green Line Express” in Des ‘Moines. 


have sat in meetings with dealers 
discussing this subject and have | 
taken some abuse by pointing out | 
the need for customer satisfaction 
to stimulate sales. 

“*They lose interest in the extra 
cost for ‘customer satisfaction’ be- 
cause they have had to give away 
the last dollar to make the sale. 
This is not the way it must be. 
Each department should stand on 
its own. 

“‘Now, gentlemen, here is a 
large field that every association 
manager should be cultivating. 
It is full of rocks and stones and 
much misunderstanding. That 
goes from the factory on down. 
Managers should be the first to 
recognize the problem and only 
managers can solve the problem, 
first by recognizing it and sec- 
ondly by the smooth and con- 
certed effort on the part of us all. 

“Tt must be done because within 
the next six months or year, our 
service department will save the 
individual franchise system. Our 
service departments have reached 
such proportions in customer dis- 
satisfaction that they may be sales 
resisters. 

“‘Customer dissatisfaction in the 
service department may be giving 
the industry its worst public rela- 
tions and at a time when we may 
be relying on public interest to pass 
legislation to correct some of our 
evils. I believe it is all because 
dealers have not been able, as an 
industry, to work out a formula 
between wages and customer labor 
to make a profit in that depart- 
ment. 

“*‘When we can do that for 
them, dealers will take renewed 
interest in the service depart- 
ment. This is something the 
dealer cannot do for himself and 
therefore, it becomes our job to 
do those things he cannot better 
do for himself. You will notice 
that at no time have I said that 
mechanics should make less 
money. They must be well paid. 
Better than the ayerage. But, I 
have said the customer must pay 
for it with money and not by 
embarrassment, condescension 
and downright trickery. 

“‘Sorry to have been so lengthy, 
but if all can agree to a method 


‘to correct this evil, we can give a 


service to our members that will 
last the life of the industry.’” 


41 


AUTO-TURNTABLE 
Assembled in 30 Minutes 
For indoor = outdoor display 


showed its pulling power by moving 
four semi-tractors and trailers 
loaded to 200,000 pounds. A driver 
made a “high ramp” run, sending 







two wheels high in the air. Another Send for 

demonstration illustrated Edsel’s free folder. 

standard self-adjusting brakes. AMER~-STAGE 
More than 150,000 persons read AUTO- = ete = 


MOTIVE NEWS every week! 





New Model 310 Multi-Purpose Seat 


American Seating comfort 
helps speed your deliveries! 


American Seating light-delivery truck seats are comfort-designed to reduce 
driver fatigue; help meet tight delivery schedules. 

The all-new Model 310 Multi-Purpose Seat has coil springs in cushion 
and seat back; adjusts vertically to four positions, 3” range—fore and 
aft to five positions, 4” range. It’s craftsman-upholstered, with reinforced 
French seams, for long life and hard service. Metal parts are finished in 
high-lustre baked enamel. 

he Model 0-4418, with its full-depth foam-rubber cushion, is covered 
in vinyl-coated fabric upholstering — perforated for ventilation. Vertical 
adjustment, 4” range with five positions; entire seat hinges at floor for 
easy entry and exit. 

Next time you order, ask for comfort — ask for American Seating! 


Model 0-4418 Tilt-Away Seat 


AMERICAN 
SEATING 


GRAND RAPIDS 2, MICHIGAN 
WORLD’S LEADER IN PUBLIC SEATING 


Branch Offices 
tion, School, 





Cities. Manufacturers of Transporta- 


and Distributors in Principal 
hy Stadium oa. and Folding Chairs. 


Theatre, Auditorium, Churc 
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Publications advertised in this section are not 
produced by Automotive News but carry our recom- 
mendation and we guarantee your satisfaction. 






PUBLICATIONS PROVIDE COMPLETE 


roe STORIES on 


Fundamentals 
Diagnosis 
On-the-Car Service 
Overhaul Rstuctont 


Complete F Flat Rate 


Coe covers all Dual-Range 


Hydra-Matic Transmissions 
through 1957. 


aumeiuivya covers all Fordomatic, 
Merc-O-Matic and Turbo-drive 
Transmissions through 1957. 


Over 200 pages 
and 450 illustrations 
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Substitution Contracts 
To Be Tested in Court 


FA , Ark. — A test 
of the value of a substitution agree- 
ment used in connection with a 
chattel mortgage on a wrecked or 
burned vehicle is being made in 
the Circuit Court here. 


Substitution agreements are 
familiar to most dealers and are 
ordinarily used to reestablish 
mortgage or lien against a re- 
placement vehicle to protect the 
seller who had a mortgage on a 
destroyed vehicle, particularly 
when the seller, the finance com- 
pany or the insurance company 
replaces the vehicle thus de- 
stroyed. 

Since none of these businesses 
would have reason to pay off an 
existing mortgage, the original 
owner signs a substitution agree- 
ment, which gives him a replace- 
ment vehicle in satisfaction of the 
claim against the insurance com- 
pany and reestablishes his liability 
to pay off the mortgage. 

Herbert Hatfield, owner of Hat- 





Romney, Sutter 
Will Address 
New York Dealers 


KIAMESHA LAKE, N. Y.—The 
New York State Automobile Deal- 
ers Assn. will hold its annual con- 
vention here Sept. 8-10. 

George Romney, American Mo- 
tors president, and Fred Sutter, 
NADA president, will head the list 
of speakers. 

Other speakers include W. Heart- 
sill Wilson, assistant sales vice- 
president for Plymouth; Dr. Ken- 
neth McFarland, lecturer spon- 
sored by General Motors; Dr. 
Charles E. Shulman, clergyman, 
writer and lecturer, and Stanley A. 
Pressier, Indiana University pro- 
fessor of accounting and an auto 
dealer. 


field Motor Co., (Pontiac-Cadillac), 
is now testing a substitution agree- 
ment in court. 

Hatfield gave these details: 
Owner A bought a ’52 truck from 
Hatfield under the usual financing 
arrangements. The truck was hit 
in the back by a gravel truck and 
demolished. 

The insurance company, covering 
the gravel truck, compensated A 
for loss of his truck and personal 
injuries by buying a ’54 truck from 
Dealer B, a used-car dealer in an- 
other town. 

The insurance adjuster and A 
came into Hatfield’s place of 
business near closing time, ask- 
ing him to endorse the check the 
insurance company had made 
out jointly to A and to Hatfield 
so the adjuster and A could pay 
for the truck being bought from 
Dealer B. 

They were in a hurry because A 
had been out of work. Hatfield had 
been making A’s payments to the 
finance company since A said he 
didn’t have any money until he 
could get his new truck and go to 
work. The insurance company took 
the remains of the demolished 
truck and disposed of it as junk. 

Hatfield signed the check as an 

accommodation for himself and the 
finance company, since it might 
have taken the finance company a 
week or so to approve the deal. 

Hatfield asked A to come in the 
next day and sign a substitution 
agreement which substituted the 
original payments and mortgage on 
the new truck. 

Dealer B made out the title and 
transferred the new truck to A 
without noting any lien or mort- 
gage, since, as far as he was con- 
cerned, none existed. 

A short time later, the wife of 
A came and told Hatfield that 
since they had a clear title to the 
new truck they had no intention 
of making the payments called 


PHYSICAL DAMAGE 


(Distressed Accounts Private Passenger) 


$100.00 Deductible Collision. Fire, Theft, Combined 
Additional Coverage 3 Times N.A.U.A. Manual Rates. 


Cancellations—Repo’s Pro Rata, Pay 


Offs Short Rate 


Coverage Bound When Deal Completed By Your Office. 


Coverage Available In All States 


We Allow A Guaranteed Commission 


Write For Details 


Reference 
Westport Bank 
Kansas City, Missouri 


FRED MILLER CO. 


4028 Broadway - Kansas City 11, Mo -Phone Lo 1-7640 





PROTECT YOUR SHOWROOM FLOOR WITH D & M UNDER CAR COVERS 





D & M TRUCK TOP CO. 


12186 Petoskey, Detroit 4, 





Michigan 
Manetacterers of Stake and Pick-Up Tops 


WeEbster 3-1613 





for under the substitution agree- 
ment. 

Hatfield immediately applied to 
the state to have the lien shown on 
the title. The state said that since 
Hatfield has never owned the vehi- 
cle that he could not have a lien or 
mortgage on it. 

With this decision, Hatfield im- 
mediately field suit against A. The 


sheriff brought the vehicle in and|™% 


turned it over to Hatfield, 

A immediately filed a counter- 
claim and exhibited his clear title 
and the vehicle was returned to 
him after he had put up bond for 
the amount involved, which was 
about $400. 

Lawyers have searched their own 
libraries and the library of the Uni- 
versity of Arkansas without finding 
a similar case on record, Hatfield 
said. 

The main issue, apparently, is 
whether a substitution agreement 
will hold in any case, and par- 
ticularly in a case where the re- 
placement vehicle has been pur- 
chased from a dealer other than 
the dealer who held the lien on 
the original vehicle. 

This brings up the situation in re- 
gard to the insurance on the vehi- 

cle that was destroyed since. the 
claim was paid by the company 
which had insured the gravel truck. 
The insurance company which in- 
sured the demolished truck refuses 
to pay under the claim of the 
owner, or A, citing the law which 
prohibits an owner from collecting 
from two insurance companies on 
the same vehicle in the same 
wreck. 

It holds since the other insurance 
company admitted liability and 
paid off that it is not liable and 
refuses to pay. Legal authorities 
say this stand is sound. 

Where this case differs is in the 
circumstance of the replacement 
vehicle being purchased from an- 
other dealer. Had the replacement 
vehicle been purchased from Hat- 
field, he would have qualified as the 
owner and would have been en- 
titled to record a chattel mortgage 
under the substitution agreement. 
Hatfield did not have a suitable 
vehicle in stock for a replacement. 


Dealer B, having received full 
payment for the '54 truck bought 
by the insurance company, natur- 
ally issued a clear title to the vehi- 
cle to A as directed by the in- 
surance company. 

Even after the deal had pro- 
this far, Owner A was 


could not be repossessed by the 
holder of the mortgage on the 
destroyed vehicle. 

Hatfield told Avromotive News 
that he did not think that any of 
those involved developed the 
scheme to defraud but only decided 
they could escape the obligation 
after they discovered that Hatfield 
could not establish his lien. 

The only other remedy left to 
Hatfield, who has lost the collateral 
originally setup to secure the loan, 
is to sue on an open account. He 
said that if he did so and was 
awarded judgment against A that 
it would still be difficult to collect 
and that he was depending on his 
mortgage to protect him. 

Another difference that would 
have prevented the trouble would 
have been for the insurance ad- 
juster to have handed the title 
to Hatfield, or that the title be 
made out to Hatfield alone or to 
Hatfield and A, 

The insurance company would 
not make out the check to Hatfield 
since Hatfield had no claim against 
it except as the holder of a mort- 
gage on the demolished automobile. 

The case will be called for trial 
in the fall term of circuit court. 

—L. H. Houck. 





Here’s An Advertisement 


That Doesn’t Help Much 


BOWLING GREEN, 0.—“We'll 
get it straightened out in a day 
or two,” said red-faced Chevrolet 
dealer T. B. Blatt sr. about the 
huge billboard near here. 

The sign, erected for Chevrolet 
by an advertising agency, de- 
clares: “When money talks, it 
says Chevrolet.” But the next line 
adds: “See your local Ford 
dealer.” 





Deep Treaded— 

The Hi-Miler Cross Rib, new truck tire 
being produced by Goodyear Tire & Rub- 
ber Co., Akron, for prime use in over- 
the-road trucking operations, is checked 
by production supervisor Paul B. Brooks 
and George A. Hudson, manager of 













Moock Writes 
Booklet of Tips 
On Salesmanship 


CHICAGO.—A booklet that covers 
selling from beginning to end has 
been written by Harry G. Moock. 
“How to Increase Your Sales 
Power” is the title. 

Moock served Chrysler Corp. for 
many years as Plymouth sales vice- 
president and director of the cor- 
poration’s Confer- 
ence of Business 
Management. He 
now is a sales 
consultant and 
lecturer on sales- 
manship at Michi- 
gan State Univer- 
sity. 

The stated pur- 
pose of the book- 
let is to remind 
the salesman of 
the basic prin- 
ciples of successful selling to build 
a more successful career. 

The booklet opens with pointers 
to the salesman on preparing him- 














truck tire sales. The Goodyear truck tire} self to make a sale and carries 
is said to feature a 60 percent deeper|him through closing the sale and 
tread for greater original tread mileage;| getting repeat orders. Four two- 


angled traction bors for increased traction; 
submerged shoulder circumferential ribs to 
reduce scuffing action and uneven wear, 
and wide, open grooves to restist stone 


page-blueprint sections point up 
salient features. 

Dartnell Corp., 4660 Ravenswood 
Ave., Chicago 40, Ill, has published 


holding. Carcass is made of 3-T nylon cord.| the booklet. 


CHICAGO.—Because of what it 
terms “glaring inaccuracies” in a 
“would-you-take” mailing piece, the 
Chicago Better Business Bureau 
has demanded that a Chicago auto- 
mobile dealer terminate the promo- 
tion ‘immediately and “refrain from 
using any advertising containing 
statements or assertions not based 
on fact.” 

Subject of the bureau’s report 
was an advertisement by Mouser 
Lincoln-Mercury, Inc., which said, 
“We are in a national sales con- 
test and we want to win... if I 
could get you 6............ for this car, 
can you trade before the Ist? See 

A box in the ad read, “50 extra 
sales can insure our winning. You 
can be one of the 50 to buy on a 
‘no markup’ basis. If you are not in 
a position to buy now, do a friend 
a favor—let him know about our 
sale.” 

According to the BBB, it dis- 
cussed its objections with the deal- 


Goodyear Profits 
Hit Alltime High 
In First 6 Months 


AKRON.—An alltime record for 
sales and earnings was established 
by Goodyear Tire & Rubber Co. in 
the first six months of this year, 
according to the semi-annual re- 
port of E. J. Thomas, president, 
and P. W. Litchfield, board chair- 
man, released last week. 

Consolidated net sales for the 
half-year increased 5.5 percent to a 
new high of $721,035,882, compared 
with $683,066,058 in the first half of 
1956. 

A 1T-percent increase in consoli- 
dated net income lifted the six 
months’ earnings to a new peak of 
$35,943,585, equal to $3.47 per share 
on 10,363,348 outstanding shares of 
common stock. This compares with 
$30,655,683. for the corresponding 
period last year, or $2.96 per share 
based on the same number of com- 
mon shares. 

Profits of foreign subsidiaries in- 
cluded in consolidated net income 
amounted to $7,808,012, after ex- 
cluding $430,000 of restricted for- 
eign earnings which was added to 
the reserve for foreign investments. 
To adjust foreign current assets to 
prevailing rates of exchange, a 
charge for devaluation of $559,000 
was made to the foreign invest- 
ment reserve which now stands at 
$14,328,169. 

Goodyear’s financial statement as 
of June 30, 1957, showed working 
capital of $448,059,051 and a ratio 
of current assets to current liabili- 
ties of 4.4 to 1. 


Chicago Claim Called False... 


BBB Slaps ‘Contest’ Ad 












ership’s general manager, telling 
him the advertised claim, “we are 
in a national sales contest .. .” is 
inaccurate “since the Mercury dis- 
trict office tells the bureau that no 
national contest is being sponsored 
by either the manufacturer or the 
manufacturer’s representatives.” 

Continuing its report, the bureau 
said the firm’s general manager 
maintained that a “‘national con- 
test’ is being conducted by the Hull- 
Dobbs chain of dealerships, of 
which Mouser is a ‘branch.’ He was 
informed, ‘Your explanation 
marks the claim as a piece of pro- 
motional fiction, since no bona fide 
national contest among the dealers 
in your line of cars is currently 
being conducted.’ ” 

The bureau also said it told the 
firm’s manager “. . . the tradein 
allowance of $1,500 . . . and the 
offer to sell a new car on a ‘No - 
Markup’ basis are mutually ex- 
clusive. If the customer could get 
either, he would get one or the 
other, not both.” 

The dealership has been cited by 
the bureau in the past, and a record 
of some of these citations was 
printed in the recent report along 
with comments received by the 
bureau from people who had found 
the advertisements on their cars. 

The bureau also issued a general 
reminder that bait advertising now 
is illegal in Illinois as the result of 
an amendment to the States “fraud- 
ulent advertising” law. 

The amendment provides that 
“any person, firm or corporation” 
advertising for sale “merchandise, 
commodities or service . . . with 
the intent, design or purpose not to 
sell the merchandise, commodities, 
or service so advertised at the price 
stated therein .. . may be enjoined 
from such advertising upon appli- 
cation for a writ of injunction by 
the state’s attorney or attorney 
general; and shall also be guilty of 
a misdemeanor...” 





Monroney Hearings 


To Be Summarized 


WASHINGTON. — The Mon- 
roney auto marketing subcom- 
mittee is preparing a 90-page 
summary of last year’s extensive 
hearings as a handy reference 
for dealers, factory men and oth- 
ers who may be interested. 

The summary is expected to be 
available in two or three weeks. 
Meanwhile, the subcommittee has 
set no date for winding up the 
loose ends of its 1957 hearings 
Tliness 
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Dealer Sees To 


Competition for Years . . . 


Macy’s Methods Plugged for Cars 


oa Ed Brown 
ff Correspondent 


LONG ISLAND CITY, N, Y.—A 
large-volume dealership in a metro- 
politan area must often assume as- 
pects of a department-store opera- 
tion in order to be_ successful, 
according to Harold Oshry, Uni- 
versal Ford Sales and Service, here. 


Oshry contends that a dealer 
must “operate like the A&P or 
Macy’s, with every department so 
organized that when the profit 
production of each unit is com- 
bined, the total results will be 
profit for the dealership.” 

He feels this is most important 
in today’s market with profit mar- 
gins relatively thin. It is his belief 
that market conditions will stay 
in this condition at least for the 
next three or fowr years. 


In department store-type opera- 
tion, the dealer, Oshry contends, 
finds himself an odd combination 
of talents, from accountant and ad- 
ministrator to personnel relations 
man, simply because the adminis- 
tration of a large dealership seldom 
permits him the luxury of spending 
a great deal of time on the floor 
selling. 

Supervising each department, in 
an effort to make each indepen- 
dently profitable, requires all the 
energy and ingenuity of the dealer, 
he feels. 

“I’m from the new school of 
dealers,” Oshry says. “Maybe it 
has its bad points, I don’t really 
know. But I have found that co- 
operating with the factory is to my 
benefit. 


“It is very clear to me that the 
fundamental relations between the 
factory and dealer are primarily 
based on one hand washing the 
other.” 


Oshry elaborated on this theory 
by stating the number of ways in 
which the factory aids a dealer 
in such areas as business man- 


of factory brains the dealer can 
call on if he finds himself with 
a particularly bad problem, 

“After all, as I see it, if dealers 
do well, the factory must prosper. 
They are smart enough to project 
their thinking far into the future. 
And it has been my experience, that 
they are seldom off more than 10 
percent one way or another in their 
projections. 


“After all, they have a full com- 
plement of research and marketing 
analysis departments from which to 
draw their information. We can 
only benefit by such methods, if 
we are clever enough to apply their 
advice, after possibly modifying it 
to suit our own individual needs.” 


Oshry is a staunch supporter of 
the business management practices 
laid down for him by Ford Motor 


Co. 
It is his theory that dealers 


Mercury Appoints 
5 Zone Managers 
In Detroit District 


DETROIT.—Five new zone man- 
agers for Mercury’s Detroit district 
have been announced by P. D. 
Warren, Central regional sales man- 


ager. 

Robert D. Bostedor, who joined 
Ford Motor Co. in 1950, becomes 
manager in the Upper Michigan 
area. 

Covering Northeastern Indiana, 
Northern Ohio and Southwestern 
Michigan will be James H. Car- 
ruthers, who has been with Mercury 
since 1952. 

Melvin E. Whitney will be man- 
ager in the Eastern and Central 
part of the district. He joined Ford 
Motor in 1938. 

Leonard J. Rzonca, who joined 
Mercury in 1952, will be in charge 
of the Western half of Michigan. 

In Western Ohio, the new man- 
ager is Frank E. O'Hara, who has 
been with Mercury since 1952. 

Warren also announced that 
Duane D, Dates had been appointed 
district parts and service sales 
manager..He joined Ford Motor in 
1942 and hag been with Mercury 
since 1953. 


should accept these business prac- 
tices as being the rule, since big or 
little, a business must operate upon 
sound business principles, Other- 
wise it cannot possibly be profit- 
able, he contends. 


In a modest year, Universal will 
do anywhere from $6 to $8 million 
gross business, No business of 
that size can possibly expect to 
precy profitably in this competi- 

ve market, Oshry maintains, un- 
less it follows the best business 
management formulas available. 
And since these are available 
through the factory, a dealer is 
only short sighted if he doesn’t 
avail himself of them to the full- 
est extent. 


Oshry himself uses daily opera- 
ting reports and comparative 
analyses with other dealers in an 
effort to determine his own strong 
and weak points, If, in a compara- 
tive analysis, a dealer discovers a 
weak point, he must either justify 
his weakness with sound business 
thinking, or set about to correct 
that weakness immediately. 

There are individual instances, he 
believes, in which a dealer will be 
weak, but with good reason, 


He may find, for instance, that 
his body and paint shop is not de- 
livering the way it should, in com- 
parison to that of other dealers. 
But he may justify this by a lack 
of qualified personnel. If this is the 
case, the comparative analysis has 
served the purpose of reminding 
him that a soft spot exists, which 
can possibly be remedied by extra 
effort. 

Universal is a consistently profit- 
able operation, with much of the 
credit for this assigned to the de- 
partment store idea. 

“We try to instill in our cus- 
tomers the idea that our dealer- 
ship is a one-stop automotive 
center, Oshry says. “After all, we 
have new cars, used cars, parts, 
service, accessories, rental, and 
if we have to add a diaper serv- 


Symposium Slated 
On New Roads’ 
Impact on Cities 


HARTFORD, Conn. — More than 
400 public officials, business and in- 
dustrial leaders, planners and pro- 
fessional people will gather here 
Sept. 9-12 for a symposium en- 
titled “The New Highways: Chal- 
lenge to the Metropolitan Region.” 

The meetings will be sponsored 
by Connecticut General Life In- 
surance Co. 

Pointing to the “explosive and 
disorderly growth” of metropoli- 
tan areas created by the automo- 
bile, the population boom and the 
migration to new urban and 
suburban areas, Edward T. Chase, 
symposium secretary, declared that 
the multibillion-dollar Federal 
highway program is one of the 
most decisive factors shaping this 
development. 

Half the funds involved in the 
program will be spent in metro- 
politan regions, he said, thus there 
is a challenge to see that this de- 
velopment is “directed to benefit 
our metropolitan growth rather 
than compound its already very 
serious problems.” 

Six panel discussions are sched- 
uled, one of which will be moder- 
ated by George Romney, president 
of American Motors and the Auto- 
mobile Manufacturers Assn. Rom- 
ney will lead a Sept. 10 session on 
“the highway’s place in metropoli- 
tan transportation.” 

Other panel topics will be: “The 
relationship of highways to the 
pattern of land use,” “the high- 
way’s impact on production and 
merchandising,” “the highway’s im- 
pact on living and shelter,” 
“making the highway a tool for the 
future city” and a local session on 
“the challenge to the Hartford 
metropolitan region.” 





Blast Damages Deal 
SEARCY, Ark.—An explosion 
caused damage estimated at $10,000 
at Truman-Baker Chevrolet Co., 
Inc. 


ice to these other attractions, 
we'll arrange that, too.” 

Oshry also feels that it is a near 
impossibility for any dealer not in 
the used-car business to succeed 
over the long term, It is actually 
a good profitable segment of the 
whole operation at Universal and 
Oshry maintains that no dealer 
should be afraid of a good used-car 
unit in his dealership, It should be 
a@ proud by-product of his new-car 
franchise. 

“Here, we don’t advertise our 
used cars in newspapers, except in- 
frequently, Rather we spend that 
same money on reconditioning our 
cars, getting them in as near new 
condition as possible, 

“From this we depend on our 
customers, through word of mouth, 
to spread the good news about our 
used-car values, It has worked like 
a charm for us.” 

Universal also puts part of the 
money it would spend on advertis- 
ing into higher commissions for the 
salesmen, It is reasoned that this 
will do more direct good than any 
equal amount of money spent in 
advertising. 

Everyone working at Universal is 
encouraged to help in the sales pro- 
gram, Each man sells new cars, 
used cars and is equipped to talk 
intelligently about servicing, parts 
and the rental business. 

The theory is that the combined 
efforts of each individual in the 
dealership makes it a success, not 
the departmentalized operation of 
anyone or any group. 


Profits 


(Continued from Page 1) 


and used-car operations is called 
‘car absorption,’ a term originated 
by NADA. 

“It rose from 434 percent in 
1956 to 49.8 percent in the first 
quarter (of 1957), and then to 
51.7 percent in the first six 
months.” 

The NADA report continued: 
“This is a vital figure for every 
dealer to watch during the balance 
of this year. The trend of the rela- 
tionship between washout gross and 
operating overhead during the 
cleanups and model changes yet to 
come will largely determine whether 
dealers generally can hold the gains 
already made and finish the year 
with a fairly satisfactory profit.” 

Warned NADA: “For the indi- 
vidual dealer, the best insurance of 
continued profitable operation will 
lie in a thdrough understanding of 
his true cost of selling the new 


car.” 
> > 7 


Canadian Dollar Volume 


Rises; Profits Are Shaky 


OTTAWA.—Canada’s dealers sold 
$1,369,076,000 worth of new and 
used vehicles in the first six months 
of this year, an increase of 2.7 per- 
cent over the corresponding period 
of 1956. 

However, according to industry 
sources, intense competition and 
higher operating costs shaved profit 
margins to such an extent that 
most dealers probably recorded a 
smaller net income this year than 
last. 

Gains in dollar volume were re- 
ported in every area except On- 
tario and the Atlantic provinces. 
Manitoba and Saskatchewan, both 
up 19.6 percent, showed the biggest 
increases over the year-ago period. 





Reds Unveil Limousine 
With Capitalistic Styling 

MOSCOW. — Russia has un- 
veiled a new-model limousine, 
the Zil—a two-toned hardtop with 
wraparound windshield, wrap- 
around chrome bumpers and au- 
tomatic transmission. 

The seven-passenger car has 
an eight-cylinder engine and a 
top speed of 110 miles per hour. 
The Zil replaces the Zis, in which 
the “s” stood for Stalin. The Zis 
strongly resembled a prewar 
Packard. The Zil does not resem- 
ble any Western car. 





Cars 


1957 1956 1957 


OUD El cccccses 10.6 9.6 2.3 
Group I ....... 272 203 5.4 
Group IIL ...... 48.2 35.7 10.3 
Group IV ...... 82.0 71.5 19.0 





13.2 3.4 
* ‘Days’ Supply Trucks’’ is included in 


Selling Price 
Per Unit 


Group I 
Group II 
Group III 





a $268 
ee 238 
SET TEE, ', asratencinsinueasbionecanes 243 
IIL, GUI nainttgndcadenindontabaseiiiais 197 


Average Sales 
Per New Unit 
Retalled 


$849 


CD. Be cceniteineia 736 715 
SP TD eiecerierens 737 600 
ee ee 572 501 
Industry Average 777 735 


* The a of oa 
profit from all service an: 









ICC Truck Check | 
Finds Defects in 
88% of Vehicles 


WASHINGTON. — More than 88 
percent of interstate trucks given 
a safety check by the Bureau of 
Motor Carriers in July had one or 
more defects or deficiences, accord- 
ing to the Interstate Commerce 
Commission. 

The ICC’s bureau set up 42 check- 
points throughout the U. S. during 
July, through which passed an esti- 
mated 50,000 interstate trucks dur- 
ing the five-day inspection period. 
Because of traffic density, however, 
the bureau gave thorough inspec- 
tion to only 12,237 units. 

Principal violation reported by 
the bureau was in braking systems, 


How Dealers Are Faring 
On Sales, Profits 


First Six Months, 1957-1956 


(Taken from report by NADA Business Management Committec) 


New Cars and Trucks 
Inventory Per Dealer 


Trucks 
(Per Truck Dealer) 
June 30 June 30 June 30 June 30 June 30 June 30 June 30 June 30 


Used Cars 


(Accessories Not Included) 


Average Sales Percentage of Number Months’ Annual 

Per New Unit Gross Profit iy in Turnover of 

Sold to Sales Inventory Investment 
6 Mos. 6 Mos. 6 Mos. 6 Mos. 6 Mos. 6 Mos. 6 Mos. 6 Mos. 

1957 1956 1967 1956 1957 1956 1957 1956 
Group I ........ $392 $348 30.1 305 5.7 6.9 2.1 1.7 
Group [IL ...... 330 297 29.7 29.1 43 48 28 2.5 
Group II ...... 354 265 30.9 4.0 3.3 3.0 


Customer Labor Sales 


Total Service Sales 
(Includes labor, parts and all other service and stockroom sales, 
except accessories with new vehicles.) 


(or fixed or semifixed) expense covered by gross 
a parts operations. Officers’ or owners’ salaries 


Percentage of Departmental Sales to Total Sales 


New Cars Used Cars Total Service Miscellaneous 
and Trucks and Trucks and Parts Salen 

6 Mos. 6 Mos. 6 Mos. 6 Mos 6 Mos, 6 Mos. 6 Mos. 6 Mos. 

1957 1956 1957 1956 1957 1956 1957 1956 
Group I ......... 54.0 55.3 28.3 26.4 168 168 9 15 
Group I ....... 57.4 582 268 26.4 148 142 1.0 12 
Group IZ ...... 59.0 63.0 24.7 225 156 132 a 13 
sanaia 626 65.6 22.7 21.4 141 129 6 2 













Days’ Supply Days’ Supply 
Cars Trucks 


1956 1957 1956 1957 1956 
2.3 50.3 46.6 7 72.0 
3.8 414 36.0 49.3 
6.3 37.0 28.7 41.0 

16.6 314 25.5 36.9 










































43.0 
Supply 


38.7 56.7 


“*Days’ Cars’’ for 1957 period. 


Ratio Used-Unit No. Days’ Supply 


Sales to New in Inventory 

6 Mos. 6 Mos. June 30 June 30 
1957 1956 1957 1956 
1.94 1.94 39.2 36.2 
1.61 1.67 27.6 26.0 
1.35 1.30 25.2 20.9 
1.10 19.5 


1.64 


28.1 
30.0 





$245 40.4 38.8 
225 45.6 43.8 
185 478 472 
155 48.3 


42.0 





33.4 55.2 
36.4 36.4 59.1 58.3 
35.3 35.7 59.6 58.3 
34.0 32.6 57.3 54.1 


included. 








15.7 15.2 9 





13 


with a total of 7,130 defects, Other 
defects noted included: Stop lights 
and tail lights, 4,458; head lights, 
230; driver’s log, 5,450; doctor’s cer- 
tificate, 3,609; tires, 252; flares, re- 
flectors and lanters, 978, and steer- 
ing mechanism, 400. 

A tota] of 2,273, or 18.6 percent, 
were marked “out of service” for 
being imminently hazardous. 


Wolverine Tube Appoints 
J. Moore, F. Moore in Sales 


CHICAGO.—James P. Moore has 
been appointed sales representative 
in the Kansas City area for the 
Wolverine Tube division of Calu- 
met & Hecla, Inc. 


F. F. Moore jr. has been ap- 


pointed eastern district sales man- 
ager for Wolverine. 
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Dealer Adds Personal Service .. . 


‘Foreign Cars Offer No Cureall’ 


By Ed Brown 
Staff Correspondent 


WHITE PLAINS, N. Y.—“Han- 
dling a foreign franchise hasn’t 
meant that I can run my business 
any different from any well- 
managed domestic deal,” says For- 
rest Sheffield, Jaguar dealer in 
Westchester County. 

“There are no tricks to the 
business. The mere piece of 
paper that says I represent 
Jaguar doesn’t automatically 
guarantee me a profit, although 
it is inherent in the product if 
I want to take advantage of it.” 
Sheffield, who owns Sheffield 

Jaguar, Ltd., has been selling only 
Jaguar for the last nine months. He 
has managed to make each month 
show an increased profit over the 
last. 

“I learned almost immediately 
that one thing people were looking 
for in their purchase was a little 
individualized service. You know, 
the majority of people I talk to are 


New License Fee 
For Credit Sales 
Draws Complaints 


ST. PAUL.—A number of Minne- 
sota dealers are up in arms about a 
provision of a new installment- 
sales law which requires them to 
pay a $100 license fee if they hold 
even one installment contract. 

Leo Faricy, general manager of 
the Minnesota Automobile Dealers 
Assn., reported the complaints in 
a bulletin which said the associa- 
tion will work to have the law 
amended. 

Faricy said the association un- 
derstood the law would exclude 
dealers from the licensing require- 
ment and include only those who 
buy installment contracts from re- 
tailers. 

With the exception of this pro- 
vision, the law “is one we can live 
with,” he said, urging members to 
contact legislators to secure a 
change in the licensing clause. 


just plain sick and tired of being 
pushed around, and not being able 
to get decent service when they are 
in trouble with their car, 

“Sloppy service just leads to a 
barrel of complaints. There comes 
a time when no matter what you 
do to a person’s car he feels that 
it will never run properly. So we 
started giving the best service we 
knew how right away. And its 
proving to be a good bet.” 

Sheffield makes good service an 
important part of his sales pitch 
to the customer. He frankly ad- 
mits to them that he probably 
won’t sell them another new car 
for four or five years, because of 
the slow obsolesence of the styl- 
ing involved. 

Therefore he tells them he is 
anxious to service their car, and 
do it to their satisfaction. 

“There is no denying that people 
buy a Jag because of its prestige 
value, because they like the feeling 
of owning a foreign car, because 
they won’t be styled off the street 
next year. But I am convinced that 
one of the most important reasons 
people are buying here is because 
they have heard about our service. 

“Even people who have had bad 
experiences in the past with 
foreign-car service, who felt that it 
was priced out of their range, are 
beginning to come back, because 
the word is going around that they 
can get good service and fair treat- 
ment here.” 

Sheffield feels that service is the 
one reason he is able to see a con- 
tinued growth in his new-car sales. 
The only advertising he has done is 
local, and it consists of used-car 
classified advertising. 

Therefore, when people come all 
the way from New York City to get 
service at his shop, he feels the em- 
phasis he places on servicing is 
justified. 

Sheffield finds himself in the 
used-car business as well. In 
March of this year, he retailed 
41 used foreign automobiles. 


Jaguar owners come from almost 
every walk of life, and every age 


ADSA Holds Bonus Rallies 
In Missouri and Texas 


(Continued from Page 3) 


strict ethics required of dealers 
who join ADSA, which is set up as 
a quality dealer organization and 
which will ban members who use 
gimmick advertising and other ob- 
jectionable practices. 

In P Ore., meanwhile, 
first returns in an ADSA vs. 
NADA plan survey by the Oregon 
Automobile Dealers Assn. showed 
a 2-to-1 vote for the ADSA plan. 
Half of the voters for the NADA 
plan said they were merely sup- 
porting NADA itself, not neces- 
sarily the plan, according to 
Howard J. Steib, general manager 
of OADA. 

ADSA officers stoutly denied that 
the mushrooming of their two- 
month-old organization was a “rump 
movement” against NADA, as a 
national newspaper said last week. 

Managing Director Bert Horner 
said the local meetings were set as 
a result of a request at the recent 
national meeting in Oklahoma City 
for organization of local chapters. 


Norton pledged at the national 
meeting that attainment of a 
bonus plan in selling agreements 
would lead to dissolution of ADSA 
and the pro-rata return of money 
then in the treasury. 

The treasury was increasing 
daily in Oklahoma City, with a 
highlight last week being a $1,000 
check for all 10 dealers in Jackson 
County, Mich., just west of Detroit. 

One of the largest Chevrolet 
dealers in the U. S. asked for an 
ADSA membership blank last week 
and sent a $100 check. 

Horner announced a change in 
membership for $1-a-month mem- 
bers—from “associate member’ to 
“endorsing member.” 

One dealer wrote, according to 
Horner, sending his best wishes. 


movement came too late to save 
me but it may help some other 
dealer now walking a tight rope.” 

“Your plan is what we fran- 
chised dealers need today,” wrote 
Larry J. Louviere, Louisiana Motors 
(Pontiac), Lafayette, La. 

“Think that NADA should take 
over this plan but more power to 
you if you can get it started,” 
wrote Fred C. Becker, Riegel- 
Becker Motors (Dodge), Spokane, 
Wash. 


group. The sports cars seem to be 
sold to younger adults, while the 
family cars go to the older groups. 
Some people trade from Cadillacs 
and Imperials, while others jump 
from Chevrolets and Fords. 

“I personally feel that this is a 
great business,” Sheffield says. 
“More hundreds of people who 
never thought that they could af- 
ford to own one, are looking at 
Jaguars.” . 

In his nine months’ experience 
with Jaguar, Sheffield says only 
two prospective purchasers have 
tried to get a discount. One man 
announced that he could get a 
tremendous discount at a dealer 
located at the far end of another 
state. 

Sheffield advised him to take im- 
mediate advantage of the situation 
but to please return to White 
Plains for his servicing. At last 
check, the gentleman still owned 
his old car. 

“Individualizing the treatment of 
my customers, I feel, will eventu- 
ally pay off well for this dealer- 
ship,” Sheffield says. “Certainly the 
reaction I have had to it so far has 
been very gratifying. 

“It takes time to build a repu- 
tation for fairness, but once it’s 
established it’s and unbeatable 
commodity if it’s combined with 
a good product, and I feel that 
I am fortunate enough to have 
one. 

“Over the years, I have been able 
to observe a lot of dealers handling 
a lot of different makes of auto- 
mobiles. I have noticed that the 
guy who ran his business on as 
personal a basis as possible was 
the one who could make a profit 
in almost any market. And that’s 
what I hope to build here.” 


Auto Inspections 


Attacked by 
Colorado Senator 


DENVER. — State Senator A. W. 


Hewitt, Boulder, attacked the| Pe 


State Revenue Department over 
the recent inspection of motor vehi- 
cles. 

He charged during a hearing on 
traffic safety that motorists were 
forced to pay more than $10 mil- 
lion for auto repairs which were 
not needed for traffic safety. 

The figures were called “fan- 
tastic” by Robert A. Theobald, 
state revenue director. Hewitt did 
not say how he arrived at the $10 
million figure. He is a service sta- 
tion owner but does not conduct in- 
spections. ° 

He claimed that Colorado auto- 
mobile dealers wrote the stringent 
new inspection rules and regula- 
tions adopted by the revenue de- 
partment. 

Hewitt said when his own car 
was inspected he had to get a two- 
inch hole in his fender repaired in 
order to receive a safety inspection 
sticker. 








Out-of-Staters at ADSA Parley— 


State association officers and managers 


travelled to Oklahoma City for the first 


national meeting of the Authorized Dealer Survival Assn. Front row, from left, Hall 
Nall (DeSoto-Plymouth), Plainview, Tex.; Cliff C. Goodwin (Buick), Sumter, S. C.; Woody 
Abildgaard (Studebaker-Packard), Winfield, Kans.; Connor Oden (Chevrolet), Floydada, 


Tex.; George Kallal (Oldsmobile), Cicero, 


Ill.; Roscoe Hambric, secretary-manager, 


Kansas association, and H. H. Wall (Ford), Sedan, president, Kansas association. Rear 
row, from left, John Breedlove (Chevrolet), president, Amarillo (Tex.) association; Knox 
Converse (Chrysler-Plymouth), Albuquerque, N. M.; Jack Jones (Ford), president, 
Albuquerque association; Ben P. Robinson (Buick), president, Wichita association; 
Amos T. Crowl, manager, Northern California association; E. E. Wheeler (Ford), 
Waterloo, president, lowa association; Dale Payne, manager, Nebraska association, 
“I can’t send any money. This | and Check Naiman (Buick), Borger, Tex. 


Bricker Celebrates Grand Openin 






Et 


G— 


David J. Bricker, Inc., new Lincoln-Mercury dealer in Hollywood, Calif., held its 
grand opening in conjunction with the opening of a 24-hour Safeway supermarket. 
Bud Folke, left, Mercury western regional sales promotion manager, poses during 
ceremonies with David J. Bricker and Paul Bergman, Safeway store manager, seated 
in the convertible. Sandra Edwards and Sonia West added beauty to the festivities by 
riding through Hollywood streets in the Mercury. 





For Price Cut Proposal bos 


Big 3 Scold Reuther 





(Continued from Page 6) 


then take into consideration in 
pricing their 1958 automobiles?” 

In his reply to Reuther, Ford 
said that the “rapid increase in 
wages of automobile workers over 
the past 10 years—which were ne- 
gotiated under the duress of your 
demands—have unquestionably con- 
tributed to inflation.” | 

* 


—_" having poured gasoline 
on the fires of inflation, you 
now stand by and tell us how to 
fight the blaze. In return, you say 
you will consider using less gaso- 
line next time—or maybe only kero- 
sene.” 

Ford, as did Colbert, asked 
Reuther whether he would ac- 
cept such a proposal if it were 
turned around. 


“Looking at it from a different 
rspective, perhaps your reaction 
to it will be same as mine to 
yours.” 

Ford, as did Curtice and Colbert, 
referred to increased costs in the 
automobile industry. 

He said the company, since the 
introduction of its 1957 models, “in- 
curred substantial increase in 
direct labor costs, transportation 
costs, materials and service costs, 
which have not yet been passed on 
to our customers in price in- 
creases.” 

“Prices in our industry, and at 
Ford Motor Co. in particular, have 
not kept pace with the increased 
costs,” he said. “Without the mod- 
erate price increases of the past 
several years, our company would 
be in a precarious financial posi- 
tion today and the jobs of our 200,- 
000 employes would be in jeopardy. 

> > > 


“Wwe WILL continue to price our 
products at levels which meet 
competition and—insofar as possi- 
ble—refiect actual costs and yield 
profits sufficient to maintain in- 
vestor confidence and to provide 
for continued modernization and 
expansion,” Ford said. 


their products 
the subject of collective bargain- 


ing. 

Meanwhile, in Washington, Sena- 
tor Barry M. Goldwater, Arizona 
Republican, and the UAW traded 
angry words over Reuther’s pro- 
posed price cut. 

In a speech on the Senate floor, 
Goldwater branded the proposal “as 
phony as three dollar bills.” He 
said the only way inflation could 
be controlled is “by the free play 
of the natural economic forces 
which are the foundation of a free 
enterprise system. If government 
and/or labor leaders can enter the 
field of price fixing then free en- 
terprise has ceased to exist.” 

“Since when, Goldwater de- 


LaRiche Elected 


CLEVELAND.—William LaRiche, 
recently appointed an Edsel dealer 
here, has been elected president of 
Cleveland District Edsel Dealers, 
Inc. 


manded, “has a labor leader as- 
sumed the right to tell any Ameri- 
can company what its prices should 
be? Prices are based on costs 
equated with competition and the 
law of supply and demand.” 

The UAW said it was “signifi- 
cant that Goldwater had to wait 
first for big business, for whom 
he is a private in the 
Senate, to spell out the ‘company 
line’ before he could say any- 
thing publicly.” 

Hourly-rated auto workers will 
receive a three-cent an hour wage 
boost, effective on the first pay 
period after Sept. 1, as a result of 
an increase in the nation’s cost-of- 
living index. The Bureau of Labor’s 
Index for mid-July, made public 
last week, is 120.3 compared with 
119.3 for mid-April. 


Union Declares Truce 
During Special Sale 

GALESBURG, Ill. — When 10 
rival dealers pitched in to conduct 
a sale for Henry Brown, Oldsmobile 
dealer stricken by illness, the 
garage mechanics’ union was not to 
be outdone. 

Although the union has been on 
strike against 11 Galesburg dealers 
for more than a year, it suspended 
the strike against Brown for the 
duration of the cooperative sale. 


House Unit Asks 
Full Study of 
‘Good Faith’ Bill 


WASHINGTON.—A House Small 
Business subcommittee on distribu- 
tion problems recommended that 
study be given to a broad “good- 
faith” bill that would cover all 
industries where dealer-supplier 
franchise arrangements exist. 

The recommendation was con- 
tained in a report on gasoline mar- 
keting hearings which the sub- 
committee held this year. 

Chairman James Roosevelt, Cali- 
fornia Democrat, had introduced a 
bill early this year to give the same 
rights of legal redress for franchise 
termination to service station op- 
erators as are now enjoyed by auto 
dealers under the “good-faith” law 
enacted last year. 

However, Secretary of Commerce 
Sinclair Weeks objected to the bill 
on the ground that “piecemeal 
amendment of the antitrust laws to 
deal with narrow situations appli- 
cable to a single industry is un- 
sound.” 

He added that such a procedure 
“not only creates nova] rights not 
shared by other (retailers), but in- 
creases pressures for legislation of 
similar character in many other 
fields where such action would 
clearly be inappropriate.” 

Roosevelt said a “good-faith” 
measure of general applicability to 
industries distributing through 
franchise relationships would meet 
this objection, and that thorough 
discussion of such legislation. was 
recommended by the counsel of the 
Small Business Committee. 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U, 8, PRODUCTION ONLY) 





Week Week Jan,1 Jan. 1 

Ended Same Ended Total To To 
Aug. 31, Week, Aug. 24, Output, Septi1, Aug. 31, 

1957 1956* 1957* August 1956* 061 
AMERICAN MOTORS 550 552 209 159 68,361 65,179 
BRRBGOR, . cincssissicnensbicricoess 24 3 3 27 4,350 1,372 
DRAMA i serarcssotiietcctabviewetcom 56 3 18 74 =11,076 3,635 
RAE ssrteantinnns 470 546 188 658 52,935 60,172 
CHRYSLER CORP. 23,735 649 26,119 111,086 600,263 932,671 
CURFEEEE ccsessecscvenssccviesens ED winwdien 2,326 9,138 72,688 91,263 
POTETE . cccersrnsrivcssenss ae. scsi 540 2,377 6,548 30,085 
DOBGED : sddirsecsrimevicers 700 649 2,492 7,384 71,190 87,362 
BODB . sesrssnsrisssvercesesssnecs ., 5,624 24,471 136,455 218,643 
Plymouth .............000000 eee | terns 15,1387 67,716 313,382 505,318 
FORD MOTOR .............. 38,525 4,124 40,099 168,132 1,102,097 1,337,857 
COTTE witeiccsniansnns. Hipin - ey ate 1,134 444 
TE AAcsiacitanindtintinn SEO. ecsvemnie 5,406 19,935 .......... 23,664 
DONE datas BOO tienes 28,919 125,224 884,094 1,072,854 
EL. cevuiencnicennsensinde 370 394 330 1,436 32,596 26,892 
IE sikeiestasieersievscens 5,215 3,721 5,444 21,537 184,273 214,003 
GENERAL MOTORS .. 53,891 52,841 56,703 239,739 2,206,349 2,010,619 
GE Sindaticaands 6,737 7,990 7,384 30,855 402,311 292,857 
CRE seceseristesvincctveciness 2,688 1,918 3,349 13,433 109,450 111,911 
CRUTIOI  ccvcinescisissiacionse 31,900 31,319 31,774 137,273 1,136,720 1,067,899 
Oldsmobile .................... 6,266 6,490 7,030 29,311 318,564 284,324 
SNEED | seiscccipserstienseteiends 6,300 5,124 7,166 28,867 239,304 253,628 
CP Gs. ciitisisiicenitinn ae ae ee 3,459 67,305 46,980 
SEE, Gihiccsacenniceamh: Saahied | speed somubdieee 13 =: 18,277 6,122 
Studebaker .................. ee - nasundie: «-augnite 3,446 54,028 40,858 





Total Cars, U. S......... 117,201 
*Revised. 





58,166 123,130 523,175 4,044,375 4,393,306 


COMMERCIAL CARS 


(U, 8, PRODUCTION ONLY) 











Week Week Jan. 1 Jan. 1 
Ended Same Ended Total Te To 

Aug. 31, Week, Aug. 24, Output, Sept i, Aug. 31, 

1957 1956* 1957* August 1956* 1957 
CHEVROLET ................ 6,900 6,495 6,410 30,046 252,867 246,171 
DIAMOND T ................... 140 99 143 584 3,474 3,668 
ED.» wcctircatirsvetiinateaiionss 60 56 38 145 2,629 2,085 
I  cxsrtietnctaicencemessenn 1,600 2,011 1,771 6,688 62,400 55,417 
PEED |. dasaceccsesciasinesnctintovitoed 6,590 3,448 6,245 27,125 208,299 241,581 
SIO Sdeassisinsianteicictmnintccnnne 1,300 1,387 1,398 5,358 64,397 46,162 
INTERNATIONAL. ....... 2,543 2,522 2,533 11,750 93,613 82,584 
EI, excovccesrccasserecoscnisssmmnce 375 424 381 1,669 12,833 12,238 
BED ncsceauapsceetsbinpbivcmnigtioens 90 71 121 495 2,641 3,088 
STUDEBAKER. )........00..0 sce ee 417 10,897 7077 
IEEE. eihicsuiscnncsnsoessensacoens 275 342 282 1,145 11,826 10,161 
TIED cisteninicrinentnasecsenes 1,480 1,452 1,048 2,528 40,522 41,280 
MISCELLANEOUS*** 89 48 87 3380 2,248 2,267 
Total Trucks, U. S..... 21,442 18,643 20,457 88,330 768,646 753,779 





Total Cars, Trucks, 


a 138,643 
Total Cars, Trucks, 

CI ese icesinncitaic 3,548 
Grand Total, 


Cars and Trucks, 
U. S. and Canada....142,191 


*Revised. Miscellaneous includes Corbitt, 
Drive, ete. 


500 2=—s 6,245 


76,809 143,587 611,505 4,813,021 5,147,085 


18,452 342,885 316,651 


77,309 149,832 629,957 5,155,906 5,463,736 


Marmon-Herrington, Federal, Four Wheel 


N.B.: All U. 8. totals include cars and trucks for military orders. 
***Autocar, Freightliner and Sterling are included in White totals; Brockway included 


in Mack totals. 


By Louisville Dealers .. . 


Fair Car Plan Called Unfair 





By A. W. Williams 
Staff Correspondent 

LOUISVILLE.—Another dispute 
over the showing of new cars has 
broken out here over granting of 
exclusive rights to Chrysler and 
Ford to show cars at the Kentucky 
State Fair Sept. 7-15. 

Chrysler Corp. has been granted 
almost exclusive rights to show 
cars at the fair this year, will 
have the final day of the fair for 
an all-day promotion of its cars 
and has an exclusive option to 
repeat the promotion for the 
next three years. 

Bill Henry, sports director for 
the fair, said Chrysler got the privi- 
leges in exchange for bringing in 
singer Julius _LaRosa and band 
leader ._Hal“McIntyre for two free 
performances on the final day of 
the fair. 

The only exception to the all- 
Chrysler theme is that Ford Motor 
Co. has rented space in the Exposi- 
tion Building to show its products. 

Henry said manufacturers are 
free to rent space to show their 
cars at future fairs. 

He gave this version of how the 


rysler arrangement was worked 
out: 


Louisville dealers ‘were ap- 


proached at a May 13 conference 
on showing cars at the fair in ex- 
change for bringing “big name” 
talent to the fair to entertain. 

Most dealers were cool to the 
idea, pointing out that the fair 
came too early for the display of 
1958 models. However, a contract 
was written covering Chrysler 
participation. 

Henry said hiring the entertain- 
ers would cost Chrysler $9,000 and 
another $10,000 would be spent ad- 
vertising the promotion. 

J. N. Fisher, sales manager for 
Rust Motors, said he tried to get 
space to show Studebaker, Packard 
and Mercedes-Benz cars and was 
turned down. He said it was unfair 
to give one manufacturer special 
rights at the tax-supported Fair- 
grounds. 

Henry said Rust was not in 
business in May when the plans 
were made and would have a 
chance to show its cars at the 
1958 fair. 

Lew Ullrich, manager of the Ken- 
tucky Automobile Dealers Assn., 
said the objections to the arrange- 
ment seemed unwarranted in that 
the program was set up without 
much opposition in May. 

Earlier, Boston dealers had 
charged that General Motors was 
“boycotting” their auto show. 


As Ch vers Spread ... 





Car Output Dropping 
To Lowest ’57 Rate 


(Continued from Page 1) 


an estimated 523,175 units, or 5.6 
percent more than July’s produc- 
tion of 495,475 units. 

~*~ * * 


peswwes marking the eighth 
consecutive month that car 
output has exceeded the correspond- 
ing month a year ago, August as- 
semblies were 30 percent above the 
402,475 units turned out during 
August, 1956. 

The August upsurge also 
brought industry output for the 
first eight months to an estimated 
4,393,306 units, or 8.6 percent above 
the Jan, 1-Aug. 31 period a year 
ago, when the makers assembled 
4,044,375 cars. 

Only manufacturers to show out- 
put gains over the previous week 
were American Motors and Stude- 
baker-Packard, although both those 
makers are still working out the 
kinks in assembly operations on 
1958 models. 

* aa 
AMERICAN Motors turned out a 
corporate total of 550 cars last 
week, compared with 209 units a 
week earlier, but its output was 
still far below its weekly average 

for the 1957 model run. 

A breakdown of AMC opera- 
tions showed Rambler making the 
biggest strides as it upped its 
output from 188 units the previous 
five days to 470 units last week. 
Nash climbed from 18 to 56 units, 
and Hudson turned out 24 cars 
last week, compared with only 
three the previous five-day work- 
week. 

S-P’s activities last week were 
confined to Studebaker production. 
That division assembled 500 cars in 
its first week of '58-model output. 

> > > 


DY to the fact that only one 
line of Packard—the Haw k— 
will be introduced along with the 
Studebaker line in October, Packard 
will not begin Hawk output until 
the week beginning Sept. 9. 

Output declines at Buick, Olds- 
mobile and Pontiac and a four- 
day work week at Cadillac were 
big factors in dropping General 
Motors production from 56,703 as- 

sembles a week earlier to an 
estimated 53,891 last week. 

Chevrolet was the only GM unit 
to record an output gain last week 
as it built an estimated 31,900 cars, 
compared with 31,774 units the 
previous week. 

* * « 

HE increased schedules at Chev- 

rolet coupled with a decline at 

Ford, pushed the GM division's 

year-to-date output within 4,956 

units of topping the field in calen- 
dar-year assemblies. 

Ford, as of last Saturday, has 
turned out an estimated 1,072,354 
cars since Jan. 1, while Chevro- 
let’s Jan. 1-Aug. 31 total stood at 
an estimated 1,067,389 units, 

A roundup of other GM opera- 
tions showed Buick off from 7,384 to 
6,737 units; Oldsmobile down from 
7,030 to 6,266; Pontiac off from 7,166 
to 6,300, and Cadillac down from 
3,349 to 2,688 units. Only Cadillac 
scheduled a four-day work week. 
The other three GM units attributed 
their declines to month-end read- 
justments in production schedules. 

* * * 


pros division’s drop from 28,919 
units a week earlier to an esti- 
mated 27,300 last week and a slight 
decline at Mercury were major 
factors in an output decline at Ford 
Motor Co. 

Overall company output dropped 
from 40,099 units the previous 
week to an estimated 38,525 last 
week. 


Both Edsel and Lincoln continue 
to show gains in output, however. 
Edsel climbed from 5,406 units a 
week earlier to 5,640 last week, 
while Lincoln increased its sched- 
ules from 330 to 370 units. 

og * * 
RCURY was off from 5,444 as- 
semblies the previous week to 
an estimated 5,315 last week. 

Chrysler Corp., with its DeSoto 

division working only its West 
. Coast plant, dropped from a 

corporate total of 26,119 assem- 
blies a week earlier to an esti- 


















mated 23,735 last week. 
Plymouth was the only unit to 
show a gain over the previous week 
as it jumped its schedules from 
15,137 to 15,350 units. 
* * * 


I OTHER corporation operations, 
Chrysler (excluding Imperial) 
was off from 2,326 to 2,285; Imperial 
was down from 540 to 400; Dodge 
was off from 5,624 to 5,000, and 
DeSoto, with only its West Coast 
plant in operation, dropped from 
2,492 to 700 units. 


Truck output last week stood 
at an estimated 21,442 units, or 
a 985-unit increase over the pre- 
vious week’s 20,457 commercial 
cars. The week ended Sept, 1 a 
year ago produced 18,643 trucks. 
Commercial-car outout for the 

month totalled an estimated 88,330 
units. That’s a sizeable drop from 
the 93,019 trucks turned out in 
July, and 2,189 units below the 90,- 
519 trucks assembled during August 
a@ year ago. 

Canadian vehicle manufacturers, 
with Chrysler, GM, AMC and S-P 
all down for changeovers or in- 
ventories, turned out an estimated 
3,548 cars and trucks last week, 
compared with 6,245 a week earlier. 
August output in Canada was esti- 
mated at 18,452 vehicles. 

> 


Chrysler’s 57 Model Run 
To Hit 1,213,100 Cars 


DETROIT.—Chrysler Corp.’s U.S. 
production of 1957-model cars will 
total approximately 1,213,100 units, 
W. C. Newberg, group vice-presi- 


Auto Production 
In West Germany 
Up 10.3% from °56 


FRANKFURT, Germany. — Al- 
though July output was off 11.5 
percent from June, West Germany’s 
auto production for the first seven 
months was 10.3 percent ahead of 
the same period of 1956, the Auto- 
mobile Industry Assn. reported last 
week. 

Exports are running 17 percent 
ahead of the first seven months of 
last year. 

The association reported there 
were 687,187 vehicles produced be- 
tween Jan. 1 and July 31 this year, 
as against 623,177 in the same 
period of 1956. Exports totalled 
324,091 this year, compared with 
276,907 last year. 

The decrease from 94,767 vehicles 
produced in June to 83,861 in July 
was attributed chiefly to “seasonal 
conditions,” but in part to a general 
slowdown in business. 

There were 42,384 cars, or 49.5 
percent of total cars produced, ex- 
ported in July. 


Checking for Water Leaks— 


dent-automotive, said last week. 

Newberg made this estimate as 
the company neared the phase-out 
period of 1957 model production and 
prepared for 1958- model output. 
Assembly of the company’s new 
line of 1958 automobiles is sched- 
uled to begin as early as Sept. 18, 
with all car divisions approaching 
full operation during the week of 
Sept. 23. 

The estimated total output of 
1957 models for each car division 
is as follows: Plymouth, 662,800; 
Dodge, 280,800; DeSoto, 117,500; 
Chrysler, 116,000, and Imperial, 

During the annual model change- 
over periods in Chrysler Corp. De- 
troit-area plants, which began last 
Monday (Aug. 26) and will con- 
tinue through Sept. 10, any of the 
company’s employes will continue 
to work, handling rearrangement of 
equipment within the plants as well 
as taking inventories. 

Production schedules will be built 
up through October in preparation 
for the public introduction of the 
1958 models in late fall, Newberg 
said. 


* > * 

Mercury Begins Move 
To New West Coast Plant 

LOS ANGELES. — Mercury last 
week began transfer of its assem- 
bly operations in Los Angeles to a 
new multimillion-dollar Mercury 
assembly plant at the intersection 
of Washington and Rosemead 
Blivds. Approximately 1,300 hourly 
and 400 salaried employes will move 
from the present Mercury May- 
wood plant at Eastern and Slauson 
to the new larger plant some four 
miles away. 


An additional 400 assembly em- 
ployes will be added to the present 
staff to meet increased production 
requirements, O. F. Marsal, plant 
manager, said. 


Transfer of assembly operations 
will begin after Labor Day. Fixed 
production facilities, such as paint 
ovens, spray booths and conveyors 
will remain at the old plant. 

Early production schedules call 
for assembly of 1958 Mercurys and 
Edsels at a substantial daily pro- 
duction rate by the end of October, 
Marsal said. Production will be in- 
creased slowly as new equipment 
and facilities are tested and ap- 
proved for production, he said. 

No definite plans have been es- 
tablished at this time for use of 
the old Maywood assembly plant 
which Mercury had outgrown. The 
new plant is the sixth built by Mer- 
cury in various parts of the nation 
since World War II. 


Woman Sues Dealer 


After Demo Mishap 


LOUISVILLE. — Ola Mae Cash 
has filed a $10,500 damage suit 
against Tri-City Oldsmobile. She 
claims she was injured while try- 
ing out a used-car on the com- 
pany’s lot. 

Mrs. Cash charges that brake 
failure caused her to hit another 
car during a demonstration last 
Apr. 2. She alleges that the com- 
pany was negligent in providing 
her with a car which had defective 
brakes. 





Chrysler ‘Corp. checks cars rolling off the assembly line. for water-tightness by 
dousing them with 8,300 pounds of water. While a fine jet spray—pushed by 15 
pounds—drenches the car, two men inside the car check doors, air conditioner and 
heating ducts, trunks and even under carpets to make sure the automobiles are 


waterproof. 





Obituaries 


Dan S Eddin Brooks, a veteran used-car dealer, died 
Aug. 19 following a heart attack, He was 
S$, 57. Mr. Brooks was a partner with Robert 


Seaman in S & B Motors. 


Ex-President of ats 
Olds, Plymouth Harold H. Johnson 


CLEVELAND.—Harold H. Johnson, 56, 

: director of research for National Malleable 

DETROIT.—Dan S. Eddins, for- & Steel Castings Co., died here Aug, 22. 
mer president of Oldsmobile and 

Plymouth, died Aug. 24 after a long 


He had been with National since 1923 and 
had served as director of research since 
illness, He was 70. Mr. Eddins} 


1955 


* * * 


headed Plymouth from 1934 until | 
he retired in 1952. F. Dean Russell 
A native of Waco, Tex., Mr.| ROCHESTER, N. Y.—F. Dean Russell, 


i be his | # founder of Unit Auto Parts and an early 
Eddins b gan auto mechanic here, died Aug, 21. He was 


industrial career! gs mr 
in the mainten-| Hazard Motor Co, here from 1913-15. 


ance shops of the . -"e.oe 
ene eee & Elmer D. Hostettler 
Great Northern! -riz, pa.—kimer D. Hostettler, 50, a 
Railroad. Ford dealer in Union City, was killed here 
He joined Chev- Aug. 21 when his car left the highway and 
: | hit a tree. 
rolet in 1918, after 


: : * * + 
serving with 


George F. White 








Studebaker and eneten = oe 
teal = } FORD, N. . — George F. White, 
Maxwell, and OF-| tormer automobiie dealer in Lowell, Mass., 
ganized the Den-| and a resident here for many years, died 
Dan S. Eddins ver sales zone. In| Aug. 21 after a long illness. 
1926, he moved to Olds Motor uw 
Works as general manager and | Thomas Henry Driscoll 
later served as vice-president and| OTTAWA.—Thomas Henry Driscoll. 56, 
. who was with the sales department of 
president. Lewis Motors, Ltd., and Waverley Motors, 


Mr. Eddins left General Motors 


. | Ltd., for more than 30 years, died sud- 
in 1933 to join the staff of K. T.| denly in a hospital. 
Keller at Chrysler. He was named | : Ss -« 
Plymouth president the following | Carl V. Torgler 
year. . | TOLEDO Carl V. Torgler, 79, who | 
Mr. Eddins is survived by his | operated an auto dealership here in the | 


wife, Ora; a son, Earl S., of Pasa-| ‘795, died Aug. 21 in Palm Beach, Fla, 
dena, Calif.; two daughters, Mrs. 2 Bs 

Bigham D. Eblen, of Detroit, and Perl W. Devendorf 

Mrs. B. W. Belinger, of Greenwich, | 


Russell was chief engine tester for 
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CLASSIFIED WANT ADS 


Reachirg an estimated 150,000 


RATES: TWENTY-TWO CENTS 


roe] 


Box Number ads are forwarded to 
TEN DAYS IN ADVANCE OF PU8 


WANT AD DEPT 


and address at requiar rates 


HELP WANTED 


| WANTED—SALESMEN to sell the book 
‘Auto Costs’’ which features factory | 
invoice prices of all 1958 cars and equip- | 


ment. Huge demand from auto dealers, | 
banks, finance companies and leasing | 
companies, High commission—No terri- | 


tory restrictions. White: Auto Costs, Box 
224, New York 1, N. Y. | 





AUTOMOTIVE 
ENGINEER 


Large oil company, headquartered in Cleve- 
|} land, Ohio, offers excellent opportunity to 
graduate engineer interested in career in 
purchasing profession. 


Work includes procurement of basic automo- 
tive truck and transportation equipment and | 
parts, requiring thorough technical under- | 
standing of assigned commodities and | 
activities. Outstanding company benefits. 


In reply state age, education and experience. 





Box 7449, c/o Automotive News, Detroit 26. | 








SERVICE SALESMAN 


Large Chevrolet dealer needs neat, sober | 
and courteous Service Salesman. You can | 





WATERTOWN, N. Y.—Perl W. Deven- 
Conn., and three grandchildren. | dorf, 73, a former automobile dealer, died | 
* * * Aug. 19 


Frederick W. Pabst, 77; | 


Auto Pioneer on Coast _. | ._PHILADELPHIA.—Joel M. Bowlby, 70, 
ATHERTON, Calif. — Frederick — — a of Eagle-Picher | 
r 7 : : : _| Co., diec ere Aug. 24. He had served 
W. Pabst, 77, @ ite tnd in aes | President of Eagle-Picher from 1941 to 
nia’s auto and radio industries, died | i949. when he was named chairman. He 
in Palo Alto Aug. 22. retired in 1954. He was also a director of 
Mr. Pabst began selling autos in the Cleveland Federal Reserve Bank, 
Southern California in 1906 for Don | — 
Lee, and later helped to launch the} 
Don Lee Radio Network. In 1907 


* * > 


Joel M. Bowlby 








BARGITCIMI ETAT 














Used car experience preferred but not 
essenticl. We will put you in business 
for yourself. No Second 
oldest company selling 1 yeor gvar- 
antee to dealers. Our men earn sub- 
stantially over $10,000 per year: F. 
Lyons, Tampa, Fic. earning $15,000 
yearly; M. Dallas, Boston, Mass. doing 
$17,000. Approved nationally by deal- 
ers. Repeat sales on the increase. Send 


investment. 


stating experience. 


he started publication of Motor| 
West. He acquired an interest in a/| 
San Jose Cadillac-Oldsmobile deal- 
ership in 1920. He was owner and — = 
president of firm at the time of his |———— ee een 
death. He served as president of 
the Northern California Motor Car 
Dealers Assn. in 1929 and’ 1936. OWN YOUR OWN 
> > > 
Roy C. Carter, 75; B INE 
Automotive Veteran US SS 
HASTINGS, Neb.—Roy C. Carter, 
75, an automotive pioneer and| 
former mayor of this city, died 
Aug. 21. 
Born in Toledo, Mr. Carter in 
1902-03 was in charge of road test- 
ing for Pope-Toledo Motor Co. and 
in 1904-06 held the same post for 
Yale Motor Co. For the next two 
years he was in the engineering 
department of Craig-Toledo Motor 
Co. He moved to — in 
1908, where he opened a dealership | ‘ 
—the first between Denver and Lin- congicte Cstells 
coln, Neb. He remained in the auto 
business in Hastings until he re- 
tired in 1951. ‘ 


American Sure-Car Corp. 


Main Office: 


* * 
Dept. E, Sea Cliff, N. Y. 
Searle I. Roscoe P 
TOLEDO.—Searle I. Roscoe, 52, who for 
22 years had operated Roscoe Motor Sales 


Co. here, died Aug. 22. 
* * * 


James D. Mumford Sr. 
WESTFIELD, N. J.—James D. Mumford 
sr., 80, a retired sales representative for 
the now-defunct Pierce-Arrow Motor Co.,/ full details and picture, if available. 
died Aug. 21 in gene. N. J. Box 7467, c/o Automotive News, Detroit 
26. 


Fred W. Wieland 
AVON LAKE, O.—Fred W. Wieland, 60, 
a zone manager for Chevrolet until he re- 
tired in 1953, died here Aug. 25. He had 
served in Cleveland, Flint and Detroit. 
* * 


H. W. Farr 

WINDERMERE, Fia.—H. W. Farr, 73, 
Detroit district sales engineer for Carter 
Carburetor until his retirement in 1949, 
died here Aug. 25. Prior to joining Carter 
in 1932, he had been associated with 
Marvel Carburetor Co. and Johnson Car- 
buretor Co. 





COMBINED ACCOUNTANT and office 
manager for large GM dealership located 
in county seat city near Indianapolis. 
GM accounting essential—Prefer man 
with Motors Holding experience. Salary 
commensurate with qualifications, Give 





SALES MANAGER—with proven ability to 
hire and train salesmen and manage 
sales force in southeastern 350 car Chev- 
rolet dealership. Near coast—good fish- 
ing, hunting, etc. Salary plus percentage. 
All replies confidential. Box 7407, c/o 
Automotive News, Detroit 26. 


DISTRICT MANAGER 
FRANCHISES 


Auto inspection and | year warranty serv- 
ice . . . now sweeping the country . . . 
$25,000 to $50,000 earnings. Many terri- 
. successful automotive 


* + * 


Herbert A. Failing 
ST. PETERSBURG, Fla. — Herbert A. 
Failing, 81, owner of an automobile sales 
and service business in Natural Bridge, 
N. Y., died Aug. 17 in a St. Petersburg 
hospital, 


tories still open . . 
sales background necessary. 


UNITED STATES CAR 
TESTING CO. 


* * * 


Royale C. Wise 
DETROIT.—Royale C. Wise, chief engi- 
neer for the Detroit branch of Thermoid 
Co., died Aug. 15 in Somerset; Pa., while 
on a business trip there. He was 56. 
* * * 


Clinten Thomas Brooks 
KNOXVILLE, Tenn. — Clinton Thomas 


5327 W. Third St. 
MU 1669 


Dayton 7, Ohio 










earn from $400 to $700 per month. All | 
replies confidential. Write Box 7465, c/o 
Automotive News, Detroit 26. 




















ATTENTION 
AUTOMOBILE 
AUDITORS 
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| GENERAL 





branches 


EACH 


ngaged in all 


at ee) ae Ok 


Doliar See me -lig 


advertiser, unopened. Display ads 


Contract rates 


HELP WANTED 


GENERAL 
SALES MANAGER 


This firm offers an outstanding oppor- 
tunity and a splendid future for the 
kind of man that can qualify. Particu- 
larly if he eventually desires to own 
his own dealership. 

He must be a high calibre, executive- 
type business man with ability to or- 
gonize, direct and inspire a top-flight 
sales organization to sell America's 
leading automobile. This is a single 
city point with a potential of 1,500 
new units, 

Please don't phone. Write brief resume 
of background—with picture, or call 
in person. 


Fred Emich, President 


JOLIET MOTOR SALES 
Joliet, Hl. 





MANAGER or sales manager. 
Ford dealership, New Jersey, now selling 
over 700 units yearly. Big opportunity 
for experienced top man. Write Box 7433, 
c/o Automotive News, Detroit 26. 


this classification for the 
seeking 3 
Ads are ; 
regular rates, « 4 
insertion. $1.00 per in- 
of a box — 
In this section.) <i 
hice at ae cee < = | 
EXPERIENCED SERVICE MANAGER 
wants position with aggressive dealer. 
Capable of handling complete service 


operation on any make of car. The past 
12 years owned my own business, man- 


aged my own service shop. Excellent 
personality, sober and reliable. Reply 
Box 7456, c/o Automotive News, De- 


troit 26. 










We have 75 auto dealer 





































clients with franchises ranging 
from 1,200 to 3,000 cars op- 


erating in 20 different states, 









which will require increasing 












our present audit staff. Our 
field men work on a profit- 
sharing basis making $7,000 
to $10,000 per annum. Our 
field supervisors earn $10,000 
to $12,000 per annum. We 
need 2 solid, fully qualified 
field auditors and 1 field 


supervisor with 10 years 



















specialized automobile audit 


experience interested in a 







long range, satisfactory con- 


Confidential 









nection. replies 


should include full information 






as to present and past em- 









ployment in this field, educa- 
tional background, degrees, 


and certificates he!j, as well 






as family status. 
















Box 7425 
c/o Automotive News 


GENERAL MANAGER or new and 


used 
car sales manager. Midwest region pre- 
ferred. Age 34, Ford and Chrysler ex- 
perience. Successful background, top ref- 
erences. Reply Box 7468, c/o Automotive 
News, Detroit 26. 


A-1 PONTIAC SERVICE and parts man- 


ager wishes to relocate with going Pon- 
tiac dealer. 12 years’ experience; now 
located Detroit area; good references. 
Box 7472, c/o Automotive News, De- 
troit 26. 
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POSITION WANTED 


CERTIFIED PUBLIC ACCOUNTANT 
since 1949, with ten years’ experience as 
controller-business manager with mul- 
tiple Ford dealer operation, familiar with 
other Big Three business management, 
seeks position as controller-business man- 
ager with progressive auto operation. 
Present employer entering retrenchment 
program due to health, reason for 
change. Can furnish outstanding refer- 
ences on all phases of auto operation 
from present employer as well as Chair- 
man of State Board of Certified Public 
Accountants as to ability, knowledge of 


auto industry, enthusiasm and work 
habits. Married, 38 years of age. Present 
salary, $14,000. Box 7457, c/o Automo- 


tive News, Detroit 26. 


Business manager. 
with GM ac- 


OFFICE MANAGER 
Thoroughly experienced 
counting system, budgets and financial 
analysis. Experience includes dealership 
office management and several years as 
zone business management manager for 
GM Division. Have also had dealership 
general management experience. Desire 
connection with large dealer (any car 
line) preferably on west coast or Florida 
but will consider any location. Present 
employer selling out. Best GM refer- 
ences available. Box 7428, c/o Automo- 
tive News, Detroit 26. 





MANAGER familiar with all 
phases of Auto Dealers’ Service Depart- 
ment operation. Graduated from General 
Motors Service Managers Institute, Flint, 
Michigan. Excellent customer, factory 
and employe relations record. Sober, 
honest and reliable. Will furnish refer- 
ences and any required information. 
Available 30 to 60 days. Box 7458, c/o 
Automotive News, Detroit 26. 


AUTO FINANCE & Sales Executive—25 
years’ experience in sales finance, direct 
loans and operation of used-car outlets 
turning 1,500 units annually. Have han- 
died all phases including sales manage- 
ment, advertising, operation of allied 
insurance agency, re-discounting, borrow- 
ing, etc. Capable of taking complete 
charge of single or multiple operation. 
Resident of South Texas, in mid-forties, 
desire to make advantageous change. 
Box 7469, c/o Automotive News, Detroit 
26. 





ACCOUNTANT-OFFICE MANAGER- 
Sec’t.-Treas. Young, thorough and am- 
bitious. Presently office manager at 600 
car Motors Holding deal. Desire change 
to New York state or surrounding area. 
Unusual knowledge of Motors Holding 
procedure, Daily Operating Control, Used 
Car Turnover Report, and dealer will 
receive expert financial statement prepa- 
ration and analysis. Will work only for a 
Motors Holding dealer. Box 7438, c/o 
Automotive News, Detroit 26. 


DEALERSHIPS AVAILABLE 


FOR SALE DEALERSHIP handling 
Buick within 125 miles of Charlotte, 
N. C. No used cars or accounts re- 


ceivable. Approximately $24,500 to take 
over. Box 7420, c/o Automotive News, 
Detroit 26. 





POSITION WANTED 


Want 






Volume Automotive Business? 


Detroit manufacturers’ representative with 33 
years’ intimate contact with all motor vehicle 
factory executives, used to developing auto- 
motive original equipment volume business, is 
desirous of replacing one of his major accounts 
which he plans to resign from late this fall. Has 
represented this account nine years. Also has 
years’ intimate contact with largest chains. 
Account must represent volume potential and 
be able to meet specifications. 


Box 7427, c/o Automotive News, 
Detroit 26, Michigan 


Complete Representation 
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 XALERSHIPS AVAILABLE 


UNUS'' AL OPPORTUNITY to purchase 
desiership handling DeSoto in Miami, 
Floriia, at less than replacement cost. 
Equipment and improvements only two 
year: old, with good organization and 
excelient lease in prime location, Can be 
purchased with as little as $15,000 cash 
if you can qualify for factory financing. 
Jil health forces quick sale. Deal can be 
consummated in time for 1958 model 
shov ing. Box 7470, c/o Automotive News, 
Detivit 26 


DEA! ERSHIP—24 years’ handling DeSoto- 
Plymouth—Excellent’ location: near down- 
town Denver, Colorado, Lease building 
with fine showroom and shop. Potential 
unlimited in this fast-growing city. Box 
7459, c/o Automotive News, Detroit 26. 


soUTHWEST DEALERSHIP handling 
Lincoln-Mercury, 600 potential, good 
used car market, single point. $150,000 
will handle. Excellent building with park- 
ing lot and used car lot available. Box 
7460, c/o Automotive News, Detroit 26. 


—_— 





DEALERSHIP HANDLING MERCURY— 
Midwest county seat. Good potential, 
lease available on building and used car 
lot. Reason for selling, ill health. Reply 
confidential, Write Box 7461, c/o Auto- 
motive News, Detroit. 26. 


——————————— ee 

DEALERSHIP HANDLING OLDSMOBILE 
—29 years same owner—700 car average 
potential. Fine, modern facilities (50,000 
aq. ft.). Will sell or lease to buyer. 70% 
service coverage. Central states metro- 
politan area. Present owner has other in- 
terests. Box 7462, c/o Automotive News, 
Detroit 26. 


tt 
DEALERSHIP HANDLING MERCURY, 
selling 100 units yearly. Central Florida 
in prosperous farming community. No 
accounts receivable to buy, priced to sell. 
Terms. Modern building on main high- 
way within city limits available for 
sale or lease. Knight-Flesher Mercury 
Co., Wauchula, Fila. 


cE ra SS 

ONLY DEALERSHIP handling Plymouth 
in county. Southern Ohio. Very reason- 
able. Box 7454, c/o Automotive News, 
Detroit 26. 


HANDLING PONTIAC-CADILLAC — dual 
available in northwest Iowa county seat 
town. Good facilities with 80-90 car po- 
tential. Priced to sell. Box 7452, c/o 
Automotive News, Detroit 26. 


WESTERN NEW YORK STATE dealership 
handling Ford—200 new cars a year. Top 
spot—priced for quick sale. Box 7453, 
c/o Automotive News, Detroit 26. 


MIAMI FLORIDA MOTORCYCLE DEAL- 
ERSHIP—Four leading makes. Eight 
years same location. No obsolete inven- 
tory. Ninety thousand dollars annually. 
Approximately $28,000 total cost. Net 
profit 1956, $14,000. Rent $75 monthly. 
Mr. Kyzer, 4119 N. W. 2nd Ave.. Miami 
37, Florida, or phone PLaza 8-4880. 


DEALERSHIP HANDLING BUICK- 
PONTIAC in prosperous Minnesota Iron 
Range city of 8,000. Grosses over $350,- 
000. 100 car “potential. Completely 
equipped. Box 7443, c/o Automotive 
News, Detroit 26. 


For Sale 
With 
Factory Approval 


PACIFIC NORTHWEST GM 
DUAL HANDLING 
CADILLAC 


70,000 Trading Area — Stabi- 
lized Industries — 1956 Sales, 
670 New and Used for One 
and a Half Million Gross Sales. 
Complete Service Facility With 
Favorable Lease. 


Box 7466, c/o Automotive 
News, Detroit 26. 
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DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING DeSOTO- 
Plymouth-Willys, 150 car deal — good 
service absorption, in the beautiful 
Shenandoah Valley of Virginia, heart of 
the apple industry. Numerous gentlemen 
farmers, diversified manufacturers, Will 
sell for actual value of parts and used 
cars. Lease or sell building and equip- 
ment as desired. Factory approval neces- 
sary. Box 7414, c/o Automotive News, 
Detroit 26. 


eee enaneeeinieriiees 
DEALERSHIP HANDLING FORD in 
west central Wisconsin city of 3,000, 
twenty miles from population of 40,000. 
Same name since 1911. Facilities modern 
and adequate—adjacent used car lot. 
Must sell. Building for lease or sale. 
o 7415, c/o Automotive News, Detroit 





nineteen neice 

AUTO AGENCY — Handling Dodge-Plym- 
outh in fast growing suburb of Chicago— 
modern used car lot adjoining—low over- 
head— not a red month this year—lease 
modern facilities—show books to factory 
approved buyer—no accounts receivable 
or real estate to buy—will sell at in- 
ventory, Box 7445, c/o Automotive News, 
Detroit 26. 


DEALERSHIP WANTED 


GM, FORD OR CHRYSLER Corp., 200- 
500 deal New York, Nassau or Suffolk 
county. Former GM dealer, factory ap- 
Proval assured. Will buy outright or 
consider partnership. Reply strictest con- 
fidence. Box 7421, c/o Automotive News, 
Detroit 26. 


WANTED: WESTERN STATES franchise. 
Any size, any price. Cash. Factory ap- 
proved. Replies held in confidence from 
everyone. Box 7422, c/o Automotive 
News, Detroit 26. 


FORD—400-500 potential. States border- 
ing Great Lakes preferred, but not es- 
sential. Ample capital. Factory approval. 
— 7447, c/o Automotive News, Detroit 


ONE OF BIG 3—Metropolitan New York 
city—Will buy outright, but prefer one- 
half ownership in dealership that can 
use my successful experience as general 
sales manager in volume operation. I 
am under 40 and know every phase of 
dealership operation. Box 7455, c/o Auto- 
motive News, Detroit 26. 


BUSINESS OPPORTUNITIES 


DISTRIBUTORSHIPS AVAILABLE for 
funeral coaches and ambulances of the 
highest quality, mounted on Cadillac 
commercial chassis by old established 
manufacturer — for men who are in- 
terested in earnings that run into five 
figures and are capable of conducting 
their own business. Territory No. 1 — 
North Carolina and Virginia; Territory 
No. 2—Southern Georgia and Florida; 
Territory No. 3—Northwest Section of 
Tilinois, Iowa and Missouri; Territory 
No. 4—Washington, Oregon, Idaho and 
Utah. GMAC financing available. For 
details write Box 7463, c/o Automotive 
News, Detroit 26. 


FOR SALE—Old established truck and car 
rental company, in business in Dela- 
ware Valley since 1930. Operating profit- 
ably with over 100 long-term contracts, 
but has $260,000 tax loss carryover. 
Owner giving up to devote time to other 
interests. Principals only. Box 7464, c/o 
Automotive News, Detroit 26. 


DISTRIBUTOR, Exclusive. Leading cities. 
Products fully approved by petroleum 
and marine engineers for gum and car- 
bon removal, fuel stabilizing and sludge 

gasoline engine. Back- 


experience, carry stock and have neces- 
sary facilities. Mention territory desired 
when writing. Reply Box 7471, c/o Auto- 
motive News, Detroit 26. 


DEALER SERVICES 


INVENTORY SERVICE 





Call or write for service details 
Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 34445 








HELP WANTED 


Export Representatives 
in the 
Aircraft Sales Management Field 


If you are a capable pilot, speak Spanish fivently, 
have sales ability, and are 35 years of age or under, 
you may have an outstanding future in aviation with 


a South American assignment from the nation’s lead- 
ing business aircraft manufacturer. You must be free 
to travel or relocate. The salary range is $5,000 to 
$7,000. Please send a brief resume with recent photo 
to Roy A. Kunz, Executive Employment Division. 


BEECHCRAFT 


BEECH AIRCRAFT CORPORATION 
Wichita 1, Kansas 








DEALER SERVICES 


SEE OUR AD 
PAGE 40 


AUTOMOTIVE 


ENTERPRISES 


Retail Research Specialists 
10600 Puritan Ave. 
Detroit 38, Mich. 


MILITARY BUSINESS 
— Got Your Share? — 


Military people will want to: 
Finance for 30 to 36 months. 
Register and Title car out of state. 
Take car overseas without refinancing. 
Get low, money saving, financing rates. 
Take immediate delivery. 
We specialize in such transactions on a sim- 
plified, no trouble, without recourse basis, 
MILITARY FINANCE CO. 
502 Tioga Bidg., 2020 Milvia 
Berkeley 4, Calif. THornwall 5-2275 


| re rn, for Military 


DECAL TRANSFERS 
TRUCK DECALS; no charge for sketch; 
durable, brilliant colors, Write for sam- 
ples. Allied Decals, Inc., 8456 Hough, 
Cleveland 3, Ohio. 


CARS FOR SALE 





1956 
DODGE-PLYMOUTH-FORD 
EX-TAXIS 


Painted Stock Car Colors 
PRICED RIGHT 


Avtomatic Transmission, Heater, De- 
froster, All Good Rubber, Some With 


FUTURE MOTORS INC. 


37-01 Queens Bivd. 
Long Island City, N. Y. 
ST 446351 
M. Y."s Largest Volume Taxi Dealer 





USED CAR BUYS 
FOR DEALERS! 


*56 PLYMOUTHS 


with Power-flite 


ONLY *475 
FORDS, too! 


Any Quantity... Large or Small! 


All 4dr, ex-taxis with heater/defroster, 
good fires, clean inside and out. All in 
excellent operating shape; most in service 
only 810 months, Many available with 
power steering. 

” 


Don't wait . . . call, wire or write 


CURRY CHEVROLET 


Broadway and 133rd Street 
NEW YORK & ADirondack 4-6000 








CARS WANTED 


SEVEN PASSENGER CADILLAC limou- 


sines, ambulances and hearses. Must be 
sharp. Ridgway, Belmont 4-6611, 2836 
N. E. Sandy, Portland 12, Ore. 


PARTS FOR SALE 


SACRIFICE—Studebaker parts inventory 
$12,000 dealer cost—Will sacrifice all for 
$8,000, or will sell any part at reduced 
price. Hedrick Auto Co., Inc., 120 North 
Church 8t., Salisbury, North Carolina. 











CLASSIFIED WANT ADS 
BRING RESULTS 





BUSES FOR SALE 


SCHOOL BUSES 


We have available now, 60 passenger 
units to meet New York and all New 
England requirements. Please call early 


as the supply is getting short. 


TRANSIT SALES & SERVICE, INC. 
451 Kings Highway 
Bridgeport 5, Conn. 

Call: Frank T. Mee, Jr., Vice-President 

Telephone: EDison 3-4139 





TRUCK RECOVERY 


$50.00 REWARD 


For the first information which results in 
return to us of the following truck, which 
was taken out on “Demonstration” and 
never returned: 


1952 Chevrolet %-ton Pickup, dark green 
all over, 


Motor: AKCA-247415 
Serial: IKRD-1864 
Mississippi Tag—P/S-1306! 


RELIABLE CHEVROLET COMPANY 
Meridian, Miss. 











Automatic BraKinG 


WITH BRAKE HOOK-UP 


ONLY... $5445 
sours, S644 
BRAKE HOOK-UP... 


QUICK-TOW Bumper- 


TowKinG "c's, °45° 
Tow Bar Sales Co. 


AS NEAR AS YOUR PHONE 
DE 2-0700 AN 38888 Nites: BA 1-8717 


Call Collect 3,227: 
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BLUE © CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& GUIDE CABLES 


MEETS ALL I.C.C. 
REQUIREMENTS 


DEALERS’ SPECIAL (F.0.8. Factory Net) 
$52.35 Fed. Tax Incladed 


WITH AUTOMATIC BRAKE 


AND @RAKE CABLE 
Less Guide Cabies 


GUIDE CABLES 


DEALERS’ SPECIAL (F.0.8. Factory Net) 


$9.90 Fed. Tax incleded 
e & 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


Four Hook-Up 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$44.85 Fed. Tax included 
Meets 1.C.C. Strength Requirements 
€ * 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Cataleg 
Factory Sales Division 
PILOT DISTRIBUTING CO. 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 


“Leaders in the Industry 
Since 1939" 


SELL YOUR USED CARS T0 
R. S. HENRY 


We pay high prices for clean used cars 
and need 1957 demos and floor models. 


Write, Call or Wire 


R. S. HENRY 


New Brighton, Pa. 





------------------------------~--; 


New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [] 
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TO. cccccccccccccccccccccsccscsens 


SOOO OOEO EEE E EEE EE EE EET HEEEEEEEEEEE EEE EEE EE EEEEEEEEE 


CPOE EEE SHEESH EE EEEE EEE EE EEEHEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEE 


Gindad ADMINS. cccccdccccccccccccccccéonesevocseccese’ GO Bicccascee 


By. cccccccccccccccccccccccccescoceseccesose‘s MEBs cocccscccccescs 


TRADE CONNECTION: 


Car Dealer [) Truck Dealer [) Manufacturer (1) 
Jobber [J insurance [] Financial () Supplier (] 
Mate GE BR ancccicnsckiiacasecasausbacesipee Ulcedissensenédcesiaba 
ge 
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Trouble was, he didn’t have all types of trucks. In too many 


“fh tru ck d cases he didn’t have the exact match of truck-to-job that turns 
e C4 er prospects into customers. 


That’s a predicament an INTERNATIONAL Truck Dealer 
who ha d Qa | | t pes wouldn’t ever get into. He sells the world’s most complete truck 
y line, from half-ton to 96,000 lbs. GVW. Every model is built 

to keep operating cost at the lowest. 


of prospects For more complete information about a really profitable 


truck franchise, write: Manager of Sales, Motor 

Truck Division, International Harvester Com- ad 

pany, 180 N. Michigan Ave., Chicago 1, Illinois. 
' 





INTERNATIONAL TRUCKS 





